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Historic Silver Porringer on Exhibition in the Clearwater Collection at the Metropolitan Museum of Art, New York 
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in Alvin Sterling Silver will carry to 
homes where it is used the air of 
classical distinction of the Capitol at 
Richmond, Virginia. Its permanent 
beauty will contribute generously to 
the quiet dignity of homes where 


good taste prevails. 








Tea Spoon 


Richmond Pattern ALVIN SILVER COMPANY 




















Sag Harbor, New York 


New York Office Chicago Office 
20 Maiden Lane 10 S. Wabash Ave. 








Sterling Silver Hollowware is also made in the Richmond Pattern 
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Queen of Portland Rose Festival Presented with Dainty 
Gem Set Crown 

















~ year in the month of June a great 
fiesta is held in Portland, Ore., the 
“Rose City of America,” known as the Port- 
land Rose Festival. The city has just cele- 
brated its fifteenth festival. 


Heretofore the queen of such festivals has 
worn a crown of inexpensive material cost- 
ing only a few dollars, This year, however, 
a club composed of business and profes- 
sional women, known as the Portland Busi- 
ness Woman’s Club, conceived the idea of 
presenting the Portland Rose Festival Asso- 
ciation with an elaborate crown to be used 
year after year by the queen of each festi- 
val. They insisted on having an Oregon 
product. The money with which to pay for 
this was raised by selling paper buttonhole 
roses. 


The firm of Jaeger Bros., Portland, were 
called upon to design and create a crown for 
the queen, which was to be dainty, as well as 
elaborate. It was made of 14-carat gold of 
good weight, and set with 856 gems. The 
front piece of the crown was five inches 
high. All the work on this was done by 
Portland craftsmen, and is strictly a home 
product. The design was drawn by C. M. 
Pennell, Jr., an expert designer, who has 
charge of the diamond oe of Jae- 
ger Bros. 


Miss Harriet Griffith, a very attractive 
Portland young lady, daughter of F. TF. 
Griffith, president of the Portland Railway, 
Light & Power Co., was chosen as queen 
of the 1922 festival, and had the honor of 
being the first queen to wear this elaborate 
crown. She was also presented with a very 
beautiful scepter, which was also a creation 
of Jaeger Bros. It was made of a silver- 
plated bar, having a gold ball at one end 
and a spray of metalized Portland roses, 
natural tint, forming the head. The crown 
was presented by the Business Woman’s 
Club with fitting ceremonies to Eric Hauser, 
president of the Portland Rose Festival As- 
sociation, 

At the conclusion of the rose festival Mr. 
Hauser placed the crown in the keeping of 
the Portland Royal Rosarians, which or- 
ganization is headed by J. H. Dundore, and 
is recognized as the official entertaining 
body of the city. He in turn appointed 
E. A. Jaeger, of the firm of Jaeger Bros., 
who is also a member of the Rosarians, as 
custodian of the crown. 

The floral parade of the annual rose fes- 
tival is beautiful and millions of roses are 
used. The rose festival has become na- 
tionally known and each year the city has 
thousands of visitors from all parts of the 


United States. The miles upon miles of 
hard-surfaced roads have encouraged the 
motor enthusiasts to partake of the beauti- 
ful Oregon scenery and many of them plan 











CROWN OF QUEEN OF PORTLAND ROSE FESTIVAL 


to make Portland their headquarters during 
the festival activities. 








An American Silver Porringer With 
Historic Traditions 





THE June issue of the Bulletin, published 
by the Metropolitan Museum of Art, 
New York, makes the interesting announce- 
ment that the museum has just acquired a 
silver porringer of historic traditions. This 
old and important piece of silverware was 
unearthed by Judge A. T. Clearwater, who 
has added it to his large collection of Co- 
lonial silver now on display at the museum. 
In announcing the acquisition the Bulletin 
states : 

“The museum is fortunate in coming into 
the possession of a piece of early American 
silver around which cluster unusual historic 
and patriotic associations, memories, and 
traditions, a large two-handled covered por- 
ringer made by Joseph Newkirke, a cele- 
brated New York silversmith of the early 
eighteenth century, which Judge A. T. 
Clearwater has added to his collection of 
Colonial silver and lent to the museum. 

“The handles are of the fine geometric 
pattern of that period, the body of the mas- 
sive nature characteristic of Newkirke’s do- 
mestic silver. 

“It has an interesting history, originally 
having belonged to Edward Duffield, the ex- 
ecutor of Benjamin Franklin, who inherited 
it from his grandfather, Benjamin Duffield, 
the partner of William Penn. Edward Duf- 
field, born in 1720, was one of the earliest 
members of the American Philosophical So- 


ciety. He made the first watch from raw 
material made in Pennsylvania, and was the 
commissioner of that colony to issue Colonial 
paper currency, a specimen of which, with 
his autograph, is on exhibition in Inde- 
pendence Hall. He was much interested in 
scientific matters, and wrote an interesting 
paper entitled ‘Some Observation on the 
Application of Plaster of Paris.’ 

“The tradition is that the first consultation 
by Jefferson and his confréres respecting the 
Declaration of Independence was held at his 
house, and that from this porringer was 
served a terrapin stew flavored with the 
wonderful Madeira for which Duffield’s cel- 
lar was famous. From one of his lineal 
descendants the porringer came to Judge 
Clearwater.” 

The porringer is illustrated on the front 
cover of this issue. 








A Plaint Against Modern Plate 





PLEASE remember this judgment and 
complaint was written by Mrs. H. R. 
Haweis (“The Art of Decoration”) con- 
cerning English made plate. She says: 
“Modern plate is a sore point with those 
who have learnt what plate can and ought 
to be, by collecting old plate. It is 
too melancholy for those who know some- 
thing about old plate to sit all dinner-time 
opposite some horrible presentation piece, 
only fit for the smelting-pot, whither may 
the burglar soon despatch it! watching the 
bad soldering, the coarse castings of rocks 
and goddesses, the industrious frosting 
which strives to divert the eye from ill- 
modelled and balanced figures, with limbs 
of unequal length, extremities of unequal 
size. Where are the neat finish, the well- 
hammered surfaces, the careful graving, the 
delicate repoussé patterns which make old 
plate, however plain, full of interest? The 
plate of early Georgian times, simple as the 
patterns often were, ugly sometimes, com- 
pares with Victorian illimitably to the lat- 
ter’s disadvantage. The genuine old plate 
of Stuart times, far rarer, and far more 
beautiful, shouts our reproof still loudlier. 
Who can forget the lovely dish and ewer 
of Renascence work, and that still older 
and finer Tudor cup, belonging to St. John’s 
College, Cambridge? Who can forget that 
Briot, Luca della Robbia, Benvenuto Cel- 
lini, Andrea del Verrochio, Leonardo da 
Vinci, Pollajuolo, Ghirlandajo, and La Fran- 
cia—with other names as great—were at 
one time working goldsmiths; that John van 
Eyck and Holbein designed continually for 
plate. . . 
“A bit of finely-modeled pewter gives a 
cultured eye more pleasure than a monstros- 
ity in pure gold. I wish that those who 
can, would sometimes practise the art of 
working in the above humble metal which 
was not beneath the attention of Francois 
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Briot, nor despised at the tables of Marie 
d@Anjou and Francis I. . . . Until the 
public taste has risen to a critical level of 
our XVIIth Century ancestors, or the Athe- 
nian populace, the English designer will do 
no better than he does. French designs are 
no loftier, though the workmanship is by 
some considered more refined. As to the 
humbler requisites of the table—the mere 
forks and spoons and knives, in which we 
hardly require elaborate workmanship since 
they must undergo rougher usage than salt- 
cellars, tankards, and centerpieces—they 
might be greatly improved without being 
more costly or more troublesome. 

“In the first place, the four prongs should 
dwindle to three, which admit of a more 
elegant curve from the handle, and are quite 
as serviceable for all probable purposes. 
Spoons should be of two shapes, round and 
oval in the bowl, but never as large and 
heavy as most modern dessert and table- 
spoons, which are only fit for an ogre’s jaw. 
The old Apostle spoons are better suited in 
shape to serve fruit or cream than oval 
spoons, but less so to drink soup than the 
present kind. A spoon should never be too 
large to be taken into the mouth; otherwise 
we might just as well sip from a bowl’s 
edge, as our grandmothers sipped a ‘dish 
of tea.’ 

“The handles of most modern table plate, 
whether silver or electro-plated, are utterly 
destitute of refinement in design. The fiddle- 
patterned fork with its inconvenient edges 
quite forgets the outline of a fiddle, and is 
smothered under ornamentation such as the 
so-called ‘shell’ which really is a base imi- 
tation of the Greek honeysuckle, or other 
caricatures of Renascence detail under a 
fancy name; because this kind of clumsy 
prominent work suits trade purposes ad- 
mirably. In silver it adds enormously to 
the weight, and consequently the cost. In 
electro it grows shabby speedily, because the 
spoon or fork falls on the ornament, and 
forces us to replace the set before long. 


“The industrious collectors of Queen 
Anne plate, who do good service to art in 
giving us the opportunity to compare old 
silversmith work with new, nurse an enmity 
to engraved patterns which I do not wholly 
understand. Whilst repoussé work, well 
and delicately done, is certainly the most 
showy with its many reflected lights, fine 
incised patterns seem to me admirable in 
many ways; and for such things as spoons 
and forks would be far more suitable and 
agreeable to the touch than embossed lumps. 
The admirers of Queen Anne plate admire 
chiefly its plain surfaces and solid work of 
execution. No doubt in an age of debased 
design, the simplest design is usually the 
best; but simplicity is not art, for the high- 
est art aims at decorating and beautifying, 
without marring the purpose; and satisfac- 
tory to the mind as is the small hammer- 
work on the flat surface of an antique bowl 
or ewer because we prefer the thoroughness 
of patient handwork to the specious inge- 
nuity of machines; yet the work that con- 
tains similar skill superadded to brilliant 
fancy, as in designs still more antique, must 
be far more satisfactory; and so a delicate 
repoussé or engraved punch bowl of, say, 
Stuart times, must rank higher than a plain 
one of Queen Anne’s or the Georges’ day, 
because more nearly influenced by a capital 
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school of art. The value no doubt depends 
on the merit of the work; but the artist’s 
share cannot rank so decidedly below the 
artisan’s that the addition of ornament de- 
tracts from the true value of the object. 

“Conventional forms alone are suited to 
the humble purposes of sugar-basins, but- 
ter-dishes and castors. The butter can never 
taste sweet which is covered by a straw 
hat, or a kitten. The pepper shaken out 
of a top-boot, though of silver, must spoil 
one’s appetite. Salt should not be dug out 
of an animal’s back, nor sugar picked up 
by a harlequin’s legs.” 








Alabama Retail Jewelers to Hold Fourth 
Annual Convention at Birmingham 
July 26 and 27 


BirMINGHAM, Ala., July 8.—The fourth 
annual session of the Alabama Retail Jewel- 
ers’ Association will be held at the Chamber 
of Commerce rooms, July 26-27, according 
to announcement just issued by Reid Law- 
son, of Birmingham, president of the asso- 
ciation and also president of the Birmingham 
Retail Jewelers’ Association. 

President Lawson is not only one of the 
best-known men of Birmingham but is also 
well known all over the State of Alabama. 
He not only takes much interest in the 
jewelers’ organizations but plays a leading 
part in almost every movement for the bet- 
terment of Birmingham. His store on N. 
20th St., which he recently opened, is one 
of the most attractive in the city. 

In speaking of the coming annual meeting 
of the State jewelers, Mr. Lawson said that 
he expected one of the largest attendances 
of any meeting yet held. This will be the 
second annual meeting of the association 
held in Birmingham, the other meeting hav- 
ing been held in 1920. Preparations have 
been completed for taking care of the large 
number of visitors expected. 

The meeting this year will be marked by 
a number of social features, among them be- 
ing a luncheon, automobile rides over the 
city and other features. No pains will be 
spared to show the visiting delegates a good 
time while in the city. 

The meeting will be featured by a num- 
ber of speeches for the benefit of the mem- 
bers of the association. Besides a number 
of Birmingham speakers, and speakers from 
other sections of the State, there will also 
be speeches delivered by a representative of 
the American National Retail Jewelers’ As- 
sociation and representatives of some of the 
leading watch manufacturers of the country. 
President Lawson stated that these speeches 
would be of more than usual interest to the 
association members, as they would contain 
many things of value to the members of the 
trade. 

President Lawson has appointed the fol- 
lowing committees for the coming State 
meeting: Committee on entertainment, E. 
F. Herzog, Birmingham, chairman; J. F. 
Apsey, Greensboro; J. N. Rose, Birming- 
ham; Leo Cline, Montgomery; Julius Jaffe, 
Birmingham. 

Committee on arrangements and program, 
Aaron Ash, Birmingham, chairman; C, F. 
Hoffman, Gadsden; F. M. Lynch, Birming- 
ham; J. C. Mickleboro, Marion, and E. H. 
Hobbs, Selma. 

Committee on reception, I. R. Rubenstein, 
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Birmingham, chairman; C. F. Cross, Gads- 
den; P, H. Linneham, Birmingham; W. D. 
Thomasson, Huntersville, and Julius Gold- 
stein, Mobile. 

The officers of the Alabama Retail Jewel- 
ers’ Association are: President, Reid Law- 
son, Birmingham; first vice-president, J. C. 
Micklebordo, Marion; second vice-president, 
E. H. Hobbs, Selma; secretary, E. M. Doer- 
ing, Anniston; treasurer, William H. Welch, 
Demopolis; directors, C. F. Hoffman, Gads- 
den; I. R, Rubenstein, Birmingham; A. L. 
Hipp, Bridgeport; Joseph L. Schaefer, 
Montgomery; Heyman Gabriel, Mobile. 

At the meeting to be held in Birmingham 
this month new officers for the ensuing year 
will be elected and a place of meeting for 
the year 1923 will be chosen. 








Report of Trade Commissioner Stevenson, 
Johannesburg, Shows Decrease in 
South African Diamond 
Production 
Wasuincron, D. C., July 8—So greatly 
was the mining of diamonds in South Africa 
restricted last year that the total production, 
as compared with that of the preceding year, 
showed a reduction of 79 per cent in value 
and 69 per cent in quantity, according to 
a report from Trade Commission Perry J. 
Stevenson, at Johannesburg. Production in 
1921 amounted only to 806,643 carats, valued 
at £3,103,448, as compared to the 1920 out- 
put of 1,738,373 carats valued at £11,659,451. 
Sales of diamonds last year as reported to 
the South African Department of Mines and 
Industries, also showed a large decrease. 
In carats they totaled only 530,107, against 
1,765,994 carats in 1920. The contraction 
in values of sales was from £10,328,401 in 

1920 to £2,161,796 last year. 

Another indication of the depression in 
the South African diamond trade is revealed 
in the customs statistics for the Union, which 
reports that the exports last year were only 
316,702 carats, valued at £1,355,487, as com- 
pared to exports in 1920 of 2,039,554 carats, 
with a declared valuation of £11,597,451. 

Trade Commissioner Stevenson also reports 
that during the five year period between 1916 
and 1920, inclusive, the production of dia- 
monds exceeded total sales by 1,254,328 
carats. The excess of production over sales 
in 1921 was 276,537 carats, which would 
indicate that the diamond syndicate still held 
slightly more than 1,500,000 carats of the 
production during the past six years, with- 
out taking into consideration any stocks on 
hand at the commencement of that period. 








Louis E. Holland, recently elected pres- 
ident of the Associated Advertising Clubs 
of the World, earned that advancement 
in the organization chiefly through his 
splendid work in behalf of Better Business 
bureaus, This is a branch of the adver- 
tising association’s activity in which Mr. 
Holland has for years taken a keen interest. 
He was chairman of the old Vigilance Com- 
mittee of the Kansas City Advertising Club, 
which intiated investigations and work in 
Kansas City towards correction of improper 
advertising, and elimination of misleading 
advertising and advertisers. He has been 
its president for several years. He is the 
head of the Holland Engraving Co., Kansas 
City, Mo. 
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Stern Bros. & Co. 


68 NASSAU ST. 
NEW YORK CITY 





Cutters and Importers 
of 
| DIAMONDS 


DIAMOND CUTTING WORKS 


and 
REPAIR DEPARTMENT 
68 Hunters’ Point Ave., Long Island City 


| We employ the highest skilled mechanics 
for the repair, recutting and matching of 

regular and fancy shapes—Emerald Cut, 
| Marquise, Triangular, Navettes, etc, 























AMSTERDAM CHICAGO LONDON 


16 Sarphatistraat 31 No. State St. 29 Ely Place 
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The News from England 








Revival in Diamond Mining Industry—Diamond Bearing Earth Reported in 
the Antarctic Region—Emeralds the Popular Gems of the Moment— 
Display of Old Irish Glass—Electric Clock That Runs for Ten Years 

















Lonpon, June 30.—A cablegram from the 
Cape Town head office to the trade here 
notifying that Consolidated Diamond Mines 
of South West Africa is resuming produc- 
tive diamond operations as a result of the 
increasing sales of diamonds throughout the 
world has given an extra fillip to diamond 
dealing in the metropolis and is regarded by 
Hatton Garden and other gem centers as a 
definite sign that the turn in the lane of de- 
pression and general trade slump has arrived 
at last. Believing that the improvement in 
the diamond market now noticeable for the 
past month is going to be maintained the 
producers are planning to open up again. 
The Consolidated Diamond Mines concern 
is the first of the big companies to announce 
its policy in this respect. This company, 
formed by Anglo-American financiers early 
in 1920 to acquire the diamond mining prop- 
erties of the principal German organizations 
in South West Africa suspended operations 
in May of last year. Increased activities on 
the part of American buyers (the U. S. A. 
being the largest customer for African 
stones) has led to a revival of the whole 
industry. The Consolidated people say they 
will resume mining operations on a reduced 
scale to start with as soon as the necessary 
native labor is available. The company’s 
issued share and debenture capital is around 
22% million dollars. Alterations have been 
made at the Kolmanskop mines whereby ca- 
pacity and efficiency are increased. The 
company’s balance sheet on Dec. 31, last 
showed “diamonds on hand at cost of pro- 
duction” £1,127,495. 

x ok * 


Considerable interest: has been aroused 
here by the report made by the Shackleton- 
Rowlett Expedition to the Cape Town au- 
thorities that diamond bearing alluvial exists 
in the Antarctic. The expedition, which is 
on its way home, put in at Cape Town and, 
as a result, a Capetown fishery expedition 
may make a subsequent attempt to con- 
firm the Shackleton-Rowlett theory. The 
Quest’s mineralogist, it seems, panned the 
soil of a small island near South Georgia— 
the Gate of the Antarctic—and diagnosed it 
as diamondiferous earth. Yellow quartz was 
unearthed at the same time. A large exca- 
vation found on the island was attributed to 
a Capetown expedition that prospected the 
island for five months on the strength of the 
report of a private prospector who produced 
diamonds said to have been unearthed there. 

x Ok Ok 


The fashion set by Princess Mary Les- 
celles in choosing the emerald as her be- 
trothal stone which, as a result, became the 
popular colored gem throughout the king- 
dom, shows no signs of abating. In fact 
emerald green has run the gamut of every- 
thing applicable in the jewelry world here 
and has now extended to hats, dresses, fans, 
feathers, foliage and draperies. One result 
of the passion for green of emerald shade in 
ornamental jewelry lines is the tremendous 


fillip given to mediums of lesser value than 
the emerald but which are handled by jewel- 
ers in large quantities. Green Chinese jade, 
for instance, is now having the run of its 
life. One Oxford St. court jeweler said the 
demand for this article is enormous. These 
Chinese jade stones, he says, though soft 
and cloudy, are tinted with the delicate 
green rays of the emerald, hence their pop- 
ularity, 
* * * 

A display of old Irish glass worth sev- 
eral hundred thousand dollars was made at 
Earl’s Court Square recently when the col- 
lection of a Mrs. Graydon Stannus was made 
public. The hundreds of specimens in the 
display were valued at from £15 to £5,500 
the piece. Two Waterford chandeliers de- 
signed by Adam and dated 1785 and 1786 
are valued at £5,500 and £4,500, respectively. 
Mrs. Stannus said that the buyer of Irish 
glass must rely on color for a test. It 
should be, she said, a steel-blue gray—like 
an old, rather dirty diamond and with a 
peculiar warmth and softness to the touch 
lacking in French and English glass. With 
large bowls and goblets, said the owner, the 
connoisseur may test by means of sound, the 
ring being almost like a chord of music. 

xk * * 


A household electrical clock that, it is 
claimed, will run for 10 years without a 
stop, has been put on the market here. The 
“Bulle Clock,” as it is known, is the com- 
bined invention of a chronometer manufac- 
turer, M. Favre-Bulle, and Prof, Moulin, of 
the Academie des Sciences, Besancon, 
France. British Horo-Electric, Ltd., one of 
the firms handling the new timepiece, says 
there is no way of stopping these clocks for 
the next 10 years unless they are turned 
upside down, or the pendulum secured. The 
mechanism consists of two wheels and a 
worm screw, the driving power being pro- 
vided by a hermetically sealed battery and 
a coil which forms the weight on the end 
of the pendulum. A special magnet runs 
through the hollow end of the coil-pendulum 
so that during transit the clock may be 
stopped simply by inserting a couple of 
corks between the coil and the magnet in 
order that the swing of the pendulum may 
be arrested. As soon as the pendulum is 
free and the battery connected the clock 
starts. The clock is regulated by the manip- 
ulation of a screw which shortens or length- 
ens the pendulum. The majority of the 
electrical clocks that have been placed on 
the market this side have failed for the 
simple reason that they have been composed 
of ordinary clock mechanism driven by 
electric current. 








The jewelry store of H. A. Richardson, 
255 W. 3rd St., Dover, O., was recently 
robbed of $400 worth of jewelry. A hole 
10 by 10 inches was cut in the plate glass 
window. The burglary was committed at 3 
A..M 
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‘Committee of English Experts Make Public 


Report on Japanese “Cultured” Pearls 


Wasuineron, D. C., July 10.—Very wide- 
spread interest was aroused just about one 
year ago in the London pearl market be- 
cause of disclosures regarding real and 
“cultured” pearls, reports Consul General 
Skinner, London, to the Department of Com- 
merce, Numerous articles in the press in- 
dicated that Japanese merchants were intro- 
ducing “cultured” pearls upon a considerable 
scale and that the success of the Japanese 
in producing these pearls has been so re- 
markable that experts with great difficulty, 
if at all, could identify them. Fear was 
expressed that these “cultured” pearls might 
become so abundant as to seriously affect 
pearl values generally. It was considered 
in the trade that a critical position had 
arisen as a result of which a special com- 
mittee was appointed to deal with the mat- 
ter. The action of this special committee is 
now announced publicly by the London 
Chamber of Commerce as follows: 

“The Special Committee after full con- 
sideration decided to issue an official state- 
ment relative to the position of natural pearls 
and Japanese “cultured” pearls. The state- 
ment, inter alia, directed attention to cer- 
tain published articles, as being of consider- 
able interest to the trade both in England 
and France; announced that, on account of 
the insertion of foreign matter placed in the 
oyster from which such “cultured” pearls 
were artificially produced, it would be false 
representation to sell them as pearls, with- 
out the distinctive description of “cultured” 
conveyed a warning to the effect that any 
person or persons knowingly representing 
or offering for sale such Japanese “cultured” 
pearls as pearls would render themselves 
liable to prosecution for false trade descrip- 
tions; and pointed out that the Chambre 
Syndicale de Paris had issued a notice in 
the Moniteur Officiel warning the public 
against the description of “Fine Japanese 
Pearls” employed by certain merchants for 
the sale of that article. Copies of the state- 
ment were sent to the Chambre Syndicale 
de Paris, and to the Jewelers’ Association 
in New York. 

“In view of sensational paragraphs in the 
press a statement was drawn up for publica- 
tion in order to reassure the public on the 
question. It pointed out that “cultured” 
pearls had been on the market for some con- 
siderable time and were well known and 
were sold as such; that the Japanese 
“cultured” pearl was merely a bead of 
mother-of-pearl covered with a coating of 
pearl substance; that it differed in appear- 
ance and in no way compared with the 
Oriental pearl; that it was only produced 
in small sizes and was easily distinguished ; 
that mother-of-pearl bead, however treated, 
could be of little value, and that the highest 
authorities in the trade were of the opinion 
that the true Oriental pearl would always 
maintain its value as a gem on account of 
its unique beauty and rarity.” 








D. A. Miller, jeweler of Duluth, Minn., 
is closing up his present store in the Old 
Lyric building, which is being remodelled. 
Mr. Miller expects to re-open in a new lo- 
cation within the near future. 
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Washington State Jewelers Hold 10th Convention 





Members of Association Meet at Olympia and Discuss Many Trade Questions 
—Excellent Addresses a Feature of the Conclave—Clam Bake and 
Banquet Greatly Enjoyed—New Officers Elected 




















OtympiA, Wash., July 5—The 10th an- 
nual convention of the Washington State 
Retail Jewelers’ Association was held here, 
the Capital City of the State of Washington, 
June 26 and 27, with headquarters in the 
Hotel Olympian, resulting in one of the 
busiest and most enjoyable meetings ever held 
in the 10 years of the association’s existence. 
With the advent of the jewelers from all 
corners of the State, Monday morning, June 
26, every sign was prophetic of the success 
of the convention, none of the signs failing 























A. J. SARTORI, PRESIDENT-ELECT 


as the meeting progressed. The meeting 
showed very careful planning on the part of 
the secretary, and every detail was carried 
out to the letter with clockwork precision, 
leaving no business unattended to or hang- 
ing over after the convention. 


Monday 


After. registration and the distribution of 
badges which were specially designed and 
presented to the delegates of the convention 
by Joseph Mayer, Seattle, the meeting was 
called to order and opened by the singing of 
“America,” which instilled enthusiasm into 
every delegate. A hearty greeting was given 
the jewelers by Mayor Charles H. Bowen 
of Olympia, welcoming them to Olympia and 
the beautiful Puget Sound country. This 
greeting was responded to by Horace Condy 
of Sedro-Woolley, Wash., delegate to the 
national convention in 1921. 

The minutes of the 1921 State convention 
were then read by Secretary G. Noyes Tal- 
cott of Olympia, this being followed by the 
address of President M. C. Wallgren of 
Bellingham, as follows: 


PRESIDENTS ADDRESS 


This is the first time our organization has had 
the pleasure of meeting in the city of Olympia, 
and I am certain we are all grateful to the 
Jewelers of Olympia, and to all who were respon- 


sible for the invitation extended us to hold our 
conference in the Capital City of our State. 

The past year has been one of grief for the 
majority of jewelers, and now it is up to us to 
forget those trials until it is necessary to face 
similar conditions again, and at that time we 
would do well to look back and profit by our 
mistakes. 

Our association affords an opportunity to bring 
up many matters of importance to our trade, as 
well as it affords an opportunity of meeting to- 
gether and getting the other fellow’s viewpoint. 
In short, I have found every meeting of our 
State association to be educational to the jeweler 
who desires seeing the jewelry business on a 
higher plane. 

There seems to be something contagious about 
those yearly gatherings, for I can cite several 
cases, where certain jewelers attended their first 
convention through what I would call curiosity, 
and they have been attending ever since. I am 
one of these myself and it is proof enough to me 
that we are on the right track. 

I have heard that certain criticism has been 
offered due to the fact that our organization 
has not interfered with illegitimate sales and false 
advertising. This sort of thing has not been 
openly interfered with by us, but we can, and 
should, endeavor to promote a spirit among our 
members that considers such tactics as unethical. 
It should be our hope in the future to educate 
the people of our State to the fact that, when 
dealing with a member of our association, they 
are dealing with one whose sole interest is to 
conduct his business in such a manner as to best 
serve them. We have an opportunity here to 
unburden ourselves regarding trade abuses, in the 
hope that some one present can suggest the 
proper remedy. When we arrive at that part of 
our meeting devoted to a general discussion, we 
desire every one present to realize that we are 
more than anxious to hear from him, for it is by 
these short talks and viewpoints that we are 
often enlightened as to a cure for some par- 
ticular ailment to our individual business. 

I can notice a certain seed being sown in this 
trade of ours, a seed that I am sure will pro- 
duce a crop worth while. It could be -described 
as the seed of faith in our fellow jewelers, planted 
in mutual understanding, cultured by frequent 
intercourse, and producting crops of cheerfulness, 
higher efficiency, and broader business vision. I 
might add that there is always a weed ready to 
destroy, and that weed we must shun is selfish- 
ness, 

This all leads to the point that is meeting with 
much discussion these days in our trade and that 
point is the forming of a code of ethics to be 
adopted by the jewelers of our country. It is 
something we should strive for and when lived 
up to, will be a blessing to the legitimate jeweler. 
President Hufnagel and myself had quite a talk 
on this subject during his visit in Seattle, and 
he is very optimistic regarding the adoption of 
such a code. 

We must demand a higher standard of business 
practice and such ideas as price cutting, false 
advertising, illegitimate merchandising, hating 
your competitor, and so forth, must give way to 
the higher standards that every trade organiza- 
tion is demanding today. 

The confidence of the public in the jeweler is 
one asset that we cannot afford to lose and it 
is up to us to do all in our power to strengthen 
this attitude on the part of the purchasing pub- 
lic. 

It is our duty to work to the end that those 
in the business who do not observe a high ethi- 
cal standing in their business dealings, be forced to 
seek other fields. 

Our national association is something of which 
we can be proud, and it is with pleasure we note 
the good that has been accomplished due to the 
co-operation of the retailers, jobbers, and man- 
ufacturers. The advertising campaign of the 
National Jewelers’ Publicity Association, to my 
mind, is doing wonders for our trade and do not 
overlook our slogan “Gifts That Last”—use it 
constantly until its very letters spell jewelry to 
the public. 
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We have not been very successful in our fight 
on the unjust excise tax, and if you take the 
matter up with one of our congressmen, the 
chances are, they will make you feel grateful 
that the jewelers are not called upon to pay the 
interest on Germany’s war debt. However we 
have not given up the fight, and we can still 
hope that the law will be repealed or written in 
such a manner that we cannot innocently defraud 
the government, 

And now in closing I wish to thank you for 
the honor of presiding at this conference, and I 
also wish to express my thanks to the other offi- 
cers and members of the association for their 
assistance during the past year. I can assure 
you it has been a real pleasure to serve. 


REPORT OF SECRETARY 
Following this was the report of the sec- 
retary-treasurer, Mr, Talcott, bringing to 
light the financial status of the Washington 
organization in a most satisfactory manner. 
The finances are in a very good shape and 


‘with all liabilities paid including national 





G. NOYES TALCOTT, SECRETARY 


dues to Mr. Anderson, it shows a balance 
on hand of $1,259.25. 


Another year has rolled by for our association 
and we are now 10 years old. Though we have 
just passed through a strenuous 18 months and 
business has not been all that has been hoped 
for we think a change for the better is coming 
In the face of all this, our association has con- 
tinued to function stronger than ever. 

The real work of the State association, the real 
aim and effort is largely reflected in the work of 
the national association, and it is the strong State 
associations that make possible that work. May 
I assure you that the state of Washington is 
counted by the national association as being one 
of the “live wires.” 

The works of the Harvard Research Bureau 
for better accounting methods, the active works 
of the National Publicity Association, the incep- 
tion of the Horological Institute of America to 
provide certified watchmakers and raise the stand- 
ard and ethics of the watchmaker’s trade, has all 
been made possible through the work that our asso- 
ciation has helped us do. 

This association should have for its member- 
ship every legitimate retail jeweler in the State. 
Through the aid of the members, the secretary’s 
office has made a complete list of all the eligibles 
outside of its membership, and has sent letters and 
literature, urging them to join. See what work 
you can do with the men in your town and urge 
them to join when you go home, It is planned to 
bring Walter Mellor, national organizer, to the 
State to bring in these new members. Do all you 
can to assist him when he comes to your terri- 
tory. 

The work of the State association can be greatly 
augmented by the work of the City associations, 
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re found in Spokane, Seatt'e and Tacoma, 


such as : 
The good 


which are to be highly commended. 
work should be maintained. 

The association is in a healthy condition. It 
has total assets of $1,259.25 with all bills paid 
to date It has active members in every city 
and town of importance in the State. 

Immediately following the report and ad- 
dress of the secretary was the appointment 
of committees by the president, which was 
followed by a report of the 1921 national 
convention by the Washington delegate, Mr. 
Condy, lauding the Harvard Research Bu- 
reau and the Horological Institute of Amer- 
ica for the great work they are doing and 
also urging membership to the State or- 
ganization of jewelers. 

ADDRESS OF A. W, HUGGINS 

The first speaker on the program was Mr. 
A. W. Huggins, of A. I. Hall & Son, San 
Francisco, who spoke of “Business as Scen 
Through the Bifocals of the Jobber,” en- 
dorsing association work and telling of the 
co-operation of the retailers and jobbers in 
San Francisco, brought about by the com- 
mon calamity of the great San Francisco 
fire. He said that the terrible flames that 
wrought such material havoc were converted 
into flames of thoughtfulness for others, 
kindled under a common calamity, that was 
really the salvation of the business world 
of that city. 

Mr. Huggins said that people were apt to 
forget the dignity of the jewelry business 
and to forget that the people who patronize 
the jewelry store are led on by the most 
noble of impulses, that of giving to others, 
and that what they want is not the cheapest 
thing but the most appropriate thing. These 
people should be met over the counter with 





THE JEWELERS’ 


a personality as nearly approaching their 
own as possible so as not to drown this 
spirit of altruism. This will do wonders in 
raising the standard of the jewelry business. 

He spoke of the misunderstanding on the 





M. C. WALLGREN, RETIRING PRESIDENT 


part of the public, of the jewelry trade. 
This misunderstanding has been brought 
about largely by the practice of forced sales 
and secret rebates, which is not done among 
first class jewelers and only creates suspicion 
among the customers. If sales and problems 


arising in the trade. cannot be settled hon- 
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orably they are by far better left unsettled. 
ADDRESS OF MRS. GRACE PALMER CRAIG 


A treat was in store for the delegates in 
Mrs, Grace Palmer Craig, of Seattle, who 
was the next speaker on the program. Mrs. 
Craig is a psycho-analyst and salesmanship 
expert, and she charmed her audience with 
her magnetic personality. 

Mrs. Craig said for the most part in her 
address on “Combining Humanism with 
Business” that the principal ingredient in 
every business transaction is human nature. 
Ninety-eight per cent of the success of that 
business transaction depends upon one’s 
knowledge of human nature. Every human 
mind is fundamentally the same and every 
human mind works exactly like every other 
human mind, so in order to make a success 
in one’s business transactions, one must be 
able to get behind that person’s mind who 
enters the store, and find what is registered 
there and be able to do the thing which will 
make that buyer react to the salesman’s 
merest suggestion. 

Mrs. Craig brought before the minds of 
the delegates that instead of the fellow 
jewelers in their town being their competi- 
tors, it was really the men engaged in other 
lines of business. For instance, the real es- 
tate man. “Be able to make your customer 
see that a beautiful and perfect diamond is 
more valuable and a better investment than 
a house and lot,” she said. 

Mrs, Craig’s message wound up the morn- 
ing’s meeting with every member ready for 
the “No Host” luncheon served at the hotel. 

MONDAY AFTERNOON 


The convention ‘reconvened at 1 o'clock, 
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opening with a talk, “Idol Makers to Ideal 
Makers,’ from Rev. R. Franklin Hart, of 
Olympia. In the few minutes he spoke, the 
self esteem of each jeweler present soared 
to a much higher level as Mr. Hart con- 
nected the jewelry business of the present 
day with the work of the ancient temple 
decorators. 

He said in part: “Idol makers of the an- 
cient day decorating the magnificent temples 
of their gods were the ancient jewelers, men 
gifted in art who plied their trade with the 
cunning, skilled hands of the artist. Behind 
this trade, the real incentive for their work 
was a great religious ideal—something be- 
yond the mere beauty of the object. Down 
through the ages these same men whi plied 
their craft in the temples, are the jewelers 
of the present day and behind their craft, 
their art, lies this same intangible incentive 
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= inspired those jewelers of an ancient 
ay. 

“As God created birds and flowers for the 
relief of man from the common necessities 
of life, so jewelry, since ancient times, has 
been created for a relief from the bare 
necessities of a material world.” 


TRIP TO HOODS CANAL 


Filled with such thoughts as these the del- 
egates were ready to enjoy the beauties of 
the trip to Hoods Canal to the Summer 
home of I. N. Wood, Shelton jeweler. 
The ladies, who were entertained at lun- 
cheon at the home of the secretary's wife, 
Mrs, G. Noyes Talcott, went directly from 
the luncheon, accompanying their husbands 
on this trip. At Shelton, the delegates were 
served with ice-cold grape juice by the Shel- 
ton Chamber of Commerce, manufactured in 
that town, which refreshed everyone for the 
remainder of the trip. 

They arrived just in time to see Chief Al- 
len emptying sack after sack of clams upon 
hot rocks in the regular old Indian method 
of baking clams. In about 20 minutes the 
clams were ready to eat and all gath- 
ered around with their plates filled with the 
sea food. Dancing was enjoyed at an open 
pavilion until the floor was cleared for Chief 
Allen and his family in full regalia, who 
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performed an ancient war dance for the 
benefit. of the delegates. 


The Banquet 


The return home was made just in time 
to change for the delightful banquet at the 
Hotel Olympian, over which presided Kris- 
tian Falkenberg, of Walla Walla, Wash., as 
toastmaster. He proved an able toastmaster 
indeed and broke the feeling of formality 
from the start. Entertainment was enjoyed 
between the courses of the dinner. A piano 
solo and also a vocal solo by the Misses 
Eichelberger, of Waitsburg, Wash., was one 
of the features, which was followed by sev- 
eral songs by a chorus of men’s voices from 
the Olympia Chamber of Commerce. There 
were several other musical numbers and a 
number of short addresses were made by 
some of the delegates. Joseph Mayer, of 
Seattle, designer and donor of the badges, 
spoke of the necessity of establishing ab- 
solute dependability in the jewelry business, 
which can be brought about by creating a 
“One Price Policy.” He said that the jew- 
elry business cannot get very far without 
the absolute confidence of the customer—buy 
recommended goods even at a higher price, 
and be sure of your customers’ trust. 

Secretary G. Noyes Talcott spoke of the 
co-operative spirit of the members of the 
Washington association, and also interested 
his listeners by telling a few facts about the 
historic interests of Olympia and vicinity, 
and about the new Capitol group of build- 
ings which are being erected. 


Tuesday 


At 10 o’clock the convention was called 
to order with several intensely interesting 
speakers scheduled. Hon. Dr. J. W. Hind- 
ley, director of the Bureau of Education of 
the Washington Retail Jewelers’ Associa- 
tion, was the first speaker on the program, 
who spoke on “Royal Men in Royal Call- 
ings.” In speaking Dr. Hindley said in part: 


ADDRESS OF HON. DR. J. W. HINDLEY 


The work of the jeweler has been underestima- 
ted and misunderstood by the majority of people. 
Before the war the point of attack of the public 
was in the profit of the jewelry business, which, 
as they thought, was too high. This was inves- 
tigated to the disappointment of the general pub- 
lic. 

The cost of the jewelry trade is in the matter 
of service. This service has been developed to 
such a point that it threatens to overwhelm the 
economic conditions of the country. This con- 
dition should be regulated by some public ser- 
vice commission much as many of the other affairs 
of the country are. There are too many people 
in the retail trade, too many people making a 
living on the difference between the price paid 
to the wholesaler and that paid over the counter. 
The number of stores in a city should also be 
regulated by the government, with so many stores 
per capita in each city. Although this country has 
the best merchandising system of any country 
there is still room for improvement, but that im- 
provement cannot come until Congress takes a 
hand in the matter. But in Congress there are 
practically no men of practical business exper- 
ience. They are for the most part lawyers who 
know little of common business practices. If 
Congress can be made to see the necessities of 
the business world, if they can be made to reg- 
ulate the number of stores and to dictate which 
should stay and which should go, then business 
conditions will seem to approach an ideal, If the 
small transient merchants who come and go in 
a little while can be done away with, then will 
come a stabilized business world. 

This, however, will take the influence of big 
men and will have to be brought about in some 
such a way as the leaders in the baseball of the 
country are taking to restore the public’s confi- 
dence in the game. 
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This address was followed by a talk about 
the Jewelers Security Alliance by Edward 
Wesley of Pinkerton’s Detective Agency. 

A subject that all jewelers are intensely 
interested in, “The Aims and Objects of the 
Horological Institute of America,” was dis- 
cussed by Albert B. Jones, of Seattle. Mr. 
Jones brought before the delegates the im- 
portance of correct timing. This was real- 
ized more by the public during the war than 
ever before. The aims of the Horological 
Institute in turning out certified watch- 
makers and raising that work to a profes- 
sion, stirred up much interest among the 
members at the convention. He spoke of 
the wages of the watchmaker as compared 
to the wages of past years, when the watch- 
maker who had spent years in the study of 
his profession received no more remunera- 
tion for his services than the upstart, the 
inexperienced man. “Now,” said the speak- 














LOUIS H. BURNETT, TRUSTEE 


er, “after completing the course in the Horo- 
logical Institute and receiving a certificate, 
in seeking employment a watchmaker has 
but to show his certificate and it speaks for 
itself. He does first class work and can de- 
mand first class prices, and well he deserves 
those prices.” 

To give the men a chance after this ad- 
dress to speak their views on this subject, a 
general discussion was.held concerning ‘The 
Watchmaking Profession as It Stands Today 
and What Can Be Done to Raise the Stand- 
ard.” 

Much depends upon the code of ethics of 
the jeweler, and Prof. W. D. Moriarty of 
the College of Business Administration, of 
the University of Washington, treated this 
subject in a very interesting manner. 


ADDRESS OF PROF. W. D, MORIARTY 


There are standards of right and wrong and 
these standards are in turn divided into two 
standards, upper and lower. The man who is 
to be a success is first brought up through the 
lower standard, and, like the old doctrine of the 
survival of the fittest, if he holds up and comes 
through until he has reached the highest standard, 
he is bound for success. Be able to judge from 
both viewpoints, the lower and upper standard. 

In the jewelry business it does not pay to have 
the customer educated in your line of goods, 
therefore the jeweler’s code of ethics must neces- 
sarily be higher than in some other lines of busi- 
ness. 

Ethics arises from a mutual trust between the 
buyer and salesman. Make your own standard 
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sure that that standard is higher than 
your competitors, not lower. This will gain the 
confidence of your customer. In the early days 
the natural attitude of the buyer was a cynical 
attitude toward every one in business on account 
of the accepted doctrine of that time than in 
trading one fellow always lost, either the seller 
or buyer. By establishing a code of ethics in 
the jewelry business, thereby teaching the buying 
public to trust the salesman behind the counter, 
the complete confidence of the customer can be 
gained. 

At the conclusion of Professor Moriarty’s 
talk, the meeting was adjourned and the 
members gathered for another “No Host” 
luncheon at the Hotel Olympian. 


but be 


TUESDAY AFTERNOON 


The afternoon was given over to general 
discussions and reports of committees, elec- 
tion of officers and a general clean-up of 
the convention work. 

The first general general discussion, “Does 
Good Window Dressing Pay?” was entered 
into by everybody with the exchange of 
ideas on window display from almost every 
member present. 

Following this was the discussion, “Store 
Policies and Business Practices That Win 
Customers,” led by L. W. Suter, of Seattle, 
who took for the main discussion the “One 
Price Policy.” 

“Problems in the Conduct of the Jewelry 
Business” proved a very enlightening sub- 
ject and solved a great many problems in 
the minds of the jewelers at the convention. 


REPORTS OF COMMITTEES 


The reports of the committees were then 
given. The auditing committee reported the 
books in excellent shape and complimented 
the secretary for the careful way in which 
the books had been kept. 

The resolutions committee then submitted 
the following resolutions, which were unan- 
imously adopted : 


Resolutions 


We the members of the Washington State Retail 
Jewelers’ Association, in convention assembled in 
the Hotel Olympian, at Olympia, Washington, June 
26 and 27 give voice to the following resolution: 

Reso.vep: That we extend to the jewelers of 
Olympia our sincere thanks and appreciation for 
their hospitality and the splendid success of our 
meeting here, and especially to our secretary, G. 
Noyes Talcott and Ira N. Wood. To the speakers 
at our various sessions for their instructive, in- 
teresting addresses, and also to the press for the 
splendid report of our meetings. 

* o * 

REso.vep: That we acknowledge the value to 
our craft of the Horological Institute of America 
and urge its support to our members; also to the 
Harvard Research Bureau, the Jewelers’ Na- 
tional Publicity Committee, the Jewelers’ Mutual 
Fire Insurance Company and the Vigilance and 
the War Tax Committees and hope that the mem- 


bers of the committees will continue their work 
and that every member of our association will 
write to his Congressman and Senator to have 


the unjust and discriminating taxes removed, 
* * * 

Resotvep: That we indorse the work being 
done by our national association, especially com- 
mending the work of President Hufnagle and 
Field Secretary Walter Mellor, and hope that he 
may be sent out to our State during this year 
to help us line up more members for our asso- 
ciation and also assist in organizing local clubs. 


The nominating committee then submitted 


the following names for office, which were 
later voted on and accepted as submitted: 


President, Al. J. Sartori, Spokane; first 


vice-president, P. A. Benton, Seattle; second 
vice-president, Charles E. Meyer; Daven- 
Port; secretary, G. Noyes Talcott, Olympia; 
trustees, L. H. Burnett, Tacoma: Grover 


‘ 
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Troth, Centralia; Leslie M. Rose, Yakima; 
delegate to national convention, M. C. Wall- 
gren, Bellingham. 

The committee also moved to present a 
check of $150 to the secretary as remunera- 
tion for his faithful services. 

Reports from the local organizations of 
Seattle, Tacoma, Spokane and Olympia were 
then given, after which a motion was made 
and passed to hold the 1923 convention in 
the city of Seattle, 








DEATH OF JOHN F. RENNER 





Vice-President of Keystone Publishing Co. 
Passes Away After Remaining 
Unconscious for a Week 
After remaining unconscious for a week, 
John F, Renner, New York representative 
and vice-president of the Keystone Publish- 
ing Co., Philadelphia, Pa., publisher of the 














THE LATE JOHN F. 


REN NER 


“Keystone” died on Tuesday, July 4, at his 
home 11 Bayard St., Larchmont, N. Y. The 
funeral services were held last Thursday 
afternoon with M. A, Blanchard, Reader of 
the First Church of Christ, Scientists, offici- 
ating after which the body was laid at rest 
in Beechwoods Cemetary, New Rochelle. 
The active pall-bearers at the funeral were 
Harry Kip, Harry Booth, George Frey, 
Harry McKay, George Hilsinger and S. H. 
Ashe, while the honorary pall-bearers in- 
cluded E. I. McConnell. Irving Eckstein, 
August Hauser and Afred V. Ansel. 
William G. Lenhart, another of Mr. Renner’s 
business acquaintances and a personal friend, 
assisted at the funeral arrangements. 

Up to the time Mr. Renner lapsed into 
unconsciousness, he had been in his usual 
health. He was at his desk on Monday, 
June 26, and on Tuesday, June 27, he planned 
to attend the outing of the Southern Jewelry 
Travelers Association. On Tuseday morn- 
ing, however, when his wife endeavored to 
arouse him, she was unable to do it. It 
was soon determined that during the night 
Mr. Renner had suffered a stroke of apo- 
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plexy which was apparently brought on by 
chronic kidney trouble from which he had 
been suffering for many years. He remained 
unconscious for a week unable to speak or 
to recognize any one and on Tuesday, July 
4, at 1:30 P. M., passed away. 


John F, Renner was a native of New York 
City having been born in the metropolis on 
Aug. 15, 1888. He received his early edu- 
cation in the public and high schools of the 
city and then entered the business world. 
During his youth, Mr. Renner had several 
positions but finally found his calling in the 
publishing field. He became affiliated with 
the Textile Manufacturers Journal, where 
he learned the publishing business. He made 
a close study of advertising and salesman- 
ship and in 1912, became affiliated with the 
Keystone Publishing Co. of Philadelphia. 
Since his connection with the “Keystone,” 
Mr. Renner had been in charge of the New 
York office. In 1917, he was made a director 
of the concern and the following year, was 
elected, vice-president. This office he held 
at the time of his death. 


During his 10 years affiliation with the 
“Keystone,” Mr, Renner had made a wide ac- 
quaintance in the trade and his many fine 
qualities and amiable disposition endeared 
him to everyone who knew him. His pleas- 
ing personality. and his constant desire to 
do good made his acquaintances love and 
admire him, He was always interested in 
movements for the good of the trade and 
was a member and took an active part in 
several organizations in the industry. It was 
often through Mr, Renner’s hard work and 
initiative that the annual field days of the 
Maiden Lane Outing Club were so 
successful. As vice-president of the Jewel- 
ers Fraternal. Association, he also worked 
hard and was always ready to bear his part 
of the burden in furthering the work of 
this, association. Mr, Renner was also a 
member of the Jewelers 24 Karat Club and 
was likewise affiliated with the Maiden Lane 
Historical Society, as well as with the Jewel- 
ers Vigilance Committee. Many of these 
organizations sent beautiful flower pieces 
and expressions of sympathy to his late 
home, 

Mr. Renner was married 12 years ago 
and took a great deal of interest in his home 
life. A few years ago, he built a fine home 
at Larchmont. 


He is survived by a widow, mother and 
father, one brother and two sisters. 





The following resolutions have been 
adopted by the Jewelers Fraternal Associa- 
tion of New York, of which Mr, Renner was 
vice-president : 

Whereas: It has been the will of God to remove 
from our midst our late fellow member and vice- 
president, John F, Renner, who was active and 
devoted in his duties to the association, and who 
had the esteem of all members and all who knew 
him; therefore, be it . 

Resoivep: That in respect to his memory, this 
resolution be spread upon the minutes of the board 
of governors; and, be it further 

Reso.tvep: That a copy of this resolution be 
sent to Mrs. John F, Renner, and also copies to 
Tue Jewerers’ Crrcurar and the Keystone Pub- 
lishing Co. 

Done this 10th day of July in the year of Our 
Lerd, Nineteen Hundred and Twenty-two. 

JEWELERS FRATERNAL ASSOCIATION, 
George Hilsinger, President. 
W. F. Dutemple, Sec’y-Treas. 
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Florida Jewelers Meet at Daytona 





Members of State Retailers’ Association Enjoy Two Days in Convention 
Sessions—Resolutions Adopted, New Officers Elected and Banquet Held 




















Daytona, Fla., July 5.—The annual con- 
yention of the Florida Retail Jewelers’ As- 
siciation was held on Wednesday at the 
New Gamble Hotel. It was the most en- 
thusiastic and inspirational gathering ever 
convened by the State association. 

Wednesday 

The convention was called to order by 
Vice-President T. S. McLauchlin at 10 A. 
M. President Walker’s absence was caused 
by an illness of long standing, which has 





T. S. LAUCHLIN, PRESIDENT-ELECT 


made it necessary that he seek the cooler 
air of Nova Scotia in an endeavor to regain 
his health. 

Immediately after the invocation of Di- 
vine blessing by the Rev. W. L. Lewis, there 
followed speeches of welcome from Mayor 
Marks and President Archibald of the 
Chamber of Commerce and responses by 
Vice-President McLauchlin and Nathan 
Weil. The Rev. Mr. Lewis then addressed 
the members on the subject: “Profits and 
Fair Dealing in Business,” and one thought 
that he brought out was that if on comple- 
tion of a sale the only profit visible was 
measured only in dollars and cents that sale 
was really made at a loss. Then came the 
reading of a letter from President Walker 
and another by Secretary L. C. Hull, Plant 
City, reviewing the work and accomplish- 
ments of the past year and making many 
Suggestions for plans in the future. At this 
time the convention voted to telegraph well 
wishes for a speedy recovery to President 
Walker. 

After the appointment of the several com- 
mittees with the following chairmen: Griev- 
ance, Alvin Mangan; auditing, H. L. Coles, 
and resolutions, Earle L. Middleton, there 
arose considerable criticism of the present 
constitution and by-laws with the result that 
Messrs. Mangan, Middleton and Weil were 


selected to revise it and report back at the 
next day’s session, 


AFTERNOON SESSION 


The afternoon session opened with a re- 
port by Alvin Mangan, of Tampa, on the 
benefits to be derived from membership in 
the national association. 

The principal speaker of the convention 
was next introduced, Miss M. Walker Jor- 
don, secretary to F. A. Taylor, president 
of the Gorham Co. Miss Jordon opened 
her talk by saying that she had come to 
Florida expecting to stew, fry and frizzle 
with the heat and that she had mentally 
complained of the order that sent her to 
Florida at this time, but that she was so 
pleasantly surprised that she promised that 
she would personally request that she might 
be sent back here again. Miss Jordon chose 
as her subject “The Romance of Old Sil- 
ver,” and carried her listeners back to 
Mexico of old and the destruction of much 
of its silver by the old Spanish adventur- 
ers. She expressed a hope that there would 
yet be found buried or hidden away in some 
secluded spot sufficient pieces to restore to 
the world some ideas of the artisans of the 
ancient Aztecs. The speaker also brought 
out many of the modes and mannerisms of 
the present day Mexican, some of which are 
still comparable to those in vogue in Bibli- 
cal times. 

Rev. D. H. Ruder was the next speaker, 
taking “The Psychology of Business” as his 
topic and bringing out the points that no 
grouch is permanently successful in busi- 
ness, pleasing disposition, ability to: express 
onesseif and tact are three things needed in 
business and the credit system is the great- 
est difficulty in business, In finishing his 
talk he congratulated the members present 
for being engaged in so high a calling as 
the jewelry business. 

The evening session opened with the read- 
ing of a letter from Secretary A. W. An- 
derson, of the Jewelers’ Mutual Fire In- 
surance Co., explaining in detail the ad- 
vantages to be derived by placing at least 
a part of one’s insurance with this com- 
pany. 

“Bill” Kohlhousen of Fort Lauderdale 
followed with a brief, but pointed, talk on 
“Why Our Customers Do Not Come Back,” 
stating that he agrees with the undertaker 
in hoping that some of them would not re- 
turn. 

The evening gathering concluded with the 
ever popular question box, which was di- 
rected by Miss Jordon. Among the ques- 
tions discussed were the following: What is 
the best form of advertising for the jeweler? 
How can we increase annual turnover? 
What should be done with the price-cutter? 
Some time was also spent in criticism of 
a watch put out by an installment mail or- 
der house. After the various questions had 
all been answered the convention adjourned 
to gather again at a breakfast table confer- 
ence Thursday morning. 
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Thursday 


The last day of the convention opened 
with a brief discussion of the best means 
to take to discourage the local bank receiv- 
ing diamonds and other valuable jewelry on 
consignment, 

The next part of the program was a very 
fine address by H. L. Coles, of Gainesville, 
on “The Value of Consolidated Advertising 
of Sterling Silver.” 


ADDRESS OF H. L. COLES 

I believe I have one of the most, if not most 
important subjects that confronts the jewelers of 
the country today. 

In beginning, what is advertsing? Our diction- 
aries tell us the word advertise means ‘“‘To turn 
the attention to; announce, publish. That is good 
tor a dictionary and perhaps defines the word 
thoroughly for the average layman. Not for us, 
for in the business world of today advertising is 
a constructive force of the first magnitude. It is 
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so recognized, not only by business leaders, but by 
economists and political thinkers as well. The 
rapidity of its development has been so breathless, 
it has assumed so many different guises and pro- 
duced such varied and sometimes such amazing 
results, that we have scarcely had time to discover 
11s true proportions, We have been blinded too, 
by its fascinating technique, to the big idea behind 
ak. 

Therefore in approaching the subject for serious 
understanding, it must be our first task to acquire 
the larger vision, to see advertising as a whole, to 
estimate its place in the world of business and in 
the larger world of social consumption which busi- 
ness serves. The present is distinctly an adver- 
tising age. Advertising regulates our habits, 
customs and mode of living. It establishes our 
wants, convenience and comforts. It meets our 
every requirement and is constantly suggesting new 
ways of being helpful. With the rapidity of its 
development it has outgrown its old definition and 
new words and phrases are called in to properly 
define this truly magic word, “In the business 
world of today advertising is called upon to 
acquaint the customer with the goods he wants ‘to 
buy and in the work of promotion the sale, adver- 
tsing serves both the buyer and the manufacturer. 

In a story entitled: ““A World Without Adver- 
tising,” prepared for the Associated Advertising 
Clubs of the World, Forrest Crissey makes the 
following interesting prohecy: “Aside from the 
common school system of the United States, adver- 
tising is undoubtedly the greatest educational force 
in existence. Perhaps even this exception is debat- 
able but advertising has no need to claim more 
than its own in any field and it can do and will 
do for the common schools for formal education 
far more than it has ever been asked or permitted 
to do. There is in man an impluse for larger 
living that is the very seed of progress. The 
individual, the community, the nation in which this 
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impluse is undeveloped, faces certain stagnation. 
Nothing else stimulates this natural hunger for 
expanding experiences in every rightful direction 
as does advertising. Always it prompts man to 
move forward, to want more things, better things, 
finer things. ‘‘It is the official advance agent of 
Invention, of Science, of Art and of Educat.on.’ 

It is almost a self-evident truth that an institu- 
tion can grow big only as it serves a human want. 
This in itself should be enough to silence those 
who deem advertising parasitic. But there is also 
an abundance of concrete evidence to support a con- 
ception of the service nature of advertising and it 
will not be time wasted to cite a few instances 
of the kind which makes the most impression on 
the business man. By means of advertising Kellog’s 
Toasted Corn Flake Company was able in a few 
years to double the size of its package and at the 
same time cut its price in half. Twenty-eignt 
years ago our popular Ingersoll watch sold unad- 
vertised at $1.50; atter two or three years of adver- 
tising a very much improved model entered the 
market at $1.00 where it remained until the war 
rorced it up again. ‘Lhe first small Kodak sold in 
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done in the past it will do again for us, and with 
better results, for our campaign will be ‘“Educa- 
tional Advertising,” educating the public to the 
high standards, lasting quality and beauty of ster- 
ling silver. 

4nere must be however a complete consol:dation 
of both manufacturers and retailers if we are to 
put this over in the proper manner, the public 
must be educated to the beautiful and lasting 
qualities of ‘‘Sterling silver,” they must be edu- 
cated as to what the word “Sterling” means as 
applied to s:lverware. 

Investigation by the Sterling Silverware Manu- 
facturers Association has shown that while many 
individuals know what the “Sterling” stamp means 
on silverware, the public at large does not know. 
There must be no mystery about this “Sterling” 
imprint on the silver our store’s display if this 
industry is to grow. To build up the volume of 
pales in our stores and in this industry we must 
clear up this mystery and carry this “Sterling” 
message home to the public. One of our parts in 
this educational campaign is to have our salesman 
and saleswomen give the ‘Sterling’? mark the im- 
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1890 at $25; a much finer product today retails 
at $10. Thirty years or so ago men’s collars were 
20 cents apiece and just before the war were twu 
for a quarter. For the past 15 years the florists 
have reaped a harvest from consolidated adver 
tising. The orange growers of southern California 
and our own State have done the same thing, 
the leading automobile bearing companies have con- 
solidated their advertising as well as the manutac- 
tures of corrugated and solid fiber board shippiny 
containers. In the same class are the apple growers 
of Oregon and Washington. The first carborundum 
brought $880 a pound and sold by the carat—now 
it is 16 cents a pound and is sold by the ton. 


_ These are only a few of a countless number of 
instances in which advertising has served the public. 
The reason is plain, “The only way to make things 
cheap is to make them in large quantities and the 
only way to dispose of large quantities quickly 
and economically is by means of advertising.” 
Test the social service of advertising in another 
way. Take a list of nationally advertised products 
and compare their present prices with those that 
prevailed before the war. It will be found that 
in practically every instance there is either no 
increase in price, or else one that is exteremely 
slight in relation to the cost of material and labor. 

My talk thus far has been to show the relation- 
ship and close association that advertising, both 
individual and consolidated has had with the big 
businesses of today and for the past 10 and 20 
years, 

In our situation the “Sterling” silver manu- 
facturers and the retailers must unite into one 
big organization to put this willing public servant 
advertising to work for us. What advertising has 


portance it deserves by pointing it out to each 
customer they serve. 

Not every one in the country is ready to pur- 
chase “Sterling” silver, not every one can afford 
it, but if we will educate those who can afford 
to pay for the better ware through consolidataed 
advertising the time will soon come when the 
price will be within reach of the marginal con- 
sumer who wants “Sterling” silver though his 
finances compel him to buy plated ware. Prices 
is another thing that we must tackle at this time, 
as very vital, if we are to find ways and means 
of correcting the errors of the past. At this, one 
of the most crucial periods of our industry, silver- 
ware has been sold at unprofitable prices. We have 
been selling price instead of silverware. 


Following came another very fine talk by 
the host of the convention, Leon Rowe, of 
Daytona, in which he showed how he had 
by a little intensive salesmanship built up 
an excellent amount of new business in re- 
mounting and remodeling fine jewels. One 
means taken to do this was the showing of 
each customer who came in to have dia- 
monds examined and tightened various de- 
signs of how their pieces would look in 
new platinum or white gold mountings. 

J. A. Fraser of the Pinkerton service and 
representing the Jewelers’ Security Alli- 
ance came next on the program, with an 
address—“Crimes and Their Prevention.” 





65 


He quoted some interesting figures on crime 
in the jewelry trade and gave suggestions 
to the jewelers to prevent as far as possible 
the work of sneak thieves, “penny weight- 
ers” and burglars. 

He said that it frequently occurs where 
goods have been recovered that prosecution 
has failed, because of the inability of the 
merchant to identify them, because he had 
failed to mark them. “Every jeweler should 
put his private mark on every article in 
stock, and be in a position to establish own- 
ership. This will aid in securing convic- 
tions and help to recover goods when lo- 
cated. The numbers of all watches should 
be kept,” he added. 

“Tf you will realize that the danger of 
robbery and theft is ever present, you will 
devise means fo prevent them and correct 
vulnerable points in the arrangement of 
your store, methods of handling stock, and 
the general conduct of your business. You 
should aiso endeavor to interest your em- 
ployees in these matters. Cultivate friendly 
relations with your local police and watch- 
men,” he suggested. 

The final part of the morning session was 
given over to Miss M. Walker Jordon, who 
took “Increasing the Sales of Sterling Sil- 
ver” as her subject. She said that the mak- 
ing of sterling silver articles is one of the 
oldest of fine arts and that many jewelers 
carry too many patterns of silver. It is 
better to carry two or three good ones than 
many poor ones, she urged. She said that 
when jewelers cater to the “400” alone they 
are lost. She said they should build up a 
desire in the minds of the middle class for 
the better things. 

Owing to the fact that Miss Jordon had 
to catch an early train to keep another en- 
gagement, she was given the opening period 
of the last session and gave another of her 
inimitable, personal talks, this time taking 
some of the old English customs as relating 
to silver and its use on the table, as her 
topic. 

As the last formal acts of the convention 
came the reports of the several committees 
and the adoption of resolutions and the re- 
vision of the constitution and by-laws as 
recommended by the committee. The reso- 
lutions follow: 


Resolutions 


We, the Florida Retail Jewelers Association in 
convention assembled at Daytona, the 29th day 
of June, 1922, do hereby adopt the following res- 
olutions: 

ReEsoLtvep: That we extend our sincere thanks 
to Leon H. Rowe for his delightful and whole 
hearted efforts for our entertainment. 

REsoLveD: That we thank the Daytona Chamber 
of Commerce for its very hospitable welcome. 

Resotvep: That we thank the management of 
the New Gables Hotel for hospitality and many 
courtesies shown us while guests there. 

ReEso_vep: That we thank Franklin, A. Taylor, of 
the Gorham Co. for the services of Miss Mar- 
guerite Walker Jordon to this convention and that 
we further thank Miss Jordon personally for her 
fine assistance and the many helpful suggestions 
gathered from her addresses. 

RESOLVED: That we extend our thanks to the 
Jewelers Security Alliance for the splendid ad- 
dress of its representative. 

ee ae 


RESoLveD: That we urge each of the associa- 
tion members to keep close watch on all sales 
made by wholesaler, jobber or manufacturer direct 
to the consumer, and report same to the grievance 
committee and that our representatives to the 
national convention also be instructed to bring 
this to the attention of that body and advocate 
the appointment of a committee to confer with 
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the wholesalers, jobbers and manufacturers that 
this practice may be abolished, 


+ £ 
Reso.vep: That exceptional vigilance be exercised 
in the conduct of his business by each member, 
calling to the attention of the association through 


the secretary any trade abuses or other practice 
which may be inimical to the best interests of 


fellow craftsmen or metnbers of the association. 
s ¢ & 
ResotveD: That we extend our thanks to the 


following gentlemen who spoke to our convention, 
Rev. W. L. Lewis, Rev. Mr, Rutter, Mayor Marks 
and President Archibald of the Chamber of Com- 
merce. 

* * * 

Reso_vep: That we express our regret at the ill- 
ness, which kept President Walker from the con- 
vention, with a wish for his speedy recovery. 

* * * 


Resotvep: That we thank our Secretary L. C. 
Hull for the sincere effort he has made the past 
year to hold the old members and to secure new 
ones for the association. 

* * * 

Reso.veD: That we, the Florida Retail Jewelers 
Association do urge our legislators to work for the 
abolishment of the 5 per cent. tax imposed on 
jewelry and substitute therefor a general sales 
tax of 1 per cent. which has been proven to 
provide sufficient revenue. 

- * * 

ResoLvep: That this Association ask the Na- 
tional Association to formulate a code of ethics 
for the retail jeweler, and circulate same to all 
jewelers. 

* * * 

Resotvep: That we urge the passage of a Na- 
tional Stamping Law making it compulsory for the 
quality of all articles to be plainly marked thereon 
and that this quality be further safeguarded by the 
addition of a legalized quality mark. 

+ * * 


ResoLtvep: That we congratulate the National 
Jewelers Publicity Association on its fine work in 
bringing “Gifts That Last” to the attention of the 
buying public and that we promise them our in- 
creased support 

* * 

Wuereas: It has come to our attention recently 
that certain manufacturers have been distributing 
their clocks to the consumer through other channels 
than the legitimate jewelry trade and that as the 
success of these clocks has only been possible be- 
~~ of the co-operation of the retail jeweler, 
be it 

Reso.vep: That we urge that they do not let 


the present unsettled condition of business affect’ 


the policy of the past and that that policy be re- 
stored at once to the benefit’ of both manufacturer 
and retail jeweler. 

Following this came the election of offi- 
cers and delegates to the national conven- 
tion and selection of the place for next 
year’s gathering. 

The new officers are: President, T. S. 
McLauchlin, Winter Haven; first  vice- 
President, W. O. Stubbs, Tampa; second 
vice-president, Alvin Mangan, Tampa; sec- 
tetary, Nathan Weil, Jacksonville; treasur- 
er, L. C. Hull, Plant City. 

Directors were elected as follows: Earle 
L. Middleton, Miami; H. L. Coles, Gaines- 
ville; J. B. DeHuy, Deland; William Kohl- 
housen, Fort Lauderdale; Leon Rowe, Day- 
tona. 

Delegates to national convention are 
Henry McLaulin, Sanford, and Nathan 
Weil, Jacksonville. 

It was voted to pay the secretary a sal- 
ary of $200 and the treasurer $100 and 
that the convention gather next year at 
Gainesville. The meeting then adjourned 
to reassemble in the evening for the annual 
banquet, 

The Banquet 


Rev. W. L. Lewis was the speaker of the 
evening, and “Why Preachers Are Not 
Business Men” was his topic. He refuted 
the popular idea that this was so by claim- 
ing that more preachers’ sons had risen to 
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the highest positions in business and the pro- 
fessions than from any other class and that 
even more presidents of the United States 
had come from the preacher’s home than 
from any other, 

After several of the new members had 
been given an opportunity to speak on vari- 
ous subjects the gathering broke up to meet 
in 1923 at Gainesville, “the University City.” 
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Man Representing Himself as Subscription 
Agent for “The Jewelers’ Circular” Visits 
New Orleans Jeweler—Look Out for Him 


New Orteans, La., July 8—One after- 
noon recently, a young man apparently not 
more than 30 years of age, sauntered into 
the jewelry establishment of F. A. Brunet, 
313 Royal St. Introducing himself as “H. 
N. Wilson, a representative of THE JEWEL- 
ERS’ CIRCULAR,” the young man solicited the 
subscription of Mr, Brunet to THE JEWEL- 
ERS’ CiRcULAR; and in doing so took occa- 
sion to state that he would gladly publish 
any items of interest the proprietor of the 
store might be pleased to give him, as he 
represented both the business and news de- 
partments of the journal named. He had 
traveled, he said, over the greater part of 
the State but had accomplished little in the 
way either of business or news getting. 

In the store at the time of the young man’s 
visit were Mr. Brunet and his two daugh- 
ters, Miss Cora and Miss Adrienne. The 
visitor was told that the Brunet establish- 
ment was already a subscriber to THE 
JewELers’ CircuLar; and, furthermore, that 
the journal in question had a representative 
in New Orleans who was then in the city, 
and who, as a matter of fact, lived here. 

This latter remark naturally suggested to 
the visitor the propriety, if not the necessity 
on his ‘part, of producing his credentials. 
Whereupon, remarking that THe JEWELERS’ 
CircuLar employed numerous correspond- 
ents, he exhibited as evidence of good faith 
and his authority to serve THE JEWELERS’ 
Crrcucar, a document or letter, decidedly 
ragged in appearance, much soiled and worn. 
The words setting forth “H. N. Wilson’s” 
authority to act for THE JEWELERS’ CrRCU- 
LAR were typewritten on yellow paper, with 
the signature which neither Mr. Brunet nor 
his daughters can now recall. Pasted at the 
top of the yellow sheet, and of the same 
width, was a slip of white paper upon which 
was printed the title of the paper—THE 
JEWELERS’ CIRCULAR. 

When Mr. Brunet saw this document he 
seriously doubted the credibility of his 
visitor, especially his connection with THE 
Jeweters’ Circurar. The young man was 
asked by Miss Cora Brunet if he would not 
like to meet the local correspondent of THE 
JeweLers’ CIRCULAR, suggesting that he 
might be of use to the stranger in making 
him known to the New Orleans jewelers 
and otherwise facilitating his work while 
here. 

To this “Wilson” replied that such a meet- 
ing was “unimportant.” “Wilson” was 
asked, also, if he was provided with a list 
of the jewelers of the city, their names, 
places of business, etc., particularly as he 
did not seem to know that the Brunet store 
was a subscriber. Taking from his pocket 
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a small piece of paper, he pretended to be 
glancing through it, and finally replied that 
Mr. Brunet was credited as a paid up sub- 


scriber to THE JEWELERS’ CrircuLar. He 
then returned the piece of paper to his pocket 
and he made no further reference to itt” 

To a question as to whether he was ac- 
quainted with any of the New Orleans 
jewelers, he was constrained to say that he 
was not. Among other places he had visited 
in Louisiana, he mentioned the name of Lake 
Charles, but his replies to questions put to 
him by Mr. Brunet clearly indicated that 
he knew as little about that town and its 
jewelers as he knew about New Orleans and 
its business people. 

Bidding Mr. Brunet and his family “good- 
bye,” he resumed his walk down Royal St. 
into the very heart of the “French Quarter,” 
where there are many jewelers, the majority 
of whom do but a comparatively moderate 
business. He “liked the atmosphere of the 
French Quarter,” he said; and that is proba- 
bly all he got in that section, for the jewel- 
ers there knew nothing about him; and the 
same may be said as to the jewelers in Canal, 
St. Charles, Carondelet, Baronne and other 
jewelry centers. 

It is likely that his interview with the 
Brunet family thoroughly discouraged his 
further activities as a representative of THE 
JEWELERS’ CircuLar in this city. 

“Wilson” is described as being well 
dressed, about five feet four inches in height, 
clean shaven, black eyes and hair, olive com- 
plexion, and of gentlemanly appearance and 





address. The police know nothing about 
him, 
This man is not connected with THE 


JeweELers’ CIRCULAR in any of its depart- 
ments and has no authority to so represent 
himself. 








Bethlehem in Palestine a Center of Mother- 
of-Pearl Industry 


WasuinctTon, D. C., July 7.—Bethlehem, 
in Palestine, is the center of mother-of-pearl 
industry which supplies beads, rosaries, in- 
laid work, carvings and miscellaneous orna- 
ments to all parts of the world, according 
to a report from Consul Addison E, 
Southard, at Jerusalem. 

This industry is one of the most important 
of the few that exist in the Holy Land, and 
is of interest to American commerce because 
the bulk of the raw material used is im- 
ported from the United States and an ap- 
preciable share of the finished product finds 
a market in the United States and other 
countries of North and South America. 








Market Prices for Silver Bars 
The following are the quotations for sil- 
ver bars in London and New York as re- 
ported for the past week: 


Domestic 
Selling Price Silver 
London U.S. Gov’t Standard 

Date. Official. Assay Bars. Price. 
URE ® “ssiaancwas «36% Holiday 99% 
July 5 | casincwes 36% 74% 99% 
TON E6 Cawaswa ts 35% 73% 99% 
WON be kiididas 36 73% 99% 
LO. SS SSP arie 36% 73% 99% 
ae eta 35% 73% 99% 
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CALIBRE Upward to 5 carats for single stone rings. ALSO AND 
ge Fancy Cut Diamonds 








SPECIALIST in SAPPHIRES and IMPORTER and CUTTER of PRECIOUS STONES 


HENRY GREEN 


527 Fifth Avenue New York 


For the prevailing fashions, we have— 


STONES FOR LADIES’ CUFF LINKS 


A splendid line in all sizes and shapes. Colors to match any line of dress goods or shirt 
waists that may be worn. As a hint to manufacturers, we may say that the line of Ladies’ 
Cuff Links is new—is bound to become a permanent staple—and should be developed to far 
greater extent and profit. Most appropriate for such intimate personal use, are the “Birth 
Stones” and our line includes the proper stone for every month in the year,—awaiting your 
order for quantity lots. 


H. NORDLINGER’S SONS, Inc. 


Importers and Dealers in Precious and Imitation Stones 
New York City, 70 West 40th Street 


Paris, 32 Rue Beaurepaire Gablonz, a/N., 16 Steingasse Providence, 63 Washington St. 



















































































The BUYERS’ DIRECTORY 


PRICE, $1.00 








The Jewelers’ Circular Publishing Co., 11 John St., New York 
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Educational Campaign Continued 








Sterling Silverware Manufacturers’ Association Gives Dealers Information as 
to Sheffield Plate, Dutch Silver and Silver Plated Ware 














The Sterling Silverware Manufacturers’ 
Association, following a recent investigation 
which showed that the public is not ade- 
quately informed as to the meaning of the 
word “Sterling,” has started an educational 
campaign through the dealers and their sales 
forces in the way of letters treating on the 
meaning and history of terms used in the 
silverware industry in relation to American 
silverware. It is hoped by this means that 
the association will be able to help both the 
dealer and his salesmen to become better 
versed in silver and its marking and put 
them in a better position to talk authorita- 
tively when the question of sterling or solid 
silver cames up for discussion, 

So far the association has sent out four 
letters, the first going out in April, the 
second going out in May, the third letter in 
June and the fourth is now being circulated 
in the trade. The latest one reads as fol- 
lows: 

John Wanamaker, Prince of Merchants and 
Pioneer of the art of better merchandising, has 
said his most valuable salesmen are the ones who 
can speak with an air of authority because they 
know their wares, how made, their genealogy, etc. 

And if you want your salesmen to sell more 
solid silver, they must be able to speak with 
authority—not only on sterling silver, but on all 
kinds of metal from which table ware is fashioned. 
We give here in outline some very interesting and 
authoritative facts of daily help to your salesmen. 

Due to popular misconceptions the general term 
‘silverware” is used for articles made of various 
metals, some of which have no silver content what- 
ever. For instance, nickel silver, formerly called 
German silver. Trade names have been used that, 
when pronounced, could be mistaken for “silver 
or “sterling”; also some stampings are colorable 
imitations of the real sterling mark. ie 

Those articles having silver in their composition 
are called Sheffield Plate, Electro Plate, Silver 
Plate, Dutch Silver and Sterling Silver. 

Sheffield Plate was invented about 175 years ago. 
it was made by sweating or soldering a plate or 
ingot of silver onto a thick plate of copper, some- 
times on one side of the copper, somet.mes on 
both. These ingots were then rolled down to a 
thin sheet and wrought into various articles of 
tableware by skilled craftsmen who largely fol- 
lowed the designs of the real solid-all-the-way- 
through Sterling Silver of the period. 

This process was discontinued some 75 years 
ago, as the invention of electrically deposited 
silver on the outside of base metal was much 
cheaper. Sheffield Plate is now made anywhere. 
Therefore all so-called Sheffield Plate on the 
market is either an antique, or—if made within 
75 years—an imitaiton and a fraud on the sus- 
ceptible public. 

Silver Plated ware is now made by immersing 
the article to be plated in a liquid solution con- 
taining silver. The electricity passing through 
the solution and the article leaves a deposit or 
coating of silver on the surface. 


‘ 


The base metals of which the articles are 
made are brass, copper, brittania and nickel silver. 
Nickel silver is an alloy of copper, nickel and 


spelter, in other words, brass whitened by nickel 
in varying percentages, but contains no silver. 

To say an article is silver plated is not enough. 
One should look for the maker’s mark, which is 
most important, for the proportion of silver to 
the base metal can vary considerably. The best 
brands of silver plated flatware put on a sufficient 
coating to last with proper care for many years. 
But the best brands of flatware if melted down 
would only show from 50 to 70 parts to the 
thousand, i. e. from 930 to 950 parts in the 
thousand are base metal, The medium grades 
carry from 30 to 50 parts silver out of a thousand 
and the poorer brands carry from 30 parts in a 
thousand down to an infinitesimal amount. Look 
for the best brands with the reputable concerns 
behind them. 





Dutch Silver: The real imported Dutch Silver 
is of low grade, usually about 800 fine. Some 
articles of Dutch Silver are made in this country 
after the designs of the imported article and are 
sometimes made of sterling quality. Always look 
for the Sterling mark. For if it is not present 
you can be assured that the quality is inferior. 

There are also many articles now made _ in 
Silver Plate after the Dutch Silver styles, but, as 
in any plated ware, look for the maker’s mark 
as a guarantee of quality. 

You have been told what Sterling Silver means: 
that the word “sterling” stamped on the back 
of a spoon, or on the bottom of a teapot, or any 
other article, means that it is 925/1000ths silver— 
real solid-all-the-way-through silver of undoubted 
integrity—made of the metal that stands and has 
stood for the dignity, taste and refinement of the 
owner for more than eight centuries. 

The real article conceived by real art'sts and 
wrought by real artisans can be had today at 
reasonable cost. And remember that when you are 
able to speak authoritatively about what you sell 
you are not only able to make more sales but you 
find an added pleasure in the easier selling. 

STERLING SILVERWARE MANUFACTURERS’ 

ASSOCIATION 

The letter is also signed by the individual 

members of the association. 








Decrease in Russian Platinum Production 


Lonpon, June 30.—In a report recently 
issued in the leading Russian economic jour- 
nal on the development of industry in Russia 
the item of platinum appears: but being 
bracketted with gold it is somewhat difficult 
to separate it and show its exact significance 
in the returns. It appears however that in 
the programme of production for the mining 
year 1621-1922 as drawn up by the govern- 
ment, the quantity of platinum expected was 
65 poods (1 pood=36 lbs. av.). The state- 
ment indicates that only 3 and a quarter 
poods have been produced. As the mining 
year does not close till end of October ac- 
cording to the statement quoted from, no 
doubt more important figures will be pro- 
duced for platinum later on; though of 
course they cannot be expected to approach 
the 65 poods, or programme, level which 
is given in the same statement as amounting 
to only about 15 percent or the 1912 plat- 
inum production, But with such a neglig- 
ible output it is hardly worth while quoting 
any year for the purpose of comparision. 

It may be added to the foregoing that 
the section charged with the platinum pro- 
ducing interests has been chiefly concerned 
during the Winter with the question of food 
supplies for the working staff of the dredges, 
and the repair of the dredges themselves. 
It is known, and easily to be comprehended, 
that in the matter of repairs of the dredges 
which were worn and rusted the board of 
the section was confronted with great dif- 
ficulties. 

The Ural Industrial Bureau in the month 
of December prepared to take over the Ural 
platinum concerns but considerable confusion 
appears to exist as to which department 
was controlling the business. At all events 
until March 1 this year, and during the 
interval the provision of supplies constituted 
a permanent and acute problem. 

As to the dredges it was decided to use 
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a number for the production of platinum, 
although they were in a state of but in- 
different repair, On the other hand they 
were in better condition than had been anti- 
cipated. Yet eatables and other materials 
for prosecuting the work of dredging the 
sands remain the main problems for solu- 
tion and it is believed that free labor will 
have to be largely relied on if anything 
like a result worth calculating is to be 
achieved. It is understood that there is a con- 
siderable improvement on the position of a 
year ago, But then the production was 
perilously near zero. 

A system of regulations including penal 
clauses has been drafted to deal with theft 
and dishonest working and an instruction 
has been prepared for the institution of a 
mining militia. 

The Moscow platinum factory is inactive 
for the moment and it is contemplated to 
use it for the manufacture of other metals 
than platinum. 








Chairmen of Jewelry Trade Committees 
Commend Seymour Mfg. Co., Seymour, 
Conn., for Discontinuing Use of 
Term “Silvore” 


As a further recognition of the excellent 
spirit of co-operation shown by the Seymour 
Mfg. Co., of Seymour, Conn., in discon- 
tinuing the use of the term “Silvore” in 
marketing its product, three different or- 
ganizations in the trade have combined in 
congratulating the Seymour concern. In a 
letter dated June 27, Harry C. Larter, 
chairman of the Jewelers’ Vigilance Com- 
mittee; P. J. Coffey, chairman of the Good 
and Welfare Committee of the National 
Jewelers Board of Trade, and C. W. Har- 
mon, president of the Sterling Silverware 
Manufacturers’ Association, commended the 
concern on behalf of the organizations they 
represent. 

This letter reads as follows: 

June 27, 1922. 


Seymour Manufacturing Company, 
Seymcur, Conn. 
Gentlemen: 

As representatives of a number of jewelry trade 
organizations actively working in the interest of 
the good of our industry, we desire to express 
our sincere appreciation of your decision to dis- 
continue the use of the name “Silvore” which you 
had adopted for a certain metal that you produce. 
You advise us that after careful investigation, 
you are convinced that the majority of the senti- 
ments of the jewelry and silverware trades were 
apprehensive that this term “Silvore’” might be 
used by unscrupulous dealers for misleading pur- 
poses, and this action on your part to change 
such a name helps to establish a precedent which 
should be of great assistance to us in our desire 
to protect the public against possible deception in 
the sale of jewelry and silver plated ware. 

Therefore, it is the earnest desire of the under- 
signed and the associations which they represent, 
that the motives and spirit which prompted so 
fine an action by your company be thoroughly 
known and appreciated by the trade’ as a whole 
and by the public it serves. 

Yours very truly, 


JEWELERS VIGILANCE COMMITTEE, INC. 


(Signed) H, C. Larter, Chairman. 
GOOD AND WELFARE COMMITTEE, NA- 
TIONAL JEWELERS’ BOARD OF TRADE 

(Signed) P. J. Coffey, Chairman. 
STERLING SILVERWARE MANFACTURERS’ 
ASSOCIATION 

(Signed) C. W. Harman, President. 








Theodore C. Siegfrist of De Pere, Wis., 
has taken over the optical department of 
Geo, Vander Zanden of that place. 
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It is impossible to cut an Aquamarine thin 
and retain its BRILLIANCY. 

Lacking BRILLIANCY an Aquamarine has 
absolutely no merit. 

Hence, an Aquamarine cut too thin is prac- 
tically unsalable, and therefore expensive at any 
price. 


American Gem & Pearl Company 
6 West 48th Street, NEW YORK 


LONDON PARIS 
2%6 Helbern Viaduct 44 Rue Lafayette 





FROM MINES TO MARKET 
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BLACK ONYX 


In All Sizes and Shapes 


Also precious and imitation 
stones — drilling — engraving 
—encrusting Lapidary work. 


Kroner, Hyman & Co., Inc. 


51 Maiden Lane, New York 
Phone John 0350 














(O} go) 
F.W. HOWELL | 


PEARLS 
DIAMONDS 
GEMS 
87 Nassau St. 


NEW YORK CITY 














(o) o) 
The Buyers’ Directory 
Price, $1.00 





The Jewelers’ Circular Publishing Company 
43 John St., corner Broadway New York 
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S FE FE Our specialty is repairing, restringing 
and — of all kinds of Seed Pearl 
PEARL | "2 
FRANK C. OSMERS 
J ewelr 2 West 47th St. New York, N. Y. 
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Attention—Manufacturers 


ONYX RING STONES 


Furnished for Any Size 
Diamond 
EARRING prOnes 
ONYX and AMB 


THE aenatn co. 
61 Beekman St. New York 


TELEPHONE 7410 Cortland 


EMIL DOELL 


LAPIDARY 
Precious and Semi-Precious Stones 
12 John Street NEW YORK 































15 Maiden Lane 


Stephen Varni, Pres. 





Australian Sapphires 


For Bracelets and Rings cut to order 


CALIBRE CUTTING A SPECIALTY 
ESPOSITER, VARNI CO.,, inc. 


Lapidaries and istiens of Precious Stones 


New York 


Harry F. Garofalo, Vice-Pres. 

















PLATINUM +@ieaeeee MOUNTINGS 


65 Nassau St, Neworke 
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Radio Address on Co-operative Advertising Campaigns 





Speech Broadcasted from “KSL” Station, San Francisco, by Harry 
Edward Freund, National Publicity Organizer, on June 30 \ 




















ATIONsS publicity is the greatest 
I jactor in the nation’s progress and a 
most important phase is ‘Co-operative Pub- 
licity as a Unit”; that is, the securing of the 
financial support and co-operation of all the 
members of an industry for the purpose of 
creating united co-operative advertising cam- 
paigns, and this is the psychological time for 
the working out successfully of such well 
organized and systematic plans. Co-opera- 
tive advertising is a development which is 
growing rapidly in publicity and extent. It 
has been adopted by a number of the largest 
industries in the nation, and other trades 
and businesses are planning similar unit 
campaigns. 

Each industry has “a soul”; that is, the 
spirit of service and value of its products 
to the people both at home and abroad. The 
State of California furnishes splendid illus- 
trations of the wonderful advantages of co- 
operative publicity and advertising, as the 
phenomenal success in trade which the Cali- 
fornia fruit growers developed through their 
advertising campaigns in the interest of 
“Sunkist” oranges, and other fruits, and I 
understand that this campaign calls for the 
expenditure of $800,000 annually in adver- 
tising, while the total annual value of sales 
of the “Sunkist” fruits has reached nearly 
$100,000,000. The California raisin growers, 
California almond growers and the Califor- 
nia lima bean growers’ association, the Cali- 
fornia Packing Corporation, California Red- 
wood Association, are all striking examples 
of the highly successful results of national 
co-operative advertising campaigns. Such 
industries as the National Florists’ Associa- 
tion, Coffee Growers’ Association, who are 
spending $1,000,000 a year, paint and varnish 
manufacturers, the National Jewelers’ Pub- 
licity Association, with an advertising cam- 
paign of $300,000, and other leading indus- 
tries, all testify in the highest manner to 
the tremendous benefits of united industrial 
effort and work in the direction of national 
publicity. These associations of business 
men have proved that advertising an indus- 
try as a unit advances the prosperity of 
every individual firm in that industry. 

Personally I am greatly interested in the 
remarkable growth of the products of the 
Golden State, as about seven or eight years 
ago I made addresses before the San Fran- 
cisco and Los Angeles advertising clubs and 
strongly and emphatically impressed upon 
the growers of California the paramount 
necessity of trade-marking their products 
and using national advertising to make their 
name and value known, and my addresses 
were widely circulated throughout the State. 
Since that period “Sunkist” oranges, “Sun- 
maid” raisins, “Sunsweet” prunes and apri- 
cots, California almonds, California lima 
beans and other products of the Golden State 
have become nationally famous, and it is 
with pride that I feel my work and my initi- 
ative were leading factors in the splendid 
success that the Californians have achieved. 

Authorities at Washington, D, C., have 
emphatically stated in the public press that 


the present is the most opportune time for 
largely increased advertising investments in 
every line of business. ‘Paid advertising,” 
states Roger W. Babson, the national au- 
thority on business statistics, is a cure for 
all ills, real and imaginary, prevailing in 
the business world during the gradual period 
of reconstruction. Prosperity depends upon 
the consumer. If there is no market for the 
goods, the goods will not be produced. My 
advice to the merchant is this: For your 
own interests and the good of the country, 
increase the advertising appropriation you 
have made this year. If it is for $20,000, 
make it for $25,000, and make it more if 
you can. Only by advertising can buying 
power be stimulated. There is no doubt that 
advertising does stimulate buying and brings 
a very direct return to the man who adver- 
tises. 

At the present time I am manager of the 
National Jewelers’ Publicity Association, an 
organization of jewelry manufacturers, 
wholesalers, retailers, importers, supply 
houses—in fact, every individual concern en- 
gaged in the manufacture, sale, distribution 
and importing of jewelry, watches, diamonds 
and other gems. Also, those concerns in the 
allied industries. 

This association has been formed for the 
purpose of conducting a national co-opera- 
tive publicity and advertising campaign 
throughout the United States, and my slogan 
which I suggested, “Gifts That Last,” we 
are placing before the public of this country 
by advertising in the daily newspapers, week- 
lies and monthly magazines of national cir- 
culation, 

Diamonds, pearls, jewelry, watches, clocks 
and silverware are “Gifts That Last,” and 
they represent in the highest form the ideal 
friendship, sentiment and love that inspires 
their purchase. 

Emotional life is as important a factor in 
the world’s affairs as physical life itself. 
It must have, equally with physical energy, 
its outlet and expression. Tokens of affec- 
tion, sentiment and remembrances are neces- 
sities of human emotions. They will always 
be as long as there are wives, sweethearts 
mothers, marriages and partings—daughters 
who leave home as brides and sons who go 
out to make a place in the world for them- 
selves. Jewels are an ideal of expression and 
are permanent. All women appreciate a gift 
of jewelry. The sentiment that inspires the 
“Gifts That Last” endures and lives with the 
jewels and such gifts are appreciated and 
impressive. 

The permanent value of gems, the increase- 
ing scarcity and growing price of the more 
precious varieties, make jewelry one of the 
most wonderful forms of money investment, 
aside from their ornamental value. 

The New York Sun said, editorially, “that 
it was a far better investment for the work- 
ingman to buy jewelry and diamonds than 
to go on strike, for when the strike was over 
he had nothing to show for the time he did 
not work, while in his purchase of jewelry 
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and diamonds he always had a collateral 
investment.” 

The National Jewelers’ Publicity Asso- 
ciation in the expenditure of its $300,000 ad- 
vertising fund will use the daily newspapers 
and weeklies, also magazines of national cir- 
culation, and the trade papers. To success- 
fully carry out this campaign the local daily 
is a tremendous force, for it brings to the 
direct notice of the purchasing public in each 
locality the worth of the products of the in- 
dustry, and I want to take advantage of this 
opportunity to emphatically bring to the lo- 
cal merchant the best advantage of using, 
on his own account, the advertising columns 
of the local daily papers so that he can reap 
every possible benefit by linking up his busi- 
ness with the national advertising campaign. 

The local daily newspaper is the most im- 
portant link in the chain of this natural ad- 
vertising co-operative campaign, and the lo- 
cal merchant by his liberal advertising in its 
columns can reap a great financial reward, 
made possible for him by the nation cam- 
paign. 

National advertising and publicity are the 
paramount and dominating influences in the 
real development of this great nation. Pub- 
licity, progress and prosperity, are synony- 
mous terms. With such wonderful works as 
the result of national advertising, I feel 
every confidence in my faith that national 
publicity is the greatest factor in the na- 
tion’s progress. 








Letter to New York Diamond Importers Re- 
flects Conditions in the European 
Markets 


An interesting letter was recently re- 
ceived by Ingomar Goldsmith & Co., 180 
Broadway, New York, from their brokers 
in London containing some information on 
the diamond situation as it now exists in 
Europe. This letter reflects the condition 
in the European diamond markets at the 
present time. It reads as follows: 


“London, June 30, 1922. 
“Messrs. Ingomar Goldsmith & Co., 
New York. 
“Dear Sirs: 

“Constant buying of rough for the American 
market has exhausted the stock of current goods. 
These were to some extent replenished lately by 
the stock on hand at the Cape when the mines 
ceased operations and have likewise been disposed 
of. 

“So far trade conditions do not warrant re- 
starting the mines to which the vital question is 
to be able to work continuously and on a payable 
basis. 

“South West African goods have been sold out 
and continue in demand. Work will be resumed in 
this part on a small scale; the cost of production 
is very little as the stuff lies on the surface and 
is handled without elaborate machinery. 

“Much will depend on the future consuming 
power of the United States, if such is satisfactory 
the position all round will undergo a change for 
the better and easily solve the question of supplies 
of rough material. If not the market must content 
itself with limited supplies for an indefinite period. 

“The Syndicate continues to sell on the same 
basis as established some months ago. Competition 
does not count—buyers of River goods compete 
with each other and keep prices high enough. 

“Bolshevik stuff is a drag cn the market; nobody 
wants to touch this rubbish and fine pieces are 
scarce. 

“I hope better times have set 
make business once more 
tive.”’ 


in for you to 
pleasant and remunera- 








G. B. Shipley has purchased the jewelry 
store of Joseph Reiss in the Olympic build- 


ing, 327 Market St., Steubenville, O. 
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Creasure Silver 


REG. U.S. PAT. OF FICE 


Sterling 225/000 Fine 
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SUGAR BOWL 


Che Hlillian-andMay Stule 


HE extraordinary success which has marked the introduction of 

the new WILLIAM AND Mary STYLE is no doubt partiy due 

to the ever-growing demand for period designed house furnishings. 
Discriminating people know the value of patterns designed on authentic 
period motifs—that they will harmonize with their other dining room 
furniture and will always be in good style. 


However, the WILLIAM AND Mary STYLE was sure to succeed, 
for it has such exceptional beauty and exquisite workmanship as to 
win immediate favor. Seldom has a pattern won so many admirers 
in so short a time. 


The pieces of table hollow ware follow very closely the original 
pieces of the William and Mary period. The pots have the character- 
istic low shape, with dome covers typically hinged, the handles rococo 
in shape, the spouts of the duck-neck type. Its quaint, quiet style is a 
delightful change from the ordinary type of hollow ware and is un- 
usually beautiful and authentically correct. 


Write for Catalogue and Prices 


Rogers, Lunt & Bowlen Co. 


Greenfield, Massachusetts 
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News from Belgium 








Dissatisfied Brokers—Activity in the Jewelry Market—Support to Distressed 
Merchants—Belgian Jeweler Robbed at Shanghai 

















BeLGIUM, June 27.—The large increase in 
the number of brokers in the trade, in this 
center, during the last three years has caused 
considerable comment and a good deal of 
dissatisfaction by those who find a lively- 
hood by selling diamonds as commissioners. 
The older men of the trade point out that an 
increase in the number of commissioners 
means a further decrease in the number of 
their sales and makes it just that much 
harder for those who are engaged in business 
to make a living. 

The Brokers’ Department of the Belgium 
Jewelers’ Association has for sometime de- 
sired to interest itself in the interest of its 
members, but the necessary steps have never 
been taken. This has been, because many of 
those who ought to be members of the asso- 
ciation do not wish to join, for some reason 
cr another, losing sight of the fact that much 
more could be accomplished by united effort 
than single handed. At the present time 
some of the brokers are also workers and 
are glad of an opportunity to help make a 
livelihood as diamond cleavers or in other 
branches of the industry. There are also 
brokers who are merchants and manufac- 
turers. More and more of the serious, trust- 
worthy brokers have come to the conclusion 
that some action should be taken, but no real 
solution of the problem has ‘been offered. 

* ce * 

All over the world the Antwerp jewelers 
enjoy the reputation of being particularly 
clever and energetic business men. They 
avail themselves of every opportunity that 
comes to hand to draw the attention of the 
public to their trade. During 1920 they or- 
ganized a Jewelers’ Exhibition and during the 
great crisis of that year, which brought 
financial grief to many tradesmen, this ex- 
hibition had a vigorous effect in stimulating 
trade. 

x *k x 

Within a short time the royal couple of 
Italy will come to pay a visit to the King and 
Queen of Belgium. On this occasion there 
will be published a special Italo-Belgian is- 
sue of the DeJuwelier a weekly paper of the 
Belgian Employers’ Organization, which will 
be edited in both languages and will be en- 
tirely filled with articles about diamonds and 
the diamond industry. It will be richly il- 
lustrated with views of the clubs, a map of 
Selgium with all the localities of that coun- 
try were diamonds are cut, and other in- 
teresting data. Copies of this issue of the 
publication will be distributed on a large 
scale in Italy to all those who are interested. 

A number of small jewelers have found 
themselves in financial difficulties because of 
the crisis through which they have been 
passing and a committee has been formed to 
organize support for those merchants in dis- 
tress. If this institution proves a success 
there will be much rejoicing among those 
who are in need at the present time. 

* * * 


FE. Navon, a Belgian diamond dealer was 


robbed sometime ago in Shanghai, at the 
Kalee Hotel, of his portfolio containing dia- 
monds worth a considerable sum of money. 
Although the company in which the diamonds 
were insured immediately indemnified the 
damage done, Mr. Navon offered a reward 
for any information that might lead to the 
discovering of the thief. Five months ago 
he learned that a broker had offered some 
square stones, emerald cut, and as stones of 
this description were among those taken 
from him he had one of his acquaintance 
purchase these stones. Through the aid of 
a French detective the broker who had sold 
the stones was taken into custody and his 
accomplices also were arrested, and the cul- 
prits sentenced by the French Court of Jus- 
tice at Shanghai. 








DESIGN PATENT SUIT 


New York Concerns at Law Over Alleged 
Infringement of a Design for a Ring 


An ornamental design for a ring or similar 
articles is involved in an equity action in- 
stituted recently in the United States Dis- 
trict Court, New York, by Joshua W. Mayer 
and Powers & Mayer Mfg. Corp., against 
the 14 Karat Finding Co., Inc., and August 
Goldsmith and Nathan B. Stern, individually 
and as co-partners, doing business under the 
firm of Goldsmith, Stern & Co., all of New 
York. The design upon which the suit is 
based is covered by Design Letters Patent 
No. 59,252, and in the action the plaintiffs 
ask for an injunction and damages.. 

The bill of complaint, which was filed on 
June 27, alleges that on May 18, 1921, Joshua 
W. Mayer filed an application in the Patent 
Office at Washington, seeking Letters Pat- 
ent covering a certain new and original or- 
namental design for a ring or similar arti- 
cles. On Oct. 4 of the same year the Patent 
Office issued to Mr, Mayer Design Letters 
Patent No. 59,252. These letters patent 
cover the invention for a period of seven 
years and at the time they were issued were 
turned over to the Powers & Mayer Mfg. 
Corp. This assignment to the latter concern 
conveyed to them the exclusive right to 
manufacture and sell rings and similar arti- 
cles containing the design covered by De- 
sign Letters Patent No. 59,282, it is claimed. 

Continuing, the bill of complaint alleges 
that on information and belief, the defend- 
ants since Oct. 4, 1921, have and are still 
continuing to infringe on the design letters 
patent involved, by making, using, selling 
and displaying rings containing designs of 
a coloradle imitation. 

The plaintiffs also allege in the bill of 
complaint that before this action was start- 
ed, the defendants were given due notice of 
the existing patent and of the alleged act 
of infringement. It is alleged that the de- 
fendants by reason of the alleged infringe- 
ment have rendered irreparable da:rages 
and injuries to the plaintiffs and have also 
deprived them of a large sale of these rings. 
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In concluding the bill of complaint prays 
for an injunction restraining the defendants 
from applying the design involved; for an 
accounting to the plaintiffs for damages and 
profits, such damages to be tripled; for a 
judgment in the sum of $250 in case the 
total profits from the manufacture or sale 
of the alleged infringing articles do not ag- 
gregate that sum, and also that the de- 
fendant be decreed to pay the costs of this 
suit and for such other relief as the nature 
of the case may require. 

At the offices of Goldsmith, Stern & Co., 
132 W. 52nd St., no comment was made on 
this action. The answer to the bill of com- 
plaint has not as yet been filed. 








DEATH OF HENRY O. COLEMAN 





President of Tuttle Silver Co., Boston, Suc- 
cumbs Following a Hemorrhage 


3oston, Mass., July 7—Henry O. Cole- 
man, president of the Tuttle Silver Co., 
passed away July 2. He had been suffering 
from a neck affliction for more than a year, 
which, however, was not thought to be of 
such a nature as to cause his death. The 
day before, he apparently was in the best 
of spirits, but within 24 hours he was seized 
with hemorrhage and despite all that could 
be done his death followed. 

Mr. Coleman, who was an expert silver 
spinner, had been president of the company 
ever since its formation in 1890, his chief 
associate in business being B. A. Dolan, 
treasurer. Previous to the incorporation of 
the company in 1890, Mr. Coleman had 
worked for the old Tuttle concern, and be- 
fore that for the Wm. B. Durgin Co., 
Concord, N. H., the Towle Mfg. Co., New- 
buryport and other concerns. 

He was a member of the K. of C., Mel- 
rose, his home town, and he is survived by 
his widow and six children, to whom the 
sympathy of the trade is extended. He was 
50 years of age. Funeral services took 
place at St. Mary’s Church, Melrose, and 
interment in Newburyport. 

Mr. Coleman’s passing is deeply deplored 
by the trade, which recognized in him an 
efficient and worthy artificer of silver and 
a credit to that branch of the trade. He 
and his associates specialized in English and 
Colonial reproductions, the factory offices 
and sales rooms being at 107 W. Canton St., 
and the downtown office at 21 Bromfield 
St., in charge of Mr. Lehman. 








Death of Cyrus N. Gibbs 


30STON, Mass., July 10.—Funeral services 
for Cyrus N. Gibbs, jeweler and antique col- 
lector, who died at his home in Framingham 
on July 5, were held two days Jater, burial 
taking place in Edgell Grove Cemetery. 

Mr. Gibbs, who was 75 years of age, was 
born in Medford. In 186% he established his 
jewelry business in Framingham. During 
his early residence in Framingham he was 
manager of the Postal Telegraph office. 

He was a member of the New England 
Telegraphers’ Association and of Alpha 
Lodge, A. F. A. M. 

His widow and two daughters, Mrs. J. F. 
Morse, of Boston, and Mrs, Ross Phipps, 
of Ashland, are left to mourn his 
loss. 
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Sabbath School 
Studies Unique 
Window Display 


For the first time within our mem- 
ory the display presented in the shop 
window of a local merchant has be- 
come the subject of a special study by 
a class of Sabbath School pupils. 

The display in question is that now 
appearing in the window of Land- 
scheft’s Jewelry Store on Carroll 
street, wherein the decorator has ar- 
ranged at apparently considerable ex- 
pense an exact reproduction of a 
scene famous in biblical history. 

The scene as a whole, done in soft 
but beautiful coloring, represents the 
walls and the north-east tower-gate 
entrance to the City of Cairo. In the 
center of the wall appears the public 
fountain and nearby the hooded fig- 
ure of a woman bearing a filled water 
jar. Another hooded figure appears at 
the left, while seated in the fore- 
ground appears the ever present Cairo 
street beggar. A most life-like camel 
and driver resting in the shade of the 
wall complete the picture. 

It was to this display that Miss 
Miles of the First Congregational 
Church, yesterday afternoon escorted 
her enthusiastic group of Sunday 
School pupils. Mr. Landscheft ex- 
plained the whole scene to the children 
in a very interesting manner. 
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Read What A Newspaper 
Published About This Year’s 
W.W.W. Window Display! 


To the left appears an extract from a 
newspaper in an Eastern city where a 
jeweler had placed our display in his 
window. 


What this display has done for that 
jeweler it will do for you. 


No words can do it justice. You must 
see it to appreciate it. It is different 
than anything you have ever seen. It 
is worth hundreds of dollars as a win- 
dow attraction, and costs the W.W.W. 
Jeweler nothing. 


It is magnificent—it is educational—it 
is high class in every way. It interests 
the old and the young. It in no way 
advertises W.W.W. GUARANTEED 
RINGS, but merely you and your store. 
This display is only one of several good 
reasons why you should see this year’s 
W.W.W. Line. 

Remember—we offer not merely good 
Rings but mighty good advertising. 


Remember—that W.W.W. GUAR- 
ANTEED RINGS cost no more than 
ordinary ones. 


White, Wile & Warner 


“Makers of W.W.W. Guaranteed 
Nationally Advertised Rings” 


Buffalo, N. Y. 
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New York State Retail Jewelers’ Association Urges» 
Standardization and Higher Business Ideals 











Members at Saratoga Convention Outline Constructive Program for Better 
Business Education and Mutual Understanding of All 
Interests of the Trade 














SarAToGA Sprincs, N. Y., July 3.—Teem- 
ing rain, which marked the opening day of 
the 13th annual convention of the New York 
State Retail Jewelers’ Association here to- 
day did not dampen the ardor of the enthu- 
siastic members who attended from all parts 
of the State, including particularly large 
delegations from the Bronx Retail Jewelers’ 
Association, the Metropolitan Jewelers’ As- 
sociation and the United Jewelers’ Associa- 
tion, of New York city. Teeming interest 
made those present forget the teeming rain. 
The convention was opened promptly today, 
at 2 p. M. After the usual reception of 
guests and registration, and the meeting of 
the executive committee in the morning to 
consider putting into effect in New York 
State the Indiana plan for increasing mem- 
bership, in the absence of Mayor James D. 
McNulty of this city, the opening address 
was delivered by the Hon. Richard J, Sher- 
man, Commissioner of Finance. Mr. Sherman 
called the convention’s attention to the nu- 
merous places of historic interest in this 
beautiful city of natural springs and, in con- 
clusion, said “Anything you desire, you have 
only to speak, and your wish will be 
granted.” 

Harry N. Clark, vice-president of the 
association, of Syracuse, made a cordial re- 
sponse, summing up by saying “We entered 
without knocking, and know that we will 
leave in the same way.” 

President Frederick P. D. Jennings, Al- 
bany, N. Y., then addressed the members, 
emphasizing many remedial steps which had 
been taken for the correction of trade 
abuses in the advancement of the industry. 
His address follows: 

PRESIDENT JENNINGS’ ADDRESS 

As compared with a year ago, general con 
ditions in our trade have not greatly altered. In 
a bread sense, and in spite of the unsettled con- 
ditions in many foreign countries, we may as- 
sume that the world has gone a step forward in 
the work of reconstruction, but in our own par- 
ticular line of work.—that with which we are 
now directly concerned,—we are practically con- 
fronted with the same sort of problems as ex- 
isted a year ago, although through the work of 
National, State and local associations, many petty, 
profit-destroying evils have been eliminated. Never- 
theless, much remains to be done in a large way. 

The excise tax is still with us. That this is 

so is not to the discredit of Association work. 
We, who were directly in the van of the battle, 
in spite of the many obstacles to be overcome, 
realize that we had a fair chance to attain suc- 
cess, and that realizat‘on encourages us in the 
belief, that, with united effert, ultimately we shall! 
gain our point. 
; The present burdenscme system of taxation sat- 
isfies no one. Some different method must be 
worked out. Some more equitable form must be 
evolved to take the place of the present exist- 
ing discriminative system,—a system which places 
, 4 handicap upon the honest merchant, and affords 
untold opportunities of evasion to the one who is 
dishonestly inclined, 

Much has been said and written of late in the 
way of “Recipes for Better Business.” Were I 
permitted in my humble way to offer one, I would 
submit the following formulas: 

1. Substitute a sales-tax for present burden- 

some system, which paralyzes industry by 
forcing money into tax-exempt securities. 


2. Establish satisfactory foreign credits, that 
factories might be encouraged to produce for 
export. 

3. Have our government establish a minimum 
price for the farmer’s bushel of wheat. 

4. Eliminate politics from business legislation. 

Whatever the decrees of our legislative bodies, 

however, let us not forget that we are faithful 
and loyal Americans, and, though the decrees may 
not be to our liking, as such: loyal Americans, 
our duties will be honestly performed. 

I would that our associations were larger in 

















HARRY N. CLARK, PRESIDENT-ELECT 


numbers. To the community at large, our ‘n- 
dustry does not seem especially important. You 
and I know differently, and that the service we 
render would be greatly missed were we not here. 

Our organizations should have a greater mem- 
bership for, the larger our number, the greater 
attention we command,—the more power is ours. 
Can we not make some effort along this line? 
Can we not show the merchant who stands aloof 
that he is shirtking his plain duty, and is indeed 
short-sighted in not affiliating with his trade or- 
ganization? And,—is it not selfish? Be his busi- 
ness large or small, he reaps the benefits from 
whatever the Association attains, fully as much 
as the most loyal and hard-working member. 

The executives of your State association have 
tried: to keep a watchful eye on all affairs per- 
taining to the craft. 

One of the most annoying evils that has en- 
gaged our attention is the fake auctioneer. No- 
one will deny the right of anyone to dispose of his 
wares through the mediumship of an auction. It 
is one of the oldest known methods of transfer- 
ring the title of any sort of property, and must 
continue,—but, should the privilege be abused to 
the positive injury and detriment of others? 

The past season has been a flourishing one for 
this sort of faker, and throughout the length and 
breadth of our State, he has reaped a rich har- 
vest. Local laws and ordinances have seemed 
powerless to cope with him, and the reputable 
merchant of the community has been obliged to 
stand by, and see his fellow-townsmen gulled,— 
at a loss not only to himself, but to every decent 
store in the town, What is the remedy? The 
answer is different, but, in my opinion, a state 
law,—a law not too drastic, but fair to all, with 
sufficient restrictions to protect the buying pub- 


CIRCULAR 


75 


lic, even more than the store-keeper,—will be the 
proper solution for this vexatious problem. 

Our State asscciation has been honored, ‘ since 
last we convened, by the selection of one of our 
prominent past presidents, Mr Edward H. Huf- 
nagel, as the executive head of our National As- 
sociation. We should and do feel very proud of 
this, and I urge upon you all to support and as- 
sist his administration in every possible way. 

The Horological Institute of America is now an 
established fact. Several certificates have already 
been issued to watchmakers,—it is fairly launched 
in its career, and with such able and conscientious 
guardians as are now shaping its destinies, I am 
sure, as time goes on, that it will be a great 
benefit,—if not to us, to those who follow. 

A word about the National Mutual Jewelers’ Fire 
Insurance Co, Ltd. 

This company, but eight years old, now carries 
more than 1,800 policies, with insurance in force 
of 5% millions of dollars, and has saved, in the 
cost of premiums to our members who are policy 
holders, over $40,000. I sincerely trust that a 
large part of this has been in New York State. 
If not, we are not taking proper advantage of the 
opportunity at hand. 

For the first time in our history, death has 
entered the ranks of our past executive officers. 
Benjamin T. Ash, one of our most efficient and 
active workers, is with us no more. Let us pause 
a moment and stand in silence, in reverence to 
his memory. 

Now let us, one and all, lend ourselves to the 
purpose of this convention. 

We are on the eve of our nation’s greatest holi- 
day. Let it be an inspiration to us to do our 
work faithfully and well, putting forth the best 
that in us les, earnestly striving,—not for sel- 
fish ends, but for those things that will make for 
the betterment of our craft. 

Remember: Those who are quite satisfied are 
prone to sit still and do nothing. Those who are 
not quite satisfied are the benefactors of the world. 
We are not here to express dissatisfaction; never- 
theless, we feel there are many things about the 
conduct of our business that will stand for im- 
provement, and if, as a result of this gathering, 
we shall have made even a little progress, our 
labors will not have been in vain, 


Reports were then made by representatives 
of local jewelers’ associations in Albany, 
Auburn, Bronx, Buffalo, Binghamton; El- 
mira, Jamestown, Rochester, Rome, Syra- 
cuse and Utica. Mr. Korsunsky, president 
of the Bronx Retail Jewelers’ Association, 
reported that his association now had 125 
members and that jt was considered the 
stronghold of constructive work in greater 
New York. Through his association, he 
declared, a large silver manufacturing con- 
cern had been encouraged to advertise its 
wares extensively in the local papers and 
thus facilitate sales for the retailers. “Many 
retailers,” he declared, “do not as yet un- 
derstand the great power of organization, 
for if they did we should have at least 500 
at this meeting from the city of New York 
alone.” 


Mrs. Weintraub, engaged in business in 
New York with her husband, Jacob Wein- 
traub, was present with several others as 
representatives of the United Jewelers’ As- 
sociation and was the only woman who ad- 
dressed the meeting. “This is the first con- 
vention attended by our organization,” she 
said, “and it is the wish of that association 
to co-operate in every way to promote the 
welfare of the whole industry.” She made 
a strong plea for the repeal of the jewelers’ 
tax and the adoption of the sales tax and 
urged those present to emphasize and adver- 
tise the many articles of jewelry which may 
properly be considered necessities and not 
simply luxuries. 

Edward F. Hufnagel, president of the 
A. N. R. J. A., announced that he hoped to 
revive much interest in the organization in 
October when Mr. Mellor comes eastward 
to continue his worthy efforts in showing 
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jewelers the great value of harmony and 
co-operation, by proper organization. 

Alfred O. Bald, who has been the associ- 
ation’s hustling secretary for nine years, then 
made the following report: 


ADDRESS OF SECRETARY ALFRED 0. BALD 


The year 1821-22 has been rather an eventful 
one in the history of cur association, 

The close of our convention last year at Buf- 
falo just preceded the opening of the national 
convention, which brought together one of the 
best and mest successful gatherings of jewelers 
yet held, and which elected as its president, Ed- 
ward H. Hufnagel of Mount Vernon, a mem- 
ber of our association and a past president. 

New York State is jus‘ly proud of the honor 
that has been bestowed upcn us,—that of having 
not only two naticnal conventions within our 
borders, but two national presidents as well. 

Closely following the national conven‘ion saw 
the organization of the Horological Institute of 
America at Washington, an our _ association 
was represented by President Jennings and Past- 
President Hufnagel. Mr. Hufnagel having fur- 
ther honors thrust upon him by being elected 
Vice-President of this splendid and much needed 
organization. Some of the objects of this Insti- 
tute shall be to demonstrate and emphasize the 
importance and value of a thorough knowledge of 
the science of horology,—to formulate a course 
of study and practice in the higher branches of 
horological knowledge. To develop standards for 
horological schools and to co-operate for their bet- 
terment. To encourage young men and women 
to adopt horological industry as their life’s work 
or profession, etc. This Institute merits the sup- 
port, morally and financially, of every member 
of our association. 

It was your Secretary’s privilege and honor 
to represent our association at the annual conven- 
tion of the Canadian Jewelers’ Association at 
Quebec last February. A most hearty and cor- 
dial reception was tendered your Secretary, and 
Arthur G. Mansur, Vice-President of the national 
association, by our Canadian brother craftsmen. 

The Canadian association is rather a unique 
one as it embodies manufacturers, wholesalers and 
retailers, and, from my observation, the discus- 
sions and the manner in which the meetings 
were conducted, I think it a splendid idea of uni- 
ting the three branches of the trade in such an 
organization. For the retailer has certain ideas of 
what the wholesaler or manufacturer should do 
for him, and the manufacturer or wholesaler has 
ideas of how the retailer should conduct his 
business. The three branches of the trade are 
so closely allied, without one, the other could 
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not exist, and uniting them into one such an asso- 
ciation, great good is sure to result therefrom. 
Then they have a travelers’ association, the 
members of which, as they make their calls on 
the retailers, talk association and in this way their 
membership is increasing rapidly. They also 
had a luxury tax for a short period, but the 
jewelers soon had this abolished. They have a 
national co-operative advertising plan, which, to 
my mind, is a good one. To sum it up in a few 





EMIL J. SCHEER, VICE PRESIDENT-ELECT 


words, I tell you they have a worth-while, wide- 
awake association, 

We are especially honored today in having with 
us Mr. Gordon McLaren, of Hamilton, Canada, 
who is the president of the Ontario association and 
chairman of the advertising committee of the Cana- 
dian Jewelers’ Association, and who will address 
us tomorrow morning. Let us give Mr. McLaren 
the same hearty greeting as was extended the 
American visitors to the Canadian convention. 

The tax question was one that gave our offi- 
cers and members much concern, and, while every- 
thing in our power was done to have this ob- 
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noxious and wartime measure repealed or mod- 
ified, still the new law differs very little from 
the old one as far as the jeweler is concerned, 
However, we are not going to give up the fight 
and if w must have taxes, we hope to have, 
eventually, a general sales tax, instead of the 
present so-called Luxury Tax, by which a few 
industries, including the jewelers, are singled out 
and taxed heavily. 


Our legislative committee has put in some 
real constructive work during the past year, and 
today we have in our State Legislature a bill, 
which we are assured will become a law this 
Fall, and which will be of much greater value than 
the bill permitting the selling of uncalled for 
repair jobs placed on our statute books some 
years ago. Great credit is due our President 
and Mr. Mix of Albany for their efforts in be. 
half of this bill. Our legislative committee wil] 
report this in detail during the convention, 

Two meetings of the executive committee were 
held during the year,—one in Albany on Feb, 
28. <A report of this meeting you have had. The 
other meeting was held in this hotel this morning 
and various resolutions were adopted by your 
committee and will be presented to this convention 
for its approval. 

Several visits were made by your President 
and Vice-President to towns in the central part 
of the State, which resulted in not only re- 
arousing the activities of the towns visited, but 
added several new members to our list. 

It was my sad duty to convey to our members 
in May, the news of the death of Benjamin T, 
Ash of Binghamton. Ben, as you probably know, 
was one of the 11 jewelers who signed the 
original call dated March 10, 1909, to an or- 
ganization meeting at Utica, March 25. In 
1911, he was elected a member of the executive 
committee. Served as secretary during the years 
1912 and 1913, and president in 1914 and 1915, 
and, from the very beginning of our organiza- 
tion until his death was very active in our asso- 
ciation. Ben was elected president at the Bing- 
hamton convention when I was elected secretary. 
I had the pleasure of serving as secretary with 
him for two years, learned to love his as a 
brother, and, needless to say, I felt very keenly 
his departure, as I am sure did everybody who 
knew him. 

In addition to the death of Mr. Ash, three 
other members have passed away since our last 
convention,—C. L. Haskins of Saratoga Springs, 
C, H. Barker of Rochester, and Jacob Berman of 
New York city. I might advise that letters of 
ccndolence were sent by your Secretary to the 
families of the bereaved. 

At our last convention, our membership num- 
ber was 390. During the year, we lost 11 mem- 
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bers, four by death, Three of the deceased’s 
businesses are being continued, and their mem- 
bership in our association as well. — Four resigna- 
tions have been received; 3 businesses discon- 
tinued. 

During the year, we added 15 new members, 
and our present membership numbers 397, 

Our National Jewelers’ Mutual Fire Insurance 
Co. has rapidly increased the amount of insurance, 
and today has in force $5,250,000, with assets 
of over $75,000, and about 10% of the total busi- 
ness of this Company is written in New York 
State, but we are about 25% of the membership. 
In other words, three out of every four members 
of the New York State Jewelers’ Association have 
not yet become policyholders. Do you realize 
that, by insuring in this Company, you can save 


33 1-3% on your fire insurance, automoble in- 
surance and plate glass insurance? This year, 
$20,000 in savings will be distributed. This sav- 


ing in insurance will pay your dues many times 
over, and will assist materially in paying your 
expenses to conventions. 

For eight consecutive years, I have been called 
upon at our annual conventions to give the report 
as secretary. As each year goes by and I| see the 
progress in association work and the beenfits ihat 
accrue therefrom, it is a foregone conclusion that 
it is by co-operation only that the best results of 
the trade can be obtained. And I often wonder 
why the jeweler who is not yet a member can 
stand aloof, It is certain that the more interest 
he takes in association work, and attends regu- 


larly our conventions, the greater will be his 
returns in direct benefit to his business. It is 
only by getting together and discussing ques- 


tions of mutual interest that the jeweler can come 
to get the viewpoint of the other fellow, and, 
by adding his own suggestion, help along the 
work for the benefit of all. It is at our con- 
ventions that the jeweler has the opportunity 
to unburden himself regarding trade abuses and 
to suggest the proper remedies. Our _ association 
is demanding higher standards of business prac- 
tice and the old-time price-cutting, sharp methods 
ot business dealing, fraudulent or quesiionabie 
advertising, and many other abuses which for- 
merly were a menace to the trade, are swept 
aside. Today, the jeweler recognizes the good 
qualities in the man who was formerly a_ hated 
competitor, and they are working together, in- 
stead of pulling in opposite directions. The net 
result is a happier business career, more profits 
and a satisfied public. All of which goes to 
prove that by getting into the asscciation work, 


attending State conventions, and getting in the 
stride with the spirit of assoc ation work, you 
are helped in your everyday business life. I 


therefore appeal to you, men,—get back of your 
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officers and help. Bring in those jewelers who 
are not yet members, let us awaken to their re- 
sponsibility, those of us who are, and let us make 
the New York State Retail Jewelers’ Associa- 
tion the biggest and best trade organization on 
record. 


Following Mr. Bald’s address, Arthur G. 
Mansur, first vice-president of the A. N. 
R. J. A., gave “Some Reasons Why Jewel- 
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ers Should Belong to the State and National 
Associations,” epitomizing the great amount 
of constructive work done of late through 
organization. “The National Publicity As- 
sociation itself,” he said, “has already spent 
about $300,000 to increase the jeweler’s busi- 
ness, and is now going after an appropria- 
tion of one million dollars. The sum of 
$60,000 is being raised for research work. 
Steps are: being taken for the advancement 
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of better accounting methods. The war 
revenue tax committee has worked most en- 
thusiastically and ardently for the jewelers 
of America. Then we have the Harvard 
Bureau of Business Research, whose work 
was instigated by the A. N. R, J. A. Our 
association is doing everything possible for 
the jeweler and it is to his interest to co- 
operate with vigor. Retailing by wholesalers 
and manufacturers will be stopped by our 
efforts. The silver manufacturers have 
awakened to our earnestness and are now 
endeavoring to co-operate with us in order 
to increase silver sales. The Horological 
Institute of America, moreover, is working 
for you and, as you know, is intended to 
place the technical side of your industry on 
that high professional basis where it be- 
longs. These movements are of vital im- 
portance to you and they can go on and 
succeed only with your whole-souled in- 
terest.” Mr. Mansur explained the advan- 
tage of the jewelers’ mutual insurance as- 
sociation and touched on many other topics 
of timely importance. 


Following Mr. Mansur, Robert Francis 
Nattan, of THE JEWELERS’ CrrcuLAr, deliv- 
ered a timely talk on retail advertising. He 
emphasized the prerequisites for success in 
advertising and outlined a regular selling 
calendar for the jeweler for every month in 
the year. A resume of this address will be 
published in a later issue of THE JEWELERS’ 
CIRCULAR. 


“Facts About the Alliance” were presented 
in an interesting way by James H. Noyes 
of New York, secretary of the Jewelers 
Security Alliance. 


After these addresses the following com- 
mittees were appointed: 

Resolutions—F. Ehrenfried, Buffalo; Har- 
ry N. Clark, Syracuse; Emil J. Scheer, 


Rochester; James Mix, Albany; C. H. 
Dygert, Rochester. 
Trophy—Louis Ambols, Brooklyn; M. 
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Korsunsky, New York; A. J. Bluming, New 
York. 

Auditing 
W. Hallenbeck, 
New York. 

Nominating—Charles Sunderland, Roch- 
ester; Edw. H. Hufnagel, Mt. Vernon; 
Mr. Vanderpool, Rochester; R. E. Brigham, 
Oneonta, and L. H. Barth, Geneva. 

At 6 o'clock the meeting adjourned. 

At 8 o’clock this evening the members all 
proceeded to the lecture hall in the Grand 
Union and listened to an_ entertaining 
lecture by Byard F. Brogan, of Philadel- 
phia, Pa., on “Modern Methods in the Man- 
ufacturing of Platinum and Gold Jewelry.” 
Mr. Brogan illustrated his lecture with in- 
structive lantern slides, and described the 
making of seamless wedding rings, the mod- 
ernizing of old jewelry, the making of steel 
dies, the different types of die made rings, 
stamping, engraving, shaping, etc., etc. In 
the course of his discourse he warned those 
present to be aware of a certain metal sold 
as 5 and 10 per cent platinum, which, he 
said, contains an excessive amount of base 


Charles C. Ward, Yonkers; P. 
Catskill; H. Falkenstein, 


metal. 

Arthur Delroy, president of the New York 
Psychic Club, then amused his audience by 
what was on the program as a “Delroy 
Psychic Melange,” in the course of which 
many sensible suggestions on selling were 
set forth in a humorous way. The lecturer 
interpreted different styles of handwriting 
and the different types of hands. At the 
suggestion of those present, the hands of 
Alfred O. Bald and President Jennings were 
used as character studies. “Al Bald,” said 
Mr. Delroy, “has a hand which indicates 
love of rhythm and at the same time good 
salesmanship. Mr. Bald could go out and 
sell books or soap successfully and get away 
with it.” The jewelers were advised during 
the lecture to study the psychology of 
jewels. Every individual might be sold a 
jewel of a color which harmonizes with his 
general make-up and character. 


Tuesday Morning’s Session 


The first speaker this morning when the 
meeting was called’ to order at 10 o'clock, 
was P. J. Coffey, Newark, N. J., chairman 
of the Good and Welfare Committee. Mr. 
Coffey made an enthusiastic plea for the 
support of the National Jewelers’ Publicity 
Committee. The jewelry industry, he said, 
could even surpass the achievements of the 
florist with the proper advertising of “gifts 
that last.” Sixty-five per cent of the jewel- 
er’s product is positively essential. The 
other 35 per cent is essential for the people’s 
happiness and there is no greater task con- 
fronting all the governments of the world 
today than that of making their people con- 
tented and happy. If our legislators could 
realize that so much of our product is essen- 
tial to our daily routine and that the balance 
creates more honest-to-God good cheer and 
happiness than any other merchandise on the 
market, they would have thought twice be- 
fore imposing on the industry a special ex- 
cise tax of five per cent. Continuing, Mr. 
Coffey said: 

The retail jeweler who feels he has done his 
duty by subscribing to our fund, and by placing 
our slogan, “GIFTS THAT LAST” in an incon- 
spicuous place in his establishment needs to sit 
down and examine his conscience. We have 
tackled a big job and big jobs cannot be carried 
to a successful conclusion unless our hearts are 
in our work. Our hearts are not in our work, un- 


THE JEWELERS’ 


less we take advantage of every opportunity pre- 
sented. 

It is necessary for the retail jeweler 
to impress upon the manufacturer, importer and 
the wholesaler the vital necessity of financially and 
morally supporting the National Jewelers Publicity 
Association. 

The time has now arrived when the members of 
the jewelry and allied industries must realize that 
the work of the National Jewelers’ Publicity As- 
sociation is for the preservation and salvation of 
the entire industries. The day has passed when it 
can be said “let George do it,” 

Selfishness must be eliminated, and its place 
taken by united co-operative interest and enlighten- 
ment. 

Time and Education are principal factors in con- 
verting an industry to its own best interests. 


absolutely 


“Co-operative Advertising,” a subject 
which has engaged .the attention of the 
jewelry ‘industry for a long time and which 
is of vital importance, was eloquently pre- 
sented to the convention by Gordon Mc- 
Laren, of Hamilton, Ont. Mr. McLaren, 
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who is chairman of the Advertising Com- 
mittee of the Canadian National Jewelers’ 
Association, explained in detail the plan of 
the Canadian jewelers and expressed the 
gratitude of the Canadian jewelers for the 
co-operation and help received from the 
National Jewelers’ Publicity Association. 
He lauded the American magazines for their 
advertising efficiency. Mr. McLaren told 
how, after a short time when the advertising 
plans were started in Hamilton, he finally 
got into communication with several district 
associations, and soon co-operative advertis- 
ing was running in daily papers in nine 
cities in Ontario and one in New Brunswick, 
the combined circulation being 600,000 copies 
daily. 

The co-operative advertising, he said, was 
particularly helpful during the period of de- 
pression and did a great deal to interest 
other jewelers in the work of organization. 
To the papers in which advertising appears, 
articles dealing with matters on jewelry are 
also distributed for publication. All copy 
and cuts and arrangement for insertions are 
loaned by the Canadian national headquar- 
ters. The wholesalers and manufacturers 
have created a special fund for all such ex- 
penses including the cost of organization, 
traveling, etc., while the retailers’ contribu- 
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tions pay for the cost of the advertising 
space. A plan is being worked out by 
which the cost of using every paper in On- 
tario will be definitely determined and the 
proper proportion allocated to each member 
of the industry. Besides advertising space, 
attractive window cards are given to sub. 
scriders. “When we get our scheme more 
perfected in Canada,” Mr. McLaren said, 
“we expect to spend for the retail jewelers 
alone, a sum each year in excess of 
$200,060.” Mr. McLaren also told of the 
part played by the traveling representatives 
in building up the success of the Dominion 
association and said that cards will be pre- 
pared for distribution to every traveler set- 
ting forth the accomplishments of the Cana- 
dien Jewelers’ Association since its forma- 
tion and that these cards will be of great 
help to the traveler in securing additional 
members. The cards tell in a nutshell some 
of the accomplishments of the association. 

Much of the success secured from the 
Canadian advertising plan was attributable 
by Mr. McLaren to the National Jewelers’ 
Publicity Association, from which, he said, 
the inspiration was originally secured. 

Dr. A, F. Beal, secretary of the Certifica- 
tion Committee of the Horological Institute 
of America, and chief of the Time Section 
of the United States Bureau of Standards, 
then told what is being accomplished by the 
recently formed Horological Institute of 
America in a_ paper entitled ‘Certified 
Watchmakers and Certified Watches,” which 
appears in full in this week’s issue of Tue 
JEWELERS’ CIRCULAR, 

After the reading of Dr. Beal’s paper, the 
official photograph was taken and the jewel- . 
ers, with their wives and guests, left by trol- 
ley and motor cars for Lake George, where 
the lake steamer set sail for a delightful 
and picturesque trip around the lake. Lunch- 
eon was served on board and the party re- 
turned to Saratoga for dinner, after which 
there was an informal dance in the ballroom. 


Wednesday Morning’s Session 


A paper entitled “Jewels” by Albert 
Wiss, of the American Swiss Watch Co., 
Peekskill, N. Y., aroused exceptional inter- 
est and it was the sense of the convention 
that the paper should be reprinted in pam- 
phlet form and broadly distributed owing 
to its educational value. “ ‘Jewels’ and 
‘Jewel Talk,’” said the speaker, “are re- 
sponsible for most of the handicaps under 
which the reputable jeweler conducts his 
present-day store. The first jewels used 
were genuine rubies. Through the use of 
these jewels friction was considerably re- 
duced and the running quality of the watch 
correspondingly increased. In the early 
days you could tell the quality of a time- 
piece by the number of jewels in_ sight. 
Who can do so today? 

“The public has become educated on jewels 
to a degree so that the most unsophisticated 
continue to judge watch values according 
to the number of jewels, when jewels long 
ago have ceased to be a reliable guide as 
to quality. The American public _ needs 
proper education as to jewels. The result 
of this wrong education is a crop of man- 
ufacturers, importers and dealers who fur- 
nish watches, the chief merit of which is 4 
lot of jewels and a liberal dash of quality 
marking. They literally thrive on the ig- 
norance of the public. 
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“Th. Federal Trade Commission is now 
takine a hand for the protection of the pub- 
lic ani the day is coming when the con- 
scientious sale of watches will require a 
skilled watchmaker, a man who knows 
watch«s. Things should not be made easy 
for the ex-butcher, ex-blacksmith, or ex- 
tailor to engage in a high grade business 
like that of the jeweler and run it to death 
through ignorance and criminal tactics.” 

This address will appear in full in the 
Horclogical Department of THe JEWELERS’ 
CircuLAk in the near future. 

NATIONAL PRESIDENT HUFNAGEL ENTHUSES 
MEMBERS 

Edward H. Hufnagel, the popular presi- 
dent of the American National Retail Jewel- 
ers’ Association, complimented Mr. Wiss for 
his address and described the many useful 
inventions for which the world is indebted 








EDWARD H, HUFNAGEL, PRESIDENT OF THE 
A. N. BR. J. A. 


to the watchmaker. He then delivered a 
broad-gauged talk on the jewelry business 
and the many problems to be solved by the 
retailer. Mr. Hufnagel urged jewelers to 
read their trade journals more regularly 
and more carefully, emphasizing the great 
need of organization at this time when, as 
he said, our business is in danger of slip- 
ping away owing to the haberdasher, depart- 
ment store, stationer and others who carry 
our lines. 

“The department stores sell price—we 
must be able to sell more than that. We 
must sell quality and that which sets busi- 
ness above price—personality and responsi- 
bility. We must have a definite’ code of 
ethics and know what is good practice and 
what is not. In this way the legitimate 
jeweler will be protected against the wiles 
of the faker.” 

All the helps afforded to members of the 
jewelry organizations were graphically out- 
lined by President Hufnagel, who particu- 
larly urged them to read Bulletin 27 of the 
Harvard Bureau of Business Research which 
contains a fund of helpful information and 
which was reviewed some time ago in THE 
Jeweters’ Crrcutar. “The National Jewel- 
ers’ Publicity Association,” he said, “is an- 
other wonderful help to you. One million 
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dollars has been raised to help you. We are 
only beginning to do real resultful educa- 
tional work.” 

He outlined a conference he had with the 
silver manufacturers, the results of which 
would redound to the mutual satisfaction of 
all concerned, 

Another conference was contemplated 
with the clock manufacturers. “Clocks are 
sold to department stores without service. 
The jeweler is the logical outlet for clocks 
because the jeweler is the man with the 
service department to keep the clock in re- 
pair and the pubdlic itself naturally expects 
efficient technical service, not from the de- 
partment store, but from the jeweler. Let 
us vie with one another in giving the best 
service, for the best service wins. Too 
many clocks are being produced now, with 
too little regard for quality and too much 
regard for quantity production. Men are 
beginning to realize that a touch of the 
spiritual in business is most desirable. There 
should be certain standards so that honest 
men may have a better opportunity. 

“What, for example, is the standard of 
a diamond? As matters stand now, the 
honest diamond seller has little or no re- 
dress over the dishonest man. There should 
be some standard by which to differentiate. 
Standards in sterling, and standards in 
jewelry. Sterling silver manufacturers, it 
may be said, have never reduced their qual- 
ity below the 925 one-thousandth point, 
which is a most creditable act, indeed. They 
maintain this high standard even though the 
law allows them a concession of four points, 

“We should buy identifiable merchandise 
so that we shall know where to fix the 
responsibility. No honest manufacturer 
should be ashamed to put his stamp of 
approval on the merchandise which he puts 
out. 

“T am hopeful that shortly our stamping 
laws will be so prepared that they will 
work out to the interest of every honest 
dealer. I hope that some day we shall have 
in our industry a real Chamber of Commerce 
which will include representatives from 
every branch so that we can discuss in open 
forum our problems and bring about means 
of solving them satisfactorily. We want to 
protect the public by eliminating the terms 
‘nickel silver,’ ‘German silver’ and any other 
term that is misleading. 

“We must standardize existing standards. 
Standardization of terms is being considered 
by manufacturers. There should be uniform 
marking by the makers to avoid confusion 
and to protect the public. No manufacturer, 
moreover, should give out on memorandum, 
merchandise to anyone who does not carry 
a regular stock. These ideals will be ac- 
complished by organization.” 

The jewelers gave their national president 
a veritable ovation and many arose and 
spoke in laudable terms of his achievements 
in their behalf, extolling him for devoting 
so much of his time to their industrial wel- 
fare. 

The next speaker was F. S. Taggert, sec- 
retary of the Sterling Silverware Manufac- 
turers’ Association, who gave a comprehen- 
sive talk on selling methods, dwelling upon 
the necessity of knowing the goods and how 
to describe them intelligently and attrac- 
tively. The speaker narrated some of his 
experiences with retail jewelry salesmen and 
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strongly advocated the education of retail 
salesmen. The increasing number of edu- 
cated people afforded greater opportunities 
for selling silver. Now that the whole trade 
has gotten together and frankly discussed 
the situation, silver sales would be much 
facilitated. The utmost endeavor would be 
made to satisfy the retailer in every possi- 
ble way and the earnest co-operation of the 
silver manufacturers was pledged. 

“The jeweler should guard against carry- 
ing unmarked silver,” continued Mr. Tag- 
gert, “much of which is cheaply made, in- 
artistic and contains a very small quantity 
of the metal itself. When the jeweler 
studies something of the artistic side of sil- 
ver craftsmanship he will be able to hold 
the interest of his customer, especially the 
man or woman in the home and thus ap- 
preciably increase sales.” 














P. J. COFFEY, CHAIRMAN OF THE GOOD AND 
WELFARE COMMITTEE OF THE NATIONAL 
JEWELERS BOARD OF TRADE 


Emil J. Scheer, an enterprising jeweler of 


Rochester, told some of his experiences in 
selling to customers, and how he had lost 
some sales by unwise selling talk. Mr. Kor- 
sunsky, the dynamic president of the Bronx 
Retail Jewelers’ Association, gave those 
present some common-sense tips on his meth- 
ods of selling, and also suggested that little 
booklets and other forms of literature be 
prepared to educate the public on the uses 
of the different pieces of silver, 
WEDNESDAY AFTERNOON’S SESSION 
Reports of several standing committees 
were read during the afternoon session. In 
the course of the report on trade marks and 
qualities, of which Charles C. Ward is 
chairman, praise was attributed to the ster- 
ling silver manufacturers for their endeavor 
to educate the public in sterling, to the 
Jewelers’ Vigilance Committee for its work 
of preparing a new stamping law to cover 
all precious metals, and to the Good and 
Welfare Committee, particularly for its 
work in securing convictions under the 
stamping law, and to THe JEWELERS’ Crr- 
CULAR for the numerous articles which have 
appeared in favor of correct stamping, hon- 
est trade marks and qualities. The follow- 
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ing resolutions were then read by F. Ehren- 
fried, Buffalo, N. Y., chairman of the Reso- 
lutions Committee, and adopted by the con- 
vention : 


Report of Committee on Resolutions 


PUBLICITY. We most heartily 
activities of the National Jewelers’ 


endorse the 
Publicity As- 


sociation in all their efforts to promote the sale 
of jewelry and kindred lines, and especially in 
their campaigns to popularize our slogan “Gifts 


that Last,’ and further recommend that all our 
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compiling a record of all jobbers and wholesalers 
in a so-called White Book, with the proper code 
as to their desirability to the members of the New 
York State Retail Jewelers’ Association, reporting 
to the Executive Commission for final action. 


* * * 


The thanks of the association are extended to 
the speakers at this convention for the valuable 
ideas imparted in their speeches. ilon, Richard, 
J. Sherman, Commissioner of Finance of the city 
of Saratoga Springs; Mr. Harry N. Clark, of Syra- 
cuse; Robert F, Nattan, of New York; Mr. James 
H. Noyes, of New York; Mr. P. J. Coffey, of 




















A SNAP SHOT TAKEN DURING THE TRIP ON LAKE GEORGE 


members make every possible use of this slogan in 
their advertising, stationery and window 4 s, 

Resotvep that the service rendered to the 
jewelry trade for so many years by the Jewelers’ 
Security Alliance, with constantly increasing ef- 
ficiency is fully appreciated, and earnestly recom- 
mend that all our members with this 
useful organization to the fullest extent in its ef- 
forts to prevent burglary and theft. 


* * * 


co-operate 


We urge all our members to place their fire 
insurance on stock, home, and all other fire-risks 
with the National Jewelers’ Mutual Fire Insurance 
Company of Wisconsin, thereby saving approx- 
imately one-third on the cost of their insurance. 


* * * 


We ask that every member of the organization 
give his fullest support to the Horological In- 
stitute of America, so as to insure for the future 
an adequate number of competent watchmakers to 
take care of the ever-increasing requirements of 
our great country. 

« * 

We extend the gratitude of this convention to 
the Jewelers’ Vigilance Committee of New York 
for every effort made to protect the interests of 
our trade, especially in their endeavor to eliminate 
the discriminatory excise tax on jewelry and 
promise our full co-operation to this committee, 
requesting our members to give their entire 
support. 

* * * 

We recommend that every jeweler coming into 
possession of knowledge of unfair trading, mis- 
representation, false-stamping, etc., obtain all 
evidence possible so that proper report can be made 
to the Federal Trade Commission, which, under 
authority vested by Congress, is now most ener- 
getically engaged in the suppression of fraudulent 
business practices. 

* * * 

We commend the silverware manufacturers who 
acted upon the suggestion of the silver committee 
of the national association, by invoicing silverware 
at retail prices with a fair discount and further 
commend them for their publicity campaigns to in- 
crease the sale of silverware and standardize their 
price lists to fit a uniform binder selected by our 
association. 

* * * 

association at 

of Ethics and 


national 
a Code 


We recommend that the 
its next convention adopt 
Business Practices. 

* * * 

We request that the State organization delegate 

power to a committee to investigate the legality of 


Newark, N. J.; Mr. Byon Brogan, Philadelphia, 
Pa.; Arthur P. Mansur, Burlington, Vt.; Mr. 
Gordon McLaren, of Hamilton, Ontario; Dr. A. F, 
Beal, of Wash ngton, D. C.; Mr. Albert Wiss, of 
Peekskill, N. Y.; Mr. Edward H. Hufnagel, of 
Mt. Verncn: Frederick S. Taggert, of New York 
City, and the Rev. A. H. Bosworth, of Saratoga. 
* . * 


We also extend our thanks and appreciation to 
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Trade for their effort to secure the enactment of a 
National Stamping Law. 
* * * 

We extend to our national president, Mr, Ed. 
ward Hufnagel our sincere gratitude for the splen. 
did work done by him during the past year, giving 
up so much of his valuable time and efforts to 
promote the general welfare of the jewelry trade, 
and furthering the organization work of our as. 
sociation, 

* * * 

The thanks of the association are tendered to all 
our retiring officers, especially do we feel deeply 
grateful to our worthy president, Mr. F. P, D, 
Jennings, who, by his faithful and consistent ef. 
forts, has done so much for the general good for 
the jewelers of our State, 

* * * 

We could not think of leaving the city of Sara- 
toga Springs without expressing our thanks for 
every courtesy extended to the visiting members of 
our craft by every citizen of the community, 
especially to the secretary cf the Saratoga Chamber 
of Commerce, Mr. Frank C. Maynard and Mr. 
F. D. Jones, and to the management of the Grand 
Union Hotel and every employe, they having put 
forth their best efforts to make our visit a most 
pleasant one by catering to every comfort of our 
members and their families, we hereby tender our 
sincere appreciation. 


A resolution was also passed and appended 
to the above recommending national adver- 
tising by the Sterling Silverware Manufac- 
turers’ Association, in order to increase the 
sales of silver. 

Under the head of new business, the ques- 
tion arose as to the advisability of eliminat- 
ing the registration fee now paid at the 
State conventions by the members. Consid- 
erable discussion resulted and upon motion 
of Mr. Hufnagel it was finally decided to 
eliminate the fee to jewelers for one year 
in order to determine the success of the 
procedure. The thought behind _ this 
move is that many more jewelers will at- 
tend the convention under this new regula- 
tion. A decision was also reached to allow 

















DELEGATION REPRESENTING THE BRONX, METROPOLITAN AND UNITED JEWELERS’ ASSOCIA- 
TIONS ON THE LAKE TRIP 


the trade press for its interest and publicity given 
this convention, and association activities during 
the year. 

* * * 

We commend the work of the Harvard Research 
Bureau and ask our members to adopt the plan 
of accounting and business systems planned and 
perfected by this Bureau. 

* * * 


We commend the National Jewelers Beard of 


a fee of $200 for the president’s office. 
Harry N. Clark suggested that frequent cor- 
respondence be had with members in order 
to sustain their interest in the organization. 

The Executive Committee, it was decided, 
will be empowered to issue educational pam- 
plets on trade problems for distribution to 
members of the State association. At this 
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juncture, a telegram was read announcing 
the death of John Renner, for several years 
vice-president and New York manager of 
the Keystone Publishing Co., and the con- 
vention moved to send a letter of condolence 
to Mr. Renner’s family. 

Edward Mix and Frederick P. D. Jen- 
nings were given a vote of thanks for their 
legislative work in interesting the New York 
Legislature in a law designed to prevent 
fraudulent auction sales. Mr. Mix urged 
the members to get in close touch with 
their assemblymen and senators next Winter 
and to act vigorously in behalf of the meas- 
ure which, he said, is so urgently needed. 

The choice of the location of the next con- 
vention was left to the discretion of the 
Executive Committee. Five delegates to the 
national convention at Cincinnati in August 
will be appointed by the new president and 
it was decided that an amount be appropri- 
ated for their railroad transportation. 


ELECTION OF OFFICERS 


The following officers were then elected: 
President, Harry N. Clark, Syracuse; vice- 
president, Emil J. Scheer, Rochester; treas- 
urer, R. E. Brigham, Oneonta; secretary, 
Alfred O. Bald, Buffalo. 

Executive Committee—Charles C. Ward, 
Yonkers; H, Falkenstein, New York; L. 
H. Barth, Geneva; J. D. Dolstedt, North 
Tonawanda. 


The Banquet 

The convention was concluded by a ban- 
quet Wednesday night in the ballroom of 
the Grand Union, where the principal speak- 
er was Rev. A. H. Bosworth, pastor of the 
First Baptist Church of Saratoga. Mr. 
Bosworth said that the burden of sustaining 
the moral tone of the world had passed 
down from priests to kings, until it now 
rested upon the shoulders of the business 
men of the nation and that the world looked 
to them not to fail in the responsibility 
which was theirs. The modern business man 
has great power today and his influence is 
felt far and wide. With the uplifting influ- 
ence of a better moral tone in business, the 
recognition of conscience in business and the 
realization of a spiritual side and its ap- 
plication to business itself, the right ideals 
would be attained and sustained. 

Harry N. Clark, the newly elected presi- 
dent of the association, spoke on the impor- 
tance of taking an active part in civic af- 
fairs which, he declared, would make the 
retailer a better man and a better merchant. 

Edward H. Hufnagel gave a travel talk in 
which he described many of the interesting 
scenes visited in the course of his extended 
trip across the country in the interest of the 
jewelry industry. 

Sen Dattelbaum acted as a spirited chor- 
ister during the singing at the banquet, 
while Master Vanderpool entertained by 
some live dancing. 

Ex-President Jennings received a surprise 
before the diners dispersed by having pre- 
sented to him a gold Waldemar chain and 
a handsome commandery charm in recog- 
nition of his service. 

The Ladies’ Auxiliary of the New York 
State Retail Jewelers’ Association held their 
business meeting July 4, while taking a trip 
on Lake George, and elected the following 
officers for the coming year: 

President Mrs. Harry N. Clark, Syra- 
cuse; vice-president, Mrs. Frederick Jen- 
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nings, Albany; secretary, Mrs. Prentiss 
W. Hallenbeck, Catskill; treasurer, Mrs. 
Charles Vanderpool, Rochester. 

The work for the coming year was out- 
lined and it is planned to have an auxiliary 
in every town in the State, 








WIN PATENT SUIT 


ae 


L. Heller & Son, New York, Successful in 
Litigation to Protect Patent on Process 
for Manufacturing Synthetic 
Sapphires 


The equity action brought recently by 
L. Heller & Son, importers and manufac- 
turers of synthetic stones, 358 Fifth Ave., 
against R. A. Briedenbach, Inc., precious 
stone importer, 51 Maiden Lane, both of 
New York, was decided in favor of the 
plaintiff on Monday, July 3, by Judge Hough 
in the United States District Court, Man- 
hattan. The suit involved the Verneuil 
process for manufacturing synthetic sapphires 
on which the Heller concern obtained patent 
rights in 1911. It was charged that the 
defendant had infringed the patent in selling 
synthetic sapphires which it is claimed em- 
bodied the process involved. 

In his memorandum Judge C. M. Hough 
upheld the plaintiff concern and decreed for 
them with costs. According to Benedict S. 
Wise, of Wise & Ottenberg, attorneys for 
the defendants, the case will be appealed. 

This action was started some months ago 
and in May of this year came to trial. 
After all the testimony was in the court 
ordered both sides to submit briefs which 
was done the latter part of June. - 

Judge Hough’s opinion reads as follows: 


It would not be useful to recite, or even sum- 
marize the interesting history of this invention, 
and especially the employment of M. Verneuil by 
the plaintiff for the express purpose of developing 
the synthetic sapphire. 

It is quite obvious that the success that at- 
tended the making of excellent, if not’ truly syn- 
thetic rubies, led to the above employment, but 
that is not a matter of legal moment. : 

It is sufficient for me to record my belief that 
probably the reascn why the patentee found the 
road to success was the then very recent SuCCESS- 
ful analysis of the sapphire of nature. For the 
first time in the history of art or science the in- 
vestigator knew with accuracy the elements (so 
to speak) of the goal toward which he aimed. 

I think he was successful, or as nearly suc- 
cessful as art ever is in depicting nature, and 
that he was the first to “do the trick.” He em- 
phatically “took the last step,” and went entirely 
beyond the so-called scientific sapphire or “masse 
dure.” 

Nor can I think that the experiments or the 
achievements of previous investigators in respect 
of abrasives at all diminish the excellence of 
Verneuil’s investigation. 

Gintl and Saunders may be assumed to have 
done good work in respect of abrasives, but they 
were not trying to produce gems, and it is so 
plain that the production of a gem is a totally 
different problem from the production of an abra- 
sive, that the matter is merely mentioned and 
not dwelt upon. A man might make the best 
grindstone in the world, but it is a far cry (with 
plenty of rocm for inventicn) in progressing 
from the grindstone to the sharpening of razors. 

The case may be disposed of so far as this 
Court is concerned by taking up defendant’s points 
seriatim: 

1. The patent in suit is not void because its 
subject matter was disclosed in the application for 
the same patentee’s Patent 988230. The point is 
very plain on principle, and I regard Eastern, etc. 
Co. vs. Standard, etc. Co. 30 Fed., 63, as sufficient 
authority. 

II. Verneuil did a great deal more than “se- 
lect a dye wherewith to color a white gem.” The 
color of the gem (apparently any gem) depends 
upon a chemical reaction of a nature not yet ex- 
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plained; and what this patentee did was to find 
out that by mingling under specified conditions 
and in a specified manner certain portions of cer- 
tain materials, a true gem would result, and fur- 
ther that the gem color would usually be that of 
the sapphire of nature. This to me is plainly 
invention. 

III. The Comptes Rendus article of January 
17, 1910, is plainly Verneuil’s own statement of 
what he had then done and of what is now the 
subject matter of this patent. Instead of in- 
validating the patent, I think it furnishes sup- 
port. As for Gintl and Bauer, “they have been 
sufficiently treated above.” 

IV. In the face of all the scientific oral evi- 
dence and the prior scientific publications, it is 
impossible to say that any prior use has been es- 
tablished beyond a reasonable doubt. It may be 
that one of the gems in evidence is an accidental 
synthetic, or may be a very poor sapphire of na- 
ture; but I am far from being persuaded that 
anyone consciously made what are fairly to be 
called synthetic sapphires and knew how he made 
them, before Verneuil. 

Decree for plaintiff with costs. 

July 3, 1922. C.°M. Hough, 
cj. 








HOLD FIRST CONVENTION 


Members of Association of Manufacturing 
Jewelers, Engravers, and Stationers to 
Schools and Colleges Meet at 
Atlantic City, N. J. 


ATLANTIC City, N. J., July 8—The Asso- 
ciation of Manufacturing Jewelers, En- 
gravers and Stationers to Schools and Col- 
leges held a convention at the Hotel Strand, 
Atlantic City, on Thursday and Friday, 
which was attended by about 20 representa- 
tives of different firms interested in the 
work which the association has in hand. 
The same officers were elected for the ensu- 
ing year and other business of importance 
for the benefit of the organization was 
transacted. 

The officers who have been re-elected are 
R. S. Tyler, of Harcourt & Co., president; 
P. Clust, Dieges & Clust, vice-president; 
J. A. McNamara, the D. L. Auld Co., sec- 
retary-treasurer. The executive committee 
is composed of E. A. Wright, Jr., chairman, 
of the E. A. Wright Co.; H. P. Dickinson, 
of J. F, Newman, Inc., and Jennings Hoods, 
of the Bailey, Banks & Biddle Co. 

In the absence of President Tyler, who 
was unable to be at the convention, Vice- 
President Clust presided and a number of 
matters of vital interest to the association 
were given attention. The first day was de- 
voted principally to a general discussion of 
business questions and on the second day 
the convention delegates thrashed out a num- 
ber of questions of interest to the association, 

The association was formed at a meeting 
held at the Hotel McAlpin, New York city, 
Jan. 24-25, this year, at which time a code 
of ethics was adopted. It is the desire of 
the members of the association to improve 
business practices and to co-operate for 
trade betterment. The association is com- 
posed of manufacturers who have two or 
more travelers on the road dealing with 
schools and colleges. 

The concerns represented at the convention 
were: D. L. Auld Co., Columbus, O.; L. 
G. Balfour, Attleboro, Mass.; Bailey, Banks 
& Biddle Co., Philadelphia; Hoover & Smith 
Co., Philadelphia; Metal Arts Co., Roches- 
ter; J. F. Newman, Inc., New York city; 
O’Neil & Casella. Boston; Spies Bros., 
Chicago; E. A. Wright Co., Philadelphia; 
J. F. Apple Co., Lancaster, Pa., and 
Dieges & Clust, New York. 
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ORDINANCE INTRODUCED 


Lowell Retail Jewelers’ Association Carries 
on Fight Against So-Called Auctions 
LoweLL, Mass., July 7.—As part of the 

attempt of the Lowell Retail Jewelers’ As- 
sociation to regulate the so-called auction 
sales of jewelry in this city, the association 
secretary has taken steps to put the matter 
before both the city council and license com- 
mission. 

‘At last night’s meeting of the council an 

ordinance was introduced by Councilor 

Smith J. Adams relative to the subject. It 

was referred to the committee on ordinances. 

According to members of the jewelers’ 
association they are only looking for a 
square deal and are not attempting to work 
a hardship on anyone. What the association 
objects to is persons coming into the city, 
stocking up a store with jewelry and then 
going into bankruptcy necessitating an auc- 
tion sale, said sale generally lasting in- 
definitely. 

The proposed ordinance is similar to one 
now in force in the city of Baltimore. It 
provides that a merchant must be in busi- 
ness in this city for a period of one year 
previous to an auction sale. Then said sale 
must not last for more than 30 consecutive 
days, Sundays and legal holidays excepted. 

The ordinance as introduced last night 
reads as follows: 


An ordinance to prohibit the sale at public auc- 
tion of any gold, silver, plated ware, precious 
stones, watches, clocks or jewelry. 

Section 1. Be it ordained by the mayor and 
city council of Lowell, that it shall be unlawful 
for any person or persons or corporation to sell, 
dispose of or offer for sale, in the city of Lowell, 
at public auction, or to cause or permit to be 
sold, disposed of, or offered for sale, in the city 
of Lowell, at public auction, any gold, silver, 
plated ware, precious stones, watches, clocks or 
jewelry, whether the same shall be their own 
property or whether they sell the same as agents 
or employes of others; provided, however, that this 
section shall not apply to judicial sales or sales 
by executors or administrators nor to sales by or 
on behalf of licensed pawnbrokers of unredeemed 
pledges in manner provided by law, nor to the 
sale at public auction of the stock on hand of any 
person or persons or corporation that shall, for 
the period of one year next preceding such sale, 
have been continuously in business in the city of 
Lowell as a re:ail or wholesale merchant of gold, 
silver, plated ware, precious stones, watches, 
clocks or jewelry; provided, further, that such 
sale at public auction of the stock on hand of 
such merchant or merchants shall be held on suc- 
cessive days, Sundays and legal holidays excepted, 
and shall not continue for more than thirty days 
in all within the period of one year. 

Section 2. se it further ordained, that any 
person or persons or corporation convicted of a 
violation of the preceding section shall be find 
the sum of $10 for the first offense and $20 for 
every subsequent offense. Each separate sale, at 
public auction, of any article or articles of gold, 
silver, plated ware, precious stones, watches, 
clocks or jewelry in violation of the preceding sec- 
tion shall constitute a separate offense hereunder. 

Section 3. And be it further ordained that this 
ordinance shall take effect from the date of its 
passage. 

In addition to the ordinance the association has 
petitioned the license commission to regulate the 
hours of such auction sales in accordance with 
certain sections of the general laws of Massa- 
chusetts. 


The letter to the commission, which was 
drafted on May 5, is as follows: 


Gentlemen: 

At a special meeting of the Lowell Retail Jewel- 
ers’ Association held May 5, it was voted that 
we petition your body to take up the matter of 
preparing and drafting an order regulating the 
hours and places of holding auction sales under 
section 5, chapter 100, of the general laws of 
Massachusettes. 
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Inasmuch as the Lowell merchants are conform- 
ing to certain hours for transacting business it is 
requested that hours during which the _ so-called 
jewelry auctions of gold, silver, plated ware, 
precious stones, watches, clocks, etc., be fixed in 
accordance, viz.: Monday, Tuesday, Wednesday 
and Friday, 8.30 a. m. to 6 p. m., Thursday, 8.30 
a. m. to 12 m., Saturday, 9 a, m. to 9 p. m. 

Respectfully submitted, 
is Bs. J. As 








MEDALS AWARDED 


Rhode Island School of Design Honors Boys 
in the Saturday Jewelry Designing, Tool 
Making and Stone-Setting Classes 


ProvipeNce, R. I., July 8—The Rhode 
Island School of Design today awarded for 
the first time medals to boys attending the 
vocational classes at the Jewelry and Silver- 
ware Department, Saturday mornings, Three 
silver and three bronze medals were given 
as first and second prizes for the best work 
and most regular attendance in the jewelry 
designing, tool-making and __ stone-setting 
classes. 

The medals were made possible by the 
manufacturing jewelry concern of William 
C. Green Co., 101 Sabin St., and through 
the personal interest of the treasurer of the 
concern, Edgar M. Docherty, who is presi- 
dent of the New England Manufacturing 
Jewelers’ and Silversmiths’ Association. The 
medals are offered to stimulate interest 
among young men in the jewelry industry 
and as an incentive for good work, regular 
and punctual attendance. 

The Saturday classes are composed of 
boys working in the jewelry establishments 
of this city and vicinity and this is the first 
that have taken the courses, Thirty-three 
boys have been attending since March 11 
when the classes were started. These boys 
have been sent to the School of Design’s 
jewelry department to take up the various 
courses by the following manufacturing 
jewelry concerns of this city: William C. 
Greene Co., Potter & Buffinton Co., Theo- 
dore W. Foster & Bro. Co., Charles E, Han- 
cock Co., Wachenheimer Bros. Co., Ostby 
& Barton Co., A. T. Cross Pencil Co., 
Roland & Whytock Co., Bassett Jewelry 
Co., Wolcott Mfg. Co., Hamilton & Hamil- 
ton Co., H. T. Buzzell, E. L. Logee Co., 
and George H. Cahoone Co. 

The State Board of Education bears the 
expense of conducting these classes on Satur- 
day mornings under the vocational training 
plan that has been inaugurated, and the 
officials of the School of Design as well as 
the committee of the Jewelers’ and Silver- 
smiths’ Association are in hopes that the 
manufacturing jewelers and silversmiths of 
this section will avail themselves of the op- 
portunities offered and make it possible for 
more of the young men in their employ to 
attend when the classes are reopened in the 
Fall, 

The medals awarded today were given as 
follows: Silver medals to Harry S. Carlson, 
Stanley Hall and James Lennon; bronze 
medals to Clarence Russell, John Hennigan 
and William J. Fortier. 

The medals which are beautiful in design, 
conception and workmanship and in every 
respect typify the industry which they are 
intended to. stimulate were designed by 
Huger Elliott, former director of the Rhode 
Island School of Design, and were modeled 
by Herman W. Zeigler, of the Gorham 
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Mig. Co. The dies and medals were made 
by the Gorham Mfg. Co., at its plant ip 
Elmwood. 








Bernard Abramowitz, New York, Files Vol. 
untary Petition in Bankruptcy Showing 
Assets of $1,750 and Liabili- 
ties of $5,662 


A voluntary petition in bankruptcy was 
filed in the United States District Court, 
New York, last Friday, by Bernard Abram- 
owitz, jeweler, 4031 Third Ave., Bronx. 
The schedules accompanying the petition 
place the liabilities at $5,662, which amount 
constitutes secured claims, $1,050, and un- 
secured claims, $4,612. The assets amount 
to $1,750 and consist of stock in trade, $1,500 
and machinery, tools, etc., $250. 

Among the largest unsecured creditors 
are: Blue Ribbon Silver Mfrs., Inc., $112; 
Juell Bie, $305; Charles Sadek, $128; Far- 
ber Bros., $100; Casselhoff & Marshall, 
$244 Magaliff & Rabinowitz, $266; Reliable 
Sheffield Corp., $113; Aisenstein & Woro- 
nock & Sons, Inc., $306; H. Baum, $420; N, 
3urtinsky, $100; H. Estrin, $265; Entin 
Cut Glass Co., $100; Julius Kaplan, $250, 
and Lena Fisher, $120. 

On Saturday, Judge Knox, sitting in the 
United States District Court, appointed Jo- 
seph H. Frier as receiver. 








Reduction in Transportation Classification 
Ratings on Jewelry Sweepings 


WasHincTon, D. C., July 10—Under the 
recent decision of the Interstate Commerce 
Commission in Reduced Rates, 1922, tariffs 
are being filed providing for reductions, 
and among others are those of the Hartford 
and New York Transportation Co., pro- 
viding for reductions in classification rat- 
ings on jewelry sweepings, including ashes, 
dross, filings, scrap, sweepings, and tailings. 
When the value is declared in writing by 
the shipper, or agreed upon in writing as the 
released value of the property, if the 
value does not exceed 50 cents per pound, 
the rating in LCL shipments is first class. 
If the value exceeds $1 per pound, but 
does not exceed 75 cents, then the rating is 
one and one-half times first class. If the 
value exceeds 75 cents per pound, but does 
not exceed $1 per pound, it is then rated 
two times first class, and in cases where 
the value exceeds $1 per pound, but does 
not exceed $2 per pound, then the rating is 
three times first class. 

When the valuation is declared in writing, 
in any amount, exceeding $2 per pound, 
or when the valuation is not declared in 
writing, agents will decline to accept, bas- 
ing their declination on Rule 3 of Official 
Classification, and Section 6 of the Uniform 
Bill of Lading conditions. 

The ratings on sterling silverware, packed 
in wooden boxes, securely strapped and 
sealed, when the value declared in writing 
as above does not exceed 50 cents per pound, 
is first class. In excess of 50 cents, but 
not exceeding the $1, then two times first 
class. This applies to shipments to and 
from Providence, Bridgeport, and Connecti- 
cut river landings. 








M. Harris, auctioneer, is conducting an 
auction sale for L. H. Riley, 35 E. Market 
St., Corning, N. Y. 
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Two Bandits Hold Up Girl Cashier in Prov- 
idence Manufacturing Jewelry Estab- 
lishment and Escape 


ProvibENCE, R, I., July 8—In a daring 
mid-day robbery less than a block from the 
Central Police Station two young men with 
their iaces hidden in handkerchiefs, entered 
the office of the MacMillan Co., manufactur- 
ing jewelers on the fourth floor at 9 
Calender St., today, covered the girl cashier 
with revolvers and fled with the week’s pay- 
roll, totalling more than $150, 

While the men kept the cashier covered 
and rifled the bag containing the payroll, 
Daniel W. MacMillan, proprietor of the 
business, stood behind a partition within 
three feet of the men and did not hear any 
sound of the intruders. 

To escape from the building the men had 
to dash down three flights of narrow, wind- 
ing stairways to reach a street that was 
crowded with traffic and pedestrians. Few 
people noticed their flight and those who did 
could furnish only a meagre description. 

The cashier, Miss Catherine Henry, 20 
years old, of 342 Orms St., had prepared the 
week’s payroll earlier in the day and part of 
it had been distributed. Twelve envelopes, 
containing something over $150, remained. 

Shortly before noon, and while the last of 
the employes were expected at the office to 
secure theiz pay, Miss Henry was working 
in a corner close to the door when the door 
opened and two men masked in handker- 
chiefs entered. 

They placed a revolver in front of her 
eyes and put their fingers on their lips. Not 
a word was spoken by either Miss Henry or 
the men, the former not daring to make any 
outcry although Mr, MacMillan, on the other 
side of the partition could have seen the 
men if he had taken two steps toward the 
doorway nearby. 

While one of the men kept the girl covered 
the other stuffed the pay envelopes into his 
pocket and then the two backed out of the 
door. As the men went out Miss Henry 
screamed and Mr. MacMillan, alarmed at 
her call but not knowing just what the 
trouble was turned toward her. Miss Henry 
pointed to the door and seeing this partially 
open Mr. MacMillan rushed to the door- 
way. Hearing noise of someone running 
down stairs he gave chase but was unable to 
see them. When he gained the lower door- 
way they were not in sight but he met a 
man there who had seen them. 

The man asked if the fugitives had 
stolen anything. The proprietor replied that 
he did not know but asked which way they 
had gone. On being told that they had 
hurried up Sabin St., he ran to the corner, 
but could not discover any one that excited 
his suspicions. 

Mr. MacMillan then walked back to the 
entrance to his place of business and went 
up the three flights of stairs to his office 
before he could ascertain from Miss Henry 
exactly what had happened. He immediately 
notified the potice and Chief Inspector 
Maguire with Inspectors McGuire and Mc- 
Elroy and Sergt. Crosby, leaped into an 
automobile and scoured the immediate 
Vicinity, but without success. 

Although the men are described as about 
20 years old, each dressed in dark clothes, 
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wearing light caps, and being about medium 
height, the police have no good description 
of them. They face the probability therefor 
that even if they get their hands on the 
thieves they cannot positively identify them. 

Everything in the case, the police claim, 
points to the two men having a detailed 
knowledge of the office and business of the 
company. Nobody, they say, could have car- 
ried out the robbery so expeditiously and 
at the same time escape detection, who was 
not familiar with the office. 








SENT TO PENITENTIARY 


Charles Harris, Alias “Levy,” Notorious 
Jewelry Thief Given Jail Sentence 
in Denver, Colo., Court 


Denver, Colo., July 6—Ending, tem- 
porarily at least, a career that has resulted 
in wholesale jewelry thefts throughout the 
ceuntry, Charles Harris, alias “Levy,” was 
sentenced to a penitentiary term of three 
years and nine months to six years and nine 
months by Judge Charles C, Butler here 
last week, 

Harris was found guilty on charges of 
larceny as bailee before Judge Butler 
several weeks ago. He was convicted as 
the result of the theft of several’ thousand 
dollars’ worth of jewelry from the Denver 
Loan company in May, 1921. 

At the time the verdict of guilty was re- 
turned by the jury hearing the case Har- 
ris was granted a 10-day stay to file an 
appeal for a new trial. At the expiration 
of his stay, he was called before Judge 
Butler for sentence. 

The prisoner, shifty-eyed and nervous, 
was informed by the court that his at- 
torney had not started action toward an 
appeal for the rehearing. 

“Have you anything to say before this 
court passes sentence?” Judge Butler 
queried. ; 

“I wish you would wait until my attorney 
can get here,—I would rather have him 
here,” Harris responded, holding his mis- 
fit false teeth, the means of absolute identi- 
fication with which his name has been 
linked with numerous jewelry store thefts, 
in his mouth with one hand. 

His request was granted by the court 
and he was allowed one day’s grace before 
sentence. He had nothing to say after he 
was again taken to his cell in the county 
jail pending removal to the State peniten- 
tiary at Canon City. 

Harris is 61 years old. He first came 
into the public eye on May 19, 1921, after 
he disappeared with jewelry trusted to his 
care by his employer, Cyril Weinberg. 

A short time later a past criminal his- 
tory was uncovered and within a few days 
he was arrested in Salt Lake City, Utah. 





. After that he was returned to Denver, re- 


leased on bond, skipped the bond, arrested 
in Maine, sentenced to the Maine reforma- 
tory, pardoned, returned to Denver, tried 
and convicted. He is wanted in connec- 
tion with jewelry thefts on both Coasts, 
according to word received here, in connec- 
tion with other thefts. 








F. J. Zoch, has started in the jewelry 
business at Mecrristown, Minn. 
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ALLEGED CHECK SWINDLER 





Man Formerly a Colorer and Electro-plater 
in Providence, Taken to Rochester, 
N. Y., to Answer Charges of 
Fraudulent Transactions 
ProvipENCE, R. I., July 8—William T. 
Sheehan, 34 years old, at one time foreman 
of the coloring department for the manu- 
facturing jewelry concern of Dunn & Roden- 
berg, and later in business as a colorer and 
electro-plater for himself in this city, was 
taken to Rochester, N. Y., a few days ago, 
to answer charges of alleged fraudulent 
check transactions. He was taken into 
custody at Attleboro, Mass., following a 
sensational automobile chase of _ several 
miles participated in by Burns agency detec- 
tives. It is alleged that he is the leader of 
a gang of check swindlers which victimized 
banks throughout the east by forgeries, 
raised certified checks, etc., amounting to 
more than $100,000. It is alleged that banks 
in this city, Boston, Worcester, New York 
city, Rochester and other places were 
among the victims, as well as a score of 

banks in other parts of New York State. 

At the time of his arrest Sheehan was in 
Attleboro to visit his wife and children, he 
having purchased an estate there about a 
year ago, after disposing of his property 
on New York Ave., this city. He had re- 
cently returned to Providence and was en- 
gaged in the advertising novelty business 
in the Vinton building, at the corner of 
Westminster and Snow Sts., but withdrew 
therefrom a few weeks ago, 

According to the detectives, Sheehan left 
a trail of forged certified check from Boston 
to Georgia. His practice, it is alleged, was 
to visit a city and open an account with a 
bank. He would then draw a check and 
have it certified, making it negotiable as 
ready cash. After the check had been 
certified he would either raise the amount or 
write a new check and forge the certification 
stamp and signatures of the bank officials. 

The game was tried out in Boston, the 
detectives say, on July 25 a year ago, when 
10 of Boston’s leading banks were swindled 
out of $200,000 in the space of a few days. 

According to John A. Packard, New Eng- 
land manager of the Burns agency, William 
T. Kiernan, of Utica, N. Y., an accomplice 
of Sheehan, was arrested in Buffalo, three 
weeks ago. Kiernan awoke one morning to 
find himself broke and remembering the ease 
with which Buffalo banks succumbed to the 
swindle, attempted a repeat operation. It 
was fatal. He opened an account with the 
Western Savings Bank for $100 and the fol- 
lowing day presented a check to be cashed 
on a Baltimore bank. The cashier was sus- 
picious, however, and arranged for the arrest 
of Kiernan. The confidence man put up a 
fight when the officers appeared; and he re- 
ceived a broken jaw before he was subdued. 
Kiernan is said to have made a complete 
confession following a severe grilling by the 
3uffalo police and it is said that he impli- 
cated Sheehan and a third man whose name 
is withheld, but whose arrest is soon ex- 
pected. 








Crawford Phillips has secured a lease of 
the rooms in the City Hall at Bellaire, O., 
formerly used as police headquarters and has 
opened a jewelry store there. 
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SAFE BLOWERS AT WORK 


Crooks Visit Store of Duluth, Minn., Jeweler 
and Obtain Loot Valued at 
About $10,000 


DututH, Minn., July 5.—A bold robbery 
was recently committed in this city when 
safe blowers visited the jewelry store of 
Harry Witz, 502 West St., and after blow- 
ing open the strong box stole jewelry valued 
at almost $10,000. Although the robbery 
was believed to have been committed between 
9 and 10 o’clock Sunday morning, June 25, 
it was not discovered until the following 
morning. 

The safe-blowers had gained entrance 
through a window leading to a court on 
which several buildings in that immediate 
vicinity face. They left with their loot by 
the way of a door leading into the lobby 
of the Fifth Ave. hotel and onto Fifth 
Ave. No one could be found who had seen 
anyone go in or out of the place. 

One of the heavy doors of the safe was 
completely blown off and this wrecked the 
show cases and glass nearby. The drawers, 
some of them containing watches, rings and 
valuables that had been pawned, were com- 
pletely stripped. 

That the robbery took place some time 
between 9 and 10 o'clock in the morning is 
conclusively set by the clerk and guests of 
the Fifth Ave. hotel. At that time an ex- 
plosion that sounded like the blowing out of 
an automobile tire, accompanied by the 
crash of glass, was heard. Neither the clerk 
or the guests were able to locate the posi- 
tion of the noise and believed it to be in 
the street. They looked but were unable to 
find it and then proceeded to forget it. 

It has been estimated that about 100 
rings were taken as well as watches and 
other jewelry. This stock was part covered 
by insurance, 








Negro Arrested with Over $4,000 Worth of 
Jewelry Is Being Held by Denver 
Police Pending Investigation 
Denver, Colo., July 6—An investigation 
to determine the ownership of more than 
$4,000 worth of jewelry found in the ragged 
clothing of Ben Vernon, who was reported 
to be a dishonorably discharged negro 
trooper, was started by local police officials 
here today following his arrest early yester- 

day morning. 

The negro was taken into custody at 20th 
and Lawrence Sts., after he walked into 
the arms of Patrolman Roy Gardner while 
leaving an nearby alleyway. When searched 
at the police station the jewelry, which in- 
cluded 150 gold rings, of from 10 to 14 karat 
gold, and several other pieces, were found 
concealed in his pockets. 

The jewelry, according to police, was ap- 
parently practically new. They ventured the 
belief that it had been stolen from a jewelry 
establishment. 

No local jewelry stores, however, they 
said, have reported iosses equal to the value 
of the jewelry found on the negro. Police 
have been unable to get a satisfactory ex- 
planation as to where Vernon came into 
possession of the valuables. 

After his arrest he was handcuffed to 
City Detective Frank McCabe, who is in- 
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vestigating the case, and was taken to his 
room at 2053 Market St. A search of the 
room failed to disclose anything of much 
value. 

Detective McCabe declared the police are 
working on the theory that the jewelry was 
either stolen in some other city or was taken 
here in the past and hidden. A check of 
jewelry losses in other parts of the country 
is being made. 

Pending completion of the investigation, 
Vernon is being held in the city jail. 








Merrimack Valley Retail Jewelers Plan 
Big Outing 


LowELL, Mass., July 9.—Last week in the 
Chamber of Commerce Rooms there was a 
meeting of the Lowell Retail Jewelers’ As- 
sociation. J. H. Abbott presided and a 
grist of routine business was transacted. 

The principal feature of the meeting was 
the discussion of plans for the second an- 
nual Summer outing of the Merrimack Val- 
ley Retail Jewelers’ Association, of which 
the Lowell organization is a component 
part, and the associations of Nashua, Con- 
cord, Haverill, Lawrence and other cities, 
have been notified of the results of the dis- 
cussion. 

Last year’s outing was held at the Vesper 
Country Club, with 125 or more retail 
jewelers, besides a large number of whole- 
salers and manufacturers present, and was 
voted a great success. It is hoped to make 
the 1922 affair even more enjoyable than 
previous events. 

A meeting of representatives from other 
cities where there are members of the Mer- 
rimack Valley Retail Jewelers’ Association 
have been notified of the meeting held by 
the local jewelers and another meeting had 
been arranged for July 12 when representa- 
tives from out-of-town will attend to dis- 
cuss plans for the outing. 








LETTER TO THE EDITOR 





The Sale of Sterling Silverware 


Mr. Vernon, N. Y., July 8, 1922. 
Editor, THE JEWELERS’ CIRCULAR, 

I note in a current issue of your publica- 
tion that Mr. Geo. Lunt, chairman of the 
Trade [:xtension Committee of the Sterling 
Silverware Manufacturers’ Association, made 
a statement that the members of the Silver- 
ware Committee of the A. N. R. J. A, in- 
timated a fixed price on the sale of sterling 
merchandise. 

I am sending you an exact copy of our 
recommendation and request that you pub- 
lish the same so that there will be no mis- 
understanding of this matter. 

“We recommend that silverware be billed 
by the manufacturers at retail prices sub- 
ject to a dealer’s discount which will enable 
the retailer to make a satisfactory net profit 
over and above overhead expenses.” 

Yours very truly, 
Epw. H. HuFrnacet. 








The jewelry store of W. H. Hodkinson, 
which has been located in the Phipps build- 
ing, on East Main St., Ashland, Ore., for 
several years, is now being moved to the 
Enders building. 
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Safe Breakers Visit Boston Establishment 
and Escape with Jewelry and Watches 
Valued at $15,000 


Boston, Mass., July 8.—Professional 
thieves bored into the safe in the jewelry 
store of Samuel J. Gordon, 23 Causeway St., 
last night and made away with diamond 
rings, La Vallieres, unset stones, watches 
and other property valued at $15,000. 

The store is on the second floor and the 
burglars gained admission from the roof of 
an adjacent building. Several padlocks had 
to be smashed before the men got into the 
store. The safe was carried from the office 
into a back room. A “can-opener” ap- 
parently was used to rip open the safe. On 
the floor where the safe was looted were 
old clothes and the police say that these 
were put on the floor, so that when the safe 
dropped and was thrown over on its side it 
would make no noise. 

A “jimmy” figured in opening the door to 
get into the premises. Staples and hasps 
were found on the floor. By the general 
appearance of the premises, it is believed 
that the burglars worked on the safe at 
least two hours. The lights in the office 
were turned down. 

There are always persons on Causeway 
St. at night and in the early morning, so 
that it is surprising that the thieves got 
away without being discovered. The police 
believe that the men had an automobile neat 
by to facilitate their departure. It is also 
surmised that while the robbers were at 
work at least ene confederate remained out- 
side some distance from the building, but 
kept walking around the block to signal the 
burglars within when they were ready to 
leave with their loot. 

It is understood that a well-known West 
End citizen who left the North station on a 
train early this morning saw two strange 
men not far from the scene of the robbery. 
When he approached the two men walked in 
the opposite direction. Although the police 
have a description of these two men it is of 
little value as the description would fit 
thousands. Finger prints were taken, and 
it is believed these will come out clear, as 
the robbers did not use gloves. 

The property stolen includes six 14-karat 
gold watch cases, worth $15 each, one 
watch, $25, one diamond La Valliere, $480, 
three diamond rings, $900, pair of earrings, 
$300, sixty small diamond chips, $100, dia- 
mond ring, $125, ninety-six watch La Val- 
lieres, $2.50 each, one dozen 14-karat cuff 
buttons, $3 a pair, three diamond stickpins, 
$10 each, one ladies’ charm, $25, eight dozen 
gold La Vallieres, $2.50 each, one dozen 
silver crosses, $2 each, 150 gold rings, with- 
out stones, $2 each, 200 rings set with dif- 
ferent stones, $4 each. Besides the fore- 
going, valuable papers were taken. 








After a visit of two Mexicans, J. Abram- 
son, Los Angeles, Cal., reports that a tray 
of diamond rings valued at $400 are miss- 
ing. The men, it is claimed, came into the 
store ostensibly for the purpose of purchas- 
ing an alarm clock which they selected and 
upon which they left a deposit. After their 
departure, the loss of the tray of rings was 
discovered 
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joying a short stay at Rangeley, Me. 

Frank Kelly, of the Manufacturing Jewel- 
ers Board of Trade, was in New York and 
vicinity last week. 

Edmund A. Truelove, wife and son, are 
enjoying a vacation period at the Redwing 
cottage, Coles Station. 

Mr. and Mrs. Charles W. Bubier are en- 
joying a short vacation period at Weeka- 
paug Inn, Weekapaug, R. I. 

George Lederer, of Henry Lederer & Bro., 
Providence, was registered at the Hotel 
Breslin, New York, last week. 

Mr. and Mrs. Newton P. Hutchison are 
registered at the Carlton House at Narra- 
gansett Pier for the Summer, 

Charles F. Irons, president of the Irons & 
Russell Co., is at the Massasoit, Narra- 
gansett Pier, for an indefinite stay. 

The factory of the H. C. Lindol Co., 7 
Beverley St., has been closed the past week 
for annual stock taking and inspection. 

Mrs. James O. Otis and family are at 
Salter’s Point, South Dartmouth, Mass., for 
the Summer, where they will be joined over 
the week-ends by Mr. Otis. 

J. Robert Sweet, of the Providence office 
of the National Jewelers Board of Trade, 
enjoyed the past week-end with friends at 
Chepiwanoxet on Greenwich Bay. 

The Silverman Mfg. Co., 40 Bassett St., 
is being conducted by Simon Silverman and 
Charles A. Williams, according to their 
statement filed at the city clerk’s office. 

Norman MacLeod, Edwin A. MacLeod 
and Miss Marina MacLeod have formed a 
co-partnership as the MacLeod Optical Co., 
which is located at 335 Westminster St. 

Charles Brier and William H. Mason 
were members of the committee in charge 
of the annual outing of Redwood Lodge of 
Masons at the Hummocks last Saturday. 

Arthur L. Aldred, president of Gladding’s, 
accompanied by his wife, left last Friday for 
New York, from whence Mr. Aldred sailed 
the next day on the Majestic for Europe. 

Albert S. Vennerbeck, of the Vennerbeck 
& Clase Co., won the cup offered annually 
by the board of governors of the Metacomet 
Golf Club in the championship contest last 
week, 

A. Dimond, of the New Dimond Store, 
and wife last week announced the bethrothal 
of their daughter, Miss Augustine Theo 
Dimond, to J. Leiter Banberger, of Phila- 
delphia. 

The Fulford Mfg. Co., Inc., has given a 
mortgage for $50,000 to the Industrial Trust 
Co. on lot and buildings at the corner of 
Stewart and Conduit Sts., including certain 
personal property. 

William S. Rogers and William J. Carr 
have been drawn for grand jury duty in 
the Superior Court at Newport, and Wil- 
fred C. Paquette and Joseph W. Blaine for 
petit jury service. 

Edward M. Wheeler, manager of the 
Providence office of the National Jewelers 
Board of Trade, is spending his leisure time 
with his family at their Summer home in 
eastern Connecticut. 

A. D. Thuotte, of Arctic Centre, is hav- 
ing a Summer bungalow erected on Preston 
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drive, at Cedar Tree Point on Greenwich 
Bay, and expects to move in with his family 
the latter part of this month. 

Filippo Coia and Alfred J, Di Meo have 
started in business as the Crown Stone- 
setting Co. at 136 Pine St. Mr. Di Meo 
was formerly a member of the manufactur- 
ing jewelry firm of Di Meo Bros. 

Andrew J, Linton and wife have pur- 
chased a lot with buildings on the northerly 
side of Ogden St., on which they have given 
a mortgage for $6,000 to the Union Trust 
Co. and one for $4,500 to A. Damour. 

Frank G. Simmons has resigned his posi- 
tion in charge of the collection department 
with the Manufacturing Jewelers Board of 
Trade to enter in business for himself. He 
has been succeeded by James T. Collins. 

Quinn & Co., Inc., corner Weybosset and 
Union Sts., has leased an adjoining store on 
each street and is making extensive altera- 
tions whereby the three will be combined 
in one large store. A clearance auction is 
being conducted. 

The case of Jerome M. Fitz Gerald 
against Simon Wolk et al. was heard be- 
fore Judge Rueckert in the civil session of 
the Sixth District Court on Thursday in a 
suit for covenant. Decision was for the 
plaintiff for $200 and costs. 

Among the members of the City Council 
committee on the Providence municipal cele- 
bration on the Fourth of July were Asa 
Cushman, with the Potter & Buffinton Co., 
chairman; Frank P. Eddy, of P. S. Eddy & 
Son, and C. Frank Pabodie. 

Bradley Graffam and family are at their 
Summer cottage on Waldo Terrace at High- 
land Beach for the season. They are enter- 
taining Mr. Graffam’s father, Davis M. 
Graffam, one of the pioneer clock repairers 
of this city, now over 90 years of age. 

Fred B. Thurber, of the Tilden-Thurber 
Corp., was one of the crew of the Butterfly, 
the Harlem Yacht Club challenger for the 
club’s ocean challenge cup, held by the New 
Rochelle Yacht Club, in the race from New 
Rochelle to Block Island and finished at the 
Atlantic Yacht Clubhouse at Gravesend Bay, 
a distance of 286 miles, about 200 miles of 
the course being outside sailing. Mr. Thur- 
ber was one of the crew of the sloop Azor 
last year when she won the cup by default. 

A stained glass window, the gift of Dr. 
Horatio R. Storer, in memory of his wife, 
was installed a few days ago in the chapel 
of the Convent of the Cenacle at Newport. 
Architecturally, it comprises two lancets, 
four large and three small tracery pieces. 
Each lancet is composed of a medallion in 
full color on a background of grisaille, the 
whole contained within a richly colored, 
foliated border. In the large tracery pieces 
are seraphim bearing emblems which relate 
to the figure subjects below. This window 
—the first to be installed—is the last in 
chronological order of a series of seven 
which will illustrate the life and history of 
the Virgin Mary. These two medallions por- 
tray the culminating events, the Assumption 
and the Coronation—the Coronation being 
the one nearer the sanctuary. 

The next annual convention of the Ameri- 
can Electro-Platers’ Society will be held in 
this city, it was announced here this week, 
a decision to that effect having been reached 
at the meeting held at Cincinnati. The con- 
vention, which would be held next Summer, 
will be attended by upwards of 500 dele- 
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gates. Gavin J. Tyndall, John E. Garrick 
and Levi J. Perkins, delegates to the Cin- 
cinnati convention, representing the Provi- 
dence-Attleboro branch of the society, ex- 
tended the invitation from Providence, 
backed by invitations from Governor Emery 
J. San Souci, Mayor Joseph H. Gainer and 
the Providence Chamber of Commerce. The 
local branch had previously been assured of 
support of other New England branches and 


these will join with the Providence group in 


making the 1923 convention a banner one. 

A memorial window of remarkable beauty 
has just been dedicated at Christ’s Church, 
West Haven, Conn., in memory of Miss 
Eleanor Ramsay Perry, formerly of Bristol, 
R. I. It was designed and executed by J. & 
R. Lamb, of New York, and is of the Eng- 
lish style glass and in exquisite coloring. 
The subject is a tender tribute to Miss 
Perry, whose life was devoted to the church 
and who had just completed her Red Cross 
training at the time of her death. The win- 
dow has been placed next to the font and 
represents a woman standing with her arms 
around two small children whom she is lead- 
ing towards Christ. At the right of the 
window is the figure of the Saviour stand- 
ing with outstretched arms ready to receive 
the little ones. In the background is a well 
of the type used in the Holy Land, repre- 
senting the fountain of life. Rt. Rev. James 
De Wolf Perry, bishop of the Episcopal dio- 
cese of Rhode Island, a cousin of Miss 
Perry, assisted at the dedication. 

More than 200 employes of the United 
Wire & Supply Co. enjoyed a day’s outing 
at Rocky Point, July 1, and the event proved 
highly successful in every sense of the word. 
The party left this city at 9 o’clock on one 
of the large river steamers for a sail of 
more than an hour down Narragansett Bay. 
General Hilarity was in command of the 
party from the time the boat swung away 
from its dock until the tired excursionists 
arrived back in the early evening. Upon 
arriving at the pleasure grounds a luncheon 
was served and then the committee con- 
ducted a program of athletic events and 
sports that kept things humming for several 
hours. In these the married men were lined 
up against the single, and when the entire 
card had been finished it was found that the 
benedicts had taken nine points to their op- 
ponents’ four. Then came an old-fashioned 
Rhode Island clambake served by Caterer 
Lyons, after which the numerous amuse- 
ments of the resorts were enjoyed and 
dancing was indulged in until the time came 
to return. 

Friday a mother was taken to task by 
Judge Gorham in the Sixth District Court 
for not giving her boy enough spending 
money to keep him from stealing to obtain 
things he wanted. And because the parents, 
in the opinion of the judge, were to blame 
for their son’s downfall, the boy, a con- 
fessed thief, was placed on probation. He 
was Harold Swanson, 17 years of age, of 
Arlington, who for the past three months 
has been working as an errand boy for 
Michaels-Bauer, Inc., retail jewelers in the 
Hoppin Homestead building, 365 Westmin- 
ster St., at a wage of $8 a week. Accord- 
ing to his testimony, he gave all the money 
he received to his mother. He was ar- 
raigned before Judge Gorham on a charge 
of stealing a $225 ring from his employes, 
to which he pleaded guilty. Called into 
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court, Mrs. Swanson told the judge that 
once in a while she gave the boy 25 or 50 
cents, who she said had been working since 
he was 14 years old. She said her husband 
worked regularly and that they owned the 
house in which they lived. 

The factory of Charles E. Hancock Co., 
which has been closed for annual vacations 
and repairs, will re-open July 17. 

Communications and shipments for Bar- 
ker & Barker should be directed to the new 
office and factory at 1199 Eddy St. 

In the issue of June 21 appeared a re- 
port of a gem smuggling case in which a 
man named Vincent Sorrentino of New 
York pleaded guilty. Vincent Sorrentino, 
president of the Uncas Mfg. Co., 85 Sprague 
St., has been annoyed by the fact that be- 
cause his name is the same as that of the 
smugeler some confusion arose. Mr. Sor- 
rentino of the Uncas Mfg. Co. is, of course, 
in no way connected with the matter. 

Nathan Snyder, a dealer in jewelry and 
diamonds, of 179 Linwood Ave., is in a very 
unenviable situation through having, as he 
alleges, purchased a lot of clothing, men’s 
and women’s, from four unknown men on 
a speculation. The goods proved to be a 
part of the stock that was cleaned out of 
the department store of Benjamin Levine, 
under the style of the Arctic Fashion Store, 
at Arctic on May 9. The property stolen 
from Mr. Levine’s store was valued at 
$3,302, and the 162 suits which Mr. Snyder 
claims he purchased for $825 on May 12, 
was a part of the plunder. In the Superior 
Court, Thursday, Judge Hahn delivered an 
ultimatum to Snyder, who previously plead- 
ing not guilty, retracted his plea to nolo and 
asked for leniency. Judge Hahn told Sny- 
der that if he expected to receive any clem- 
ency he must tell the police the name of at 
least one of the four men from whom he 
claims he obtained the goods, and the case 
was continued until Sept. 19 for sentence. 
Snyder’s claim that he did not know either 
of the men whom he claims brought the 
clothing to his house in a big touring car, 
is branded by Judge Hahn as ridiculous. 
Snyder is under bail of $2,500, furnished by 
his wife, Julia Snyder. 











Stephen J. Clulee, of the Bay State Op- 
tical Co., is enjoying a vacation at Bristol 
Narrows. 

Thomas Manning, of the Horton-Angell 
Co., has been at Atlantic City attending 
the Elks’ convention. 

Samuel Einstein, chairman of the park 
commissioners, officiated at the opening of 
the new Zoo recently. 

Plans for a shop baseball team are fast 
materializing and already five local jewelry 
shops have agreed to enter teams. 

With a reduction in the State and county 
taxes the assessors believe that they will be 
able to announce a reduction in the local 
tax this year. 

Frank Nerney, of the Bay State Optical 
Co.. who is also president of the Anglo 
Stone Rod & Gun Club, has given the Attle- 
boro Zoo a number of birds. 

The local jewelry manufacturers report 
that orders are coming in very much better 
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and that after the annual vacation period is 
over that all of the shops will be running 
on a full time schedule. 

William H. Saart, of Saart Bros. Co., 
announced Thursday that he would be a 
candidate for mayor at the December elec- 
tion. Mr. Saart was a candidate two years 
ago and made a very creditable showing. 

The committee in charge of solicitation 
of funds for the construction of a modern 
factory to accommodate the clock firm which 
desires to locate in Attleboro is meeting 
with success and already a considerable part 
of the desired amount has been subscribed. 

Manufacturing jewelers contributing to 
the fund for the new building for the Hart- 
ley Clock Co, are as follows: Raymond M. 
Horton, S. O. Bigney, W. M. Saart, C. L. 
Watson, Harold E. Sweet, J. L. Sweet, 
George E. Sawyer, C. A. Marsh & Co., D. 
E. Makepeace, A. S. Ingraham, William L. 
King, Thomas F. Moore. 











The Kennedy Co. has taken quarters in 
the T. I. Smith & Co.’s building. 

S. G. Mandalien has been confined to his 
home the past three weeks by illness. 

Buyers from the G. A. Soden Co. visited 
North Attleboro last week and left large 


orders with many of the local firms. The 
orders were much larger than last year, 

The plants of the F. M. Whiting Co., the 
O. M. Draper Co., R. Blackinton & Co., 
Sturtevant-Whiting Co., and W. & S. Black- 
inton Co, were closed last week for the an- 
nual vacation period. 

The Whiting & Davis Co. was represented 
by 20 floats and automobiles in the big com- 
munity parade held on July 4 in Plainville. 
The prize for the best decorated float went 
to the mesh department, and for the best 
decorated automobile to the Whiting Chain 
Co. Charles A, Whiting acted as marshal 
of the division, and in his automobile rode 
the members of the Old Guard, who have 
been in the employ of the firm for 40 years 
or more. All the processes of the manufac- 
ture of a mesh bag were shown on the vari- 
ous floats. The float showing the various 
publications used by the firm to advertise 
their products was especially worthy of 
mention. The parade committee from the 
shop consisted of Harry Rowan, Horace J. 
Cheever and Oscar Soderstrom. 








San Diego, Cal. 


Local jewelry stores, beginning July 1, 
joined in the Saturday afternoon closing 
plan of retail merchants, to continue during 
July and August. 

John S. Ernsting, secretary and manager 
of the Ernsting Co., Inc., who is a director 
of the Merchants’ Association, has been 
elected as treasurer of the organization. 

A new jewelry store and watch shop has 
1146 6th St., by W. F. 
Good, who was for a number of years con- 
nected with a large department store in 
Singapore. 

Joseph Jessop, head of J. Jessop & Sons, 
Inc., and Mr. and Mrs, Armand Jessop and 
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two children have gone to their Simmer 
home at Pine Hills for an outing of three 
weeks, Arthur Jessop is passing the Sum. 
mer in Wyoming. 

The optical department of Ernsting & 
Co.’s store has been acquired by Benjamin 
F, Sherman, who recently came here from 
Los Angeles, where he had been in the 
optical business for some years. He jg 


adding to the equipment at the Ernsting 
store, 











S. D. Burritt returns this week from a 
fishing trip in the Canadian lakes. 

A. M. Weinberg, of Morris Rosenbloom 
& Co., is away on his regular route calling 
on the trade. He reports business improving, 

Elliston M. Rosenthal, representing P, 
Present, is away for three weeks calling on 
the trade in Chicago, Detroit, Cleveland and 
Pittsburgh. 

It was announced at Albany, N. Y., last 
week, that the name of the Levy Jewelry 
Co. at Rochester, N. Y., has been changed 
to the J. M. Willdman Co. 

Mr. and Mrs. E. J. Scheer and Mr, and 
Mrs. C. E. Sunderlin attended the State 
convention at Saratoga and then they left 
for Boston and New York by auto. They 
expect to return after a 10 days’ trip. 

The Hickok Mfg. Co.’s employes held a 
picnic Saturday at Island Cottage, on the 
lake shore and about 250 attended the out- 
ing. Among those who attended were: A. 
W. Walsh, Arthur McGinn, Mich Sachs and 
M, D. Fawman, Canadian representatives of 
the company. 

Charles Houseman, jeweler, at 236 State 
St., missed a diamond Masonic ring which 
was taken from his workbench, Thursday 
afternoon, while he was repairing a watch 
brought in by a man. A lad whom the man 
brought into the store as an interpreter said 
that he saw the ring in the man’s possession, 
The ring is valued at $150. The man was 
arrested but after a search of him and his 
house, the detectives were unable to find 
the ring. He denies the theft. 

It was said that “Dutch” Anderson, who 
figured in the recent postal robberies in 
New York, gave his home town as Rochester. 
The local directory does not give his resi- 
dence in this city. Philip Present re- 
members the man. He called in the whole- 
sale offices of Mr. Present, September, 1913, 
and said that his brother intended to open 
a jewelry store in Lockport and that he was 
interested in buying stock for the business. 
Mr. Present was suspicious of him and did 
not encourage him nor become interested in 
any of his plans. Later the Present jewelry 
house was robbed by four men, one of them 
was recognized as Anderson, who was con- 
victed and served time. 








The Kay Jewelry Co,, which has eight 
stores in as many large cities, including the 
store at 527 Hamilton St., Allentown, Pa., 
will shortly open stores in Springfield, 
Mass., and Indianapolis, Ind. More stores 
are contemplated at an early date. 























TRADE CONDITION. 


There is every indication that when the railrcad 
and coal miners’ strikes are settled, business will 
resume an impetus in this section of the country, 
that will be entirely satisfactory to the members 
of the trade. The manufacturing jewelers’ whole- 
sale and retail establishments report a very much 
improved trend and merchants generally are pre- 
paring for a feast of trade with the advent of 
September and certainly not later than October. 


There are those who go so far as to predict a short- 
age of merchandise. Stocks are known to be very 
low. With the settlement of the coal strike, a 
wave of buying power is expected to come to 
Pittsburgh, for merchants in the mining sections 
(outside of Pittsburgh) have been slow in the 
placing of orders for merchandise. The indus- 
trial establishments of this district are working 
wonderfully well, in spite of the strike, with some 
hampered owing to a coal shortage, but pay rolls 
are constantly mounting and there is every in- 
dication of improved conditions in a retail way, for 
the last quarter of the year. 





H. Yossen, who is with Martin Gluck & 
Sons, left this week for the east by automo- 
bile and expects to tour the New England 
States before his return to Pittsburgh, 

The sale of the Court Loan Co. in Wylie 
Ave. near the Court House, is reported, 
Abe Binstock being the purchaser. Mr. 
Binstock has a store at the present time in 
Center Ave. 

D. Lardin, of D. Lardin & Son, Butler, 
Pa, has gone to Montana and other points 
in the west for the remainder of the Sum- 
mer. Conditions in the Butler district, in- 
dustrially, shows great improvement. 

Shook & Kaufmann have bought out H. 
Berlin at 948 Liberty Ave. and will conduct 
the business as heretofore under the name 
of the Commercial Jewelry Co. The estab- 
lishment is near to the Aldine Theater. 

Nearly all of the leading retail stores 
closed at 1 p. M. last Saturday, as did most 
of the department stores, and will continue 
to do so during July and August. This ac- 
tion had a tendency to clear the downtown 
streets of many shoppers. Quite a few re- 
tail jewelry stores remained open, but there 
was a falling off in trade on account of the 
largest stores of the city being closed dur- 
ing the afternoon. 

Jay Fredland, who for a number of years 
was associated with Grafner Bros., has, to- 
gether with Leon Rubin, of East Liverpool, 
O., engaged in business in Canton, O., tak- 
ing a lease on a prominent storeroom there 
for a period of years. The name of the 
firm will be the Rubin-Fredland Co. Both 
are experienced men in the jewelry business 
and it is believed by their friends that they 
will make a success of it at Canton. Fred- 
land will continue to conduct the East Liver- 
pool store. 

Much regret was expressed here because 
of the death of R. L. Kirkpatrick at Butler. 
recently. Mr. Kirkpatrick was 67 years old 
and was held in very high esteem by his 
neighbors and friends. In fact his death was 
such a loss to the town that the entire busi- 
ness section closed on the afternoon of the 
funeral, in order to enable his friends and 
associates to attend the funeral. Mr. Kirk- 
Patrick has been a life-long resident of the 
community and was well known to the 
Pittsburgh jewelry trade, making frequent 
visits to this city. 

It has been decided by the directors of the 
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Jewelers’ 24-Karat Club, of Pittsburgh, to 
postpone the annual election until early in 
the Fall. At that time it is likely that the 
present officers of the organization will be 
re-elected, because someone said that “one 
good term deserves another.” President J. 
Clare Crawford, of the club, went east last 
Friday night, going to the seashore, after 
he had met with some of the officers and di- 
rectors of the organization. He intends to 
visit New York before he returns to Pitts- 
burgh. He is partial to the salt water and 
salt air and will enjoy most of his time at 
Asbury Park and other points on the New 
Jersey shore. 

Two women and two men were arrested 
in the M, J. Smit Co. jewelry store last 
week while they were looking at some 
jewelry and accused of passing bad checks. 
They did not attempt to pass or offer checks 
in the Smit Co.’s establishment, but, as it is 
alleged they figured in transactions in an- 
other store, they were followed to this place 
by detectives, who placed the quartette under 
arrest. Later a fine of $50 was imposed at 
Central Police Court. Not as many bad 
checks are being offered to Pittsburgh stores 
as formerly owing to the activity of ‘the 
Retail Credit Men’s Association in notify- 
ing the membership of the presence of bad 
check operators in the city. 











The sympathy of the trade is extended to 
E. W. Kirby and Joseph Kirby on the oc- 
casion of the death of their mother. 

Philip E. Lieberman of Lieberman Bros., 
35 Salem St., has just returned to his place 
of business after two weeks absence caused 
by pneumonia. 

On July 1, the name Jason’s was: discon- 
tinued and changed to the firm name of 
Joslyn’s the business will be conducted as 
formerly at 3 Washington St., Boston. J. 
H. Shindler is the proprietor. 

That virtue is its own reward, and in this 
particular instance the virtue being honesty, 
was once again demonstrated last week 
when George Edwards, a jeweler of Hyan- 
nis, the Cape, picked up on a train a woman's 
pocketbook containing $997 and returned it 
to its owner. The woman took Mr. Ed- 
ward’s name and address and later by mail 
sent him $2 in recognition of his honesty. 
Just what Mr. Edwards will do with the $2 
is not made public, as he has not yet re- 
covered from the surprise occasioned by 
this sudden acquisition of wealth.  In- 
cidentally it may be mentioned that the 
woman was on the wrong train and was set 
right by her beneficiary. 

Many jewelers in and around Province 
and Bromfield Sts., are greatly interested in 
the proposition of Mayor Curley to widen 
the former thoroughfare. At present 
Province St. is extremely narrow and ill- 
fitted for the great amount of traffic that 
passes along this way into the broader 
streets, and the proposition would involve 
the tearing down of several landmarks in 
the jewelry and kindred business houses, but 
there is no doubt that business would be 
greatly facilitated by the alteration. The 
work would involve an outlay of $500,000. 
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Considerable opposition is offered by a bank 
a realty company, a movie theatre owner 
and other property possessors. 








Items from Here and There. 


O. C. Rudd, Barnesville, Minn., has 
moved his jewelry business into new quar- 
ters, 

Perry & Bartlett, Toledo, O., were re- 
cently visited by a sneak thief who stole 
four watch cases and four watches. 

George K. Rogers, Main St., Gloucester, 
Mass., has improved his premises by the 
addition of a modern and up-to-date optical 
room and recently opened this addition for 
the ‘inspection of the public. 

Elmer Leach, Beaumont, Tex., reports 
that during a “dollar sale” held recently and 
which attracted a number of out-of-town 
people, a sneak thief visited his store and 
stole a tray of diamonds valued at $500. 

A man described as Charles W. Bailey, 
whom the police allege is a swindler, was 
arrested recently in Waltham, Mass., where 
he was sentenced to serve three months in 
the House of Correction. The authorities 
suggest that warrants against this man 
should be lodged with those in charge of 
the House of Correction at Waltham. 





Albert Edholm of Omaha, Nebr., was re-: 
cently a victim of a clever swindler, who’ 


represented himself as a bookkeeper of a 
well known live stock company. The 
stranger recently visited Mr. Edholm’s 
store and selected a ring, which he asked 
to be delivered to his hotel. This was done 
and in payment the man gave his check. 
The check was later returned from the 
bank marked “no account.” 

A recent issue of the Western Michigan 
Pictorial published by the Sunday Herald 
of Grand Rapids, Mich., contained a photo- 
graph of three of the members of the Herk- 
ner Jewelry Co., of that city, whose record 
of service with the company average over 
30 years each. They include Louis Rus- 
sell, president, Ira L. Foote, director and 
office manager, and Christian A. Schmidt of 
the optical department. 

An interesting illustration of the truth- 
fulness of the slogan adopted by the jewelry 
trade, “Gifts That Last,” was brought to 
light in Canandaigua, N. Y., last week, when 
a resident in that place, found a ring which 
he had lost 20 years ago, The ring was 
lost by Elmer D. Hall of Canandaigua, and 
recently after the garden had been dug, 
Mrs. Hall went out and noticing something 
shining in the newly over-turned ground, 
picked the object up. Much to her sur- 
prise, it proved to be the long lost ring. It 
was in as good condition as it was the day 
it was lost. 








Business Troubles 


An involuntary petition in bankruptcy has 
been filed against B. O. Snider, Jackson, 
Tenn. 

An involuntary petition in bankruptcy 
has been filed by George Satz of Ware, 
Mass. The assets are $4,056 and the lia- 
bilities, $9,618. 

A voluntary petition in bankruptcy has 
been filed by W. H. Gardner, Midland, Mich. 
The assets are reported to be $7,500 and the 
liabilities about the same. 
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Fillkwik 


The Cigarette Case that’s Different 


HE Fillkwik is the only cigarette case made 

without springs and without solder. There is 
nothing to wear out or get out of order. This is 
important to you because it means a permanently 
satisfied customer after the sale is made. 


They fill 

and sell KWIK 
The Fillkwik holds 10 cigarettes. A slight tug 
snaps the inside rack open and the two grooved 
sides lay absolutely flat. The cigarettes find their 
places each one in its own groove as though by in- 
stinct. You close the outer case and the inside rack 
automatically closes over the cigarettes. The 10 
cigarettes stand upright in the rack in the most 
orderly, clean and attractive way. 


Made exclusively by the Fillkwik Company of 
Attleboro, Mass., in nickel silver, gold filled, sterling 
silver, sterling silver solid gold inlaid. Smart pat- 
terns beautifully engraved make the Fillkwik as 
desirable a piece of jewelry as it is a smoker's con- 
venience. 


at heen centnenhaselll nemmmetnenenstl Nemtntesenettll aatanteshnlll boceve 


Fillkwik Company 


Attleboro, Mass. 


If your wholesaler cannot supply you, write us and 
we will refer you to one who can. It pays to dis- 
play and demonstrate the Fillkwik. Write for co- 
operative sales help and details of national adver- 
tising campaign. 
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Art Works of the Old Danzig 
Goldsmiths 





| feimbsen the above title is an interesting 
article by H. Mankowski, of Danzig, 
in a recent issue of Deutsche Goldschmiede- 
Zeitung. We give a translation. 

“There exists a rather rich literary 
treasure on the subject of the goldsmithing 
industry of the former Ordenslande of 
Prussia and in conjunction with it the 
Hansa city Danzig. * * * E. von Czihak 
brings forth, in his work, ‘Art of Former 
Times of the Precious Metals in Prussia,’ 
altogether 593 goldsmith masters, of whom 
the first is aurifaber Marcus about 1357. 
It has been no easy matter for the author 
to collect the names from the most heter- 
ogenous sources. With the deep religious 
feeling of the Middle Ages it is mostly 
sacred art works or those with Biblical 
motifs that we have to deal. ‘The impor- 
tance of the Danzig goldsmithing industry 
for the German Orders,’ says von Czihak, 
‘is shown by the fact that it did not, till the 
18th century, have many more members 
than the city of Breslau, with its corpora- 
tion superior in inhabitants and size to 
Danzig. It is not to be supposed that the 
commissions filled for the city of Danzig 
alone, even in the period of its greatest 
affluence, would have been sufficient to have 
given so many masters steady work if the 
renown of the Danzig goldsmiths’ work had 
not been known widely and numerous or- 
ders brought in from abroad.’ 

“The Marienburg ‘Tresslerbuch’ informs 
us that a Danzig goldsmith master named 
Johann, in 1402, finished a repoussé work 
for the grand-master. In the year 1417 a 
Danzig counselor stands guarantee for the 
goldsmith Hinrich Kempser, who had leave 
to go to Aix-la-Chapelle, that he would give 
good account of himself in silver smithery. 
The city of Neumarkt ordered from Claus 
Eickstete (Niclaus Eckstede), in 1454, a 
monstrance. Archbishop Jacob von Gnesen, 
in 1477, got Johann Ryellack to make for 
him a silver basin and the bishop of Les- 
lau, at the same time, ordered the setting of 
a sapphire in a gold ring by Hannusch. 
In 1480 the same archbishop of Gnesen gave 
to Master Hans Kolner 22 Mark and a 
Schott of melted gold, 25% Mark 1% 
Schott of good silver, 81 sapphire and one 
amethyst, 9 Schott pearls, as well as 3 
large pearls for some costly work. 

“The inventory of the masters gives an 
interesting insight into the origin of the 
masters. Masters and apprentices wandered 
not only out of Germany but from Sweden, 
Denmark, Hungary, from the East-Sea 
provinces Kurland and Estland, Poland, the 
Netherlands and Scotland, and so on. Re- 
lation is made of Master Heinrich Gott- 
schalck that he fashioned a heavy gold 
bumper (Humpen) with engravings, orna- 
ment, clusters of fruit and symbolic 
pictures of War and Peace. The show 
piece was to be seen in the Moscow Ar- 
senal Museum till the war in 1914. At 
Gottschalck’s the masterpiece of one of the 
greatest masters of the Ordensland, Peter 
von der Rennen, born 4th September, 1607, 
was made. It is no exaggeration to say 
that P. vy. d. Rennen is notable as one of 
the high points of the goldsmithing indus- 
try. His father wandered in either from 
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the Rhineland or from Ditmarsh. Of the 
earlier period of his activity not much is 
known. <A _ repoussé christening bowl of 
silver representing the encounter of Alex- 
ander the Great with the Jewish high- 
priests of Jerusalem is to be found in the 
possession of Freiherr Schenk von Tauten- 
berg on Doben in the Eastprussian district 
of Angerburg * * *, 

“The two silver sarcophagi of Saint 
Adalbert in Gnesen cathedral and of Saint 
Stanislaus in the cathedral on the Wawel 
at Cracow established his renown. If you 
look for their equal you will find only the 
work of 1736 by the Vienna goldmaster 
J. J. Wirth in the Veitsdom at Prague— 
the grave of Saint Nepomuk—fit to place 
alongside them. But numerous other mas- 
ters appear in Danzig in the 17th century 
whose works, though not having such bril- 
liant features, yet did perfect art work for 
church and residence. We must cite 
Andreas Mackensen I. (master 1643), to 
whom are due artistic goblets, pitchers, 
monstrances, as well as ewers for profane 
purposes. The same must be said of Ernst 
Kaden I. Joined to these are: Christian 
Schubert I., Hieronymus Holl’ I., Peter 
Rode I. and II., Nathanael Pressding, 
Christian Pichgiel I., Andreas Heid (Heidt, 
Heyde), Nathanael Schlaubitz, etc. 

“In the first half of the 17th century the 
number of masters belonging to the cor- 
poration averaged about 30; in 1727 there 
were 15 silver and 14 goldsmiths, whereas 
in 1727 only 24 masters are counted. By 
the end of the 18th and the beginning of the 
19th century the number had shrunk to from 
14 to 15, for the year 1805 there were 18 
masters. 

“In the second half of the 17th century 
and the first half of the 18th century there 
were preserved in the Guild at Danzig two 
show-pieces: The Willkomm, a goblet with 
a high foot, and a ewer with a lid; on the 
hinged lid was a manikin or an animal 
figure. Wherever pictures appear they are 
of Biblical or legendary subjects. Unique 
was the Humpen (bumper) or bowl that 
had many coins or medals inlaid in it.” 








A Critique on Cellini 





6sTIXHERE is one consideration which, 
more than any other, the designer must 

bear in mind in judging the work and the 
craftsmen of the past. It is that a man’s 
work must be judged on its own merit, and 
on that alone. Reputation is hardly a safe 
guide. Great reputations may be based on 
divers grounds; but they do not all stand 
quite safely on the bases generally attributed 
to them. Cellini’s is a case in point. You 
have but to look into almost any book deal- 
ing with goldsmiths’ work to find the name 
of Benvenuto Cellini tacitly accepted as that 
of the greatest goldsmith the world has 
seen. But should you endeavor to turn to 
his works in the craft to see upon what 
ground this great reputation may be based, 
you will meet with the initial difficulty 
that few examples of it have come down 
to us, and those which have are not specially 
good. Upon what Cellini’s reputation is 
truly based it will be my endeavor to show. 
“First, then, let us look at the materials. 
Works attributed to Cellini may be seen in 
many of the national museums of Europe; 
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one important example, an enamelled book- 
cover, being in the South Kensington Mu- 
seu. Another, the great salt-cellar made for 
Francis I. of France, is at Vienna; other 
pieces are at Florence and elsewhere. M. 
Eugéne Plon, in his great work on Cellini, 
illustrates all the important work by, or 
attributed to, the master. * * * From it, and 
from an inspection of the works themselves, 
a pretty fair idea may be gained. Cellini 
also wrote two books about himself,—his 
autobiography and his treatises on Metal- 
work and Sculpture. From these we may 
learn much of the man himself, his life and 
character. 

“Cellini was born in 1500; he placed him- 
self with a goldsmith at the age of 15, 
against the desire of his father, who wished 
him to become a musician. As a goldsmith 
he worked throughout his life. But in Cel- 
lini’s time the goldsmith’s craft and the 
goldsmith’s guild embraced workers in 
many different materials. There was no 
strict dividing line between goldsmith and 
sculptor. Lucca della Robbia and Ghiberti, 
to mention only two famous names, began 
life as goldsmiths. It is not to be wondered 
at that Cellini also should try his hand at 
clay and marble. Of all the work which 
came from his hand Cellini was proudest 
of his sculptures. He described himself as 
sculptor, goldsmith and die-sinker. 

“He worked for many masters—Popes, 
Dukes, Cardinals, and for the King of 
France, producing jewels, silver-ware, coins, 
busts, statues, bas-reliefs, a figure 54 feet 
high, plans for fortifications—nothing came 
amiss to this most versatile man. Yet he 
was not a great artist in the true sense of 
the word. His taste was in many ways de- 
plorable. Nearly always the craftsman over- 
powers the artist. He had a lack of feeling 
for proportion; the figures on his great salt- 
cellar, for instance, are too large for the rest 
of the work. His figures are stiff and wooden 
and lack proportion, though they are often 
well thrown about. His work is over- 
crowded with detail—and this is frequently 
far too great in scale. The placing of the 
head in the coins and medals is sometimes 
very poor indeed. In silverwork and jewelry 
his work stands technically on a level with 
that of many of his contemporaries—neither 
better nor worse. In it Cellini shows no 
sign of transcendent genius—but rather the 
joy of a keen workman delighting in the 
overcoming of technical difficulties. But 
there is one sin at least which he never 
committed—that of thinking too little of 
himself and his work. By force of char- 
acter he held his own among his contem- 
poraries: for the future he provided by his 
writings. But for them his name would 
stand far lower. He was one of the very 
greatest craftsman of the XVI. century, but 
he was a very poor artist. His true claims 
to fame are his versatile craftsmanship and 
literary power. Other goldsmiths have done 
finer work, but Benvenuto Cellini is the 
author of the most delightful autobiography 
ever written.”—H. Maryon. 








I. Ehrlich, of I. Ehrlich & Co., Philadel- 
phia, Pa., and his wife and daughter are 
expected to arrive in New York on the 
steamer Olympic today (July 12), after an 
extended trip through Germany, Switzerland, 
France and England. 


- 


SAN aha SET EN Ra PS 


Le ETOP LOE AAR I ARID i atl an 


















90 





THE 


JEWELERS’ 





CIRCULAR 






















































STERLING SILVER TODAY 


by FRANKLIN A. TAYLOR 


President of the Gorham Company 


With the revival in business has come 
a renaissance of appreciation of Sterling 
Silver. As an illustration of this it may 
be stated that during the past year the 
sales of Solid Silver articles throughout 
the country were better, proportionately, 
than those of plated silver. Doubtless 
this has been your own experience. 


THE GORHAM INTERESTS have 
been very active for the cause of Sterling, 
and have been ably supported by the 
Trade generally, for which aid it is ap- 
propriate at this time to express full 
appreciation. 


This work of education has established 
the feeling that an article of Sterling 
Silver is an investment in previous metal, 
—not an extravagance,—that it has both 
beauty and utility fit to be passed on from 
generation to generation. 


Laboriously built up objections to 
Sterling have collapsed under the influ- 
ence of publicity. The idea that Sterling 
needs cleaning more than plated ware is 
now corrected; so is the delusion that the 
“ultra nice” people of America use plated 
ware. They don’t, and we all know it. 
They use Solid Silver and always will. 


Further, there is a marked change in 
attitude among those who sell Sterling 
Silver, both in tte GORHAM INTER- 
ESTS and in the trade generally. The 
feeling that “Sterling is too hard to sell” 
has largely disappeared. It is clear that 
all that Sterling Silver needed was the 
support of publicity, an instrument too 
long unused. 


THE GORHAM INTERESTS have 
only begun this work. They propose to 


wage a steady campaign for Sterling. 
Though we make plated silver as well as 
Sterling, you know and we know, that 
there can never be any substitute for 
Sterling; and those who can afford it will 
never be content to consider anything else. 


How shall we proceed with those who 
cannot afford Sterling? 


Educate them. Sell them some any- 
way. We are not merely order takers. 


Those who cannot afford to buy their 
Sterling all at once, can surely be induced 
to acquire it little by little. In this class 
is one of the largest future outlets for 
sales of Sterling. Sterling’ Silver has 
stability. It does not wear out, or go out, 
like other household investments. It is 
always a source of pride and pleasure. 
People who think they cannot afford it 
will come to see that they cannot afford 
anything else, that Sterling is an invest- 
ment, not an extravagance. 


There is no finer family possession, no 
more highly prized gift, as you know, 
than an article in Sterling Silver, espe- 
cially when it is so designed and wrought 
as to be fully worthy of its choice 
material. 


Solid Silver spells Sincerity in the 
Home and when sent for a Gift. There 
can be no substitute for it. 


We will keep right on in our work of 
putting Sterling where it belongs and 
keeping it there, and we want to count on 
your continued support. May we do so? 


We know you are not overlooking the 
great possibilities of Sterling in the way 
of better business and increased prestige 
for your store. 
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Develop New Fields QNE of the reasons 
that the jewelers 


; of the country have 
Sales of Silver not had greater sales 
of silverware in the past has been that they 
have not made the effort to get the busi- 
ness and particularly to develop new busi- 
ness in the silver line. True it is that con- 
ditions of the trade have been such as to 
often discourage such effort, but, neverthe- 
less, there is no doubt that more silver 
sales could have been made had more con- 
sideration been put on endeavors to interest 
the public at large with the value, beauty, 


refinement and general attractiveness of 
sterling silverware. 
Now that the silver manufacturers are 


waking up to the condition that has held 
back their trade and the position of the 
manufacturer and dealer is being made clear, 
each to the other, there is no: reason why 
both elements in the trade should not get 
together to increase the sales of silver to 
the people of the country, and this can be 
done by developing the market, instead of, 
as in the past, changing a sale of some other 
line that the dealer handles for one of 
silverware, 


Outside of making the customers realize 
that they should have more silver for their 
tables and their side-boards, there are 
several lines of endeavor that the jeweler 
can work upon to increase the sale of silver 
generally. Not the least important of these 
is the development of the sale of silverware 
for churches, a field that supplied an 
enormous amount of work for our early 
Colonial silversmiths, but which seems to 
have been absolutely neglected in the later 
years of the development of this country. 
Among the most precious possessions of the 
churches of the older communities of both 
the North and South Atlantic States are 
the chalices and other articles owned by 
their old churches, and in fact, to the student 
of early American silversmithing, it has 
been the collections of pieces made for 
these churches that has given him the great- 
est amount of information about the hand- 
work of the Colonial silversmith. 


Why cannot the jeweler today encourage 
the giving of chalices, communion sets and 
other pieces of ecclesiastical metal work to 
the churches of his community? Is there 
any more enduring or appropriate gift that 
a parishioner or communicant can give to 
the church in which he is_ interested? 
Memorial windows and tablets are all very 
well, but the number of these which the 
church can receive is limited, whereas, the 
gifts of silverware are practically unlimited. 

In the realm of ecclesiastical metal work, 
gold, silver, and even gems have their place, 
as is evidenced by the wonderful treasures 
of the great churches and cathedrals of 
Europe. Even in this country, most valu- 
able pieces are occasionally given to 
churches. Only a few weeks ago. a $20.000 
monstrance was given to one of the leading 
churches of New York. These gifts, when 
they have been given in this country, have 
been done purely through the desire of the 
donor, who has had to go out and find a 
maker for the gift. It has not come through 
the solicitation of the jewe!ry or silverware 
trade, but has come to this industry volun- 
tarily. How many more orders of this kind 
our silversmiths would receive if the jewelers 
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of this country were on the job suggesting 
such’ gifts, it is hard to determine, but there 
is little doubt that such business could be 
greatly developed if the jewelers would 
simply suggest articles to those who are de- 
sirous of making some kind of gift to their 
churches. 

Another field of endeavor which the 
jeweler should cultivate in the future, much 
more than he has in the past, is in the realm 
of prize cups and trophies. Despite the ap- 
propriateness of the prize cup and the fact 
that the victory can be so much ‘more beauti- 
fully symbolized in silver than in any other 
way, other lines of industry have. gone after 
this business in the last 10 or 15° years, to 
an extent that is both surprising and dis- 
comforting. It is the business of the jeweler 
to watch out for these contests in his 
vicinity, and impress upon those in charge, 
whenever possible, the reasons why the 
prize should be an artistic product of the 
American silversmith. 





OST men admit 


Overhead 

that one of the 
a Sae biggest problems in 
Consideration 


business today is the 
overhead. Construction costs in manufac- 
turing, particularly, have been handled suc- 
cessfully in a large measure, but the over- 
head has not been handled successfully and 
is exercising a very profound effect on 
profits. This is also true in the retail trade. 

A careful review was recently made of 
one of the active trades of the central west 
manufacturers and wholesalers, according to 
J. H. Tregoe, secretary-treasurer of the Na- 
tional Association of Credit Men. This re- 
view indicated that in the particular trade 
concerned, the cost of doing business in- 
creased from 15.14 per cent of distribution 
in 1920 to 19.14 per cent in 1921. In this 
particular trade the overhead increased 45 
per cent from 1916 to 1921. Segregating 
the various items, in a period of two years 
from 1919 to 1921, there was an increase of 
12 per cent in the salaries of principals, an 
increase of 31 per cent in house salaries and 
a 200 per cent increase in bad debts. The 
increase in interest was 8 per cent and cer- 
tain forms of service 100 per cent. 

These figures, says Mr. Tregoe, are not 
exceptional. They are typical. They indi- 
cate plainly what happened to business in the 
last two years. The expansion of manu- 
facturing plants and in a diminished meas- 
ure by wholesalers in 1919 created an in- 
creased fixed charge for interest and other 
forms of overhead. The increase in taxes 
is really staggering. 

It is beneficial, says he, for us to consider 
these figures if we really desire to know 
what happens to profits and what are really 
the under-currents of successful business. 
The figures also indicate one of the reasons 
for the business cycle. 

There jis an increase of fixed charges, in 
a period of prosperity there is the failure 
to reduce salaries and overhead in a period 
of depression. These together cause the 
recurring waste and the ups and downs of 
the business enterprise. 

The National Association of Credit Men 
is now making a strong appeal to business 
men to handle their overhead fearlessly, to 
bring them into proper proportions to the 
added value of commodities produced and 
sold, that we shall not mortgage our future 





92 


THE JEWELERS’ CIRCULAR 





A few exquisite Black Onyx Diamond 
Rings selected from our varied Dia- 
mond mounted stock. Tops are 18K 
white gold and stones are full cut ex- 


ceptionally brilliant. 


If you are looking for an attractive 
article to stimulate your Summer busi- 
ness, let us hear from you. Prices on 


the above are exceptionally alluring. 





CROSS & BEGUELIN 


Est. 1863 
ENTIRE THIRD FLOOR 


21-23 Maiden Lane :-: New York 
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by diminishing the reserves set aside from 
the added value after providing for all costs 
including interests and dividends. Thus 
may be built up the capital which is going 
to be needed when the revival comes. Over. 
head is not only difficult, but very delicate 
to handle. This is why it is so seldom han- 
dled successfully. All the more reason why 
we should get at the task now. 








Columbian Government Issues New Regula. 
tions Regarding Pearl Fishing 


Wasuincton, D. C., July 7.—Exportation 
of Colombian pearls taken from the waters 
of the Caribbean Sea and in the Gulf of 
Maracaibo has been the subject of new 
regulations issued by the Colombian govern- 
ment, according to a report last week from 
Consul Soule, at Cartagena, to the Depart- 
ment of Commerce. 

Pearls may be fished for by private parties 
subject to a fee of 10 per cent of the value 
of the pearls to be exported, the value to be 
determined in each case by a board of three 
experts, two representing the government 
and one representing the interested party, 
Payment of the fee is due within 10 days 
of the appraisal, and in any case must be 
paid before exportation will be permitted, 








Employees of Heeren Bros. Co., Pittsburgh, 
Pa., Hold Enjoyable Outing 


PittspurGH, Pa., July 7.—The employes 
of Heeren Bros. Co., held an outing June 
29 on the ground of the Duquesne Canoe 
Club, at Oakmont, on the Allegheny River, 
about 14 miles from Pittsburgh, which was 
very successful from a social standpoint, the 
executives of the establishment being present 
to join in the festivities of the occasion. 

There were 78 of the 100 employes present, 
some not being able to attend, because of 
having made previous engagements or be- 
cause of illness. Dinner was served on the 
grounds, long tables being used for the pur- 
pose. Business was forgotten for the period, 
and all gave themselves over to having a 
good time, 

It was the first outing of a mixed crowd 
that this establishment has given. There 
was plenty to amuse such as rowing, swim- 
ming, base ball and other sports. There 
was no speech making. The company was 
not there to hear speeches but to let them- 
selves loose and the daylight saving plan 
aided materially in prolonging the outdoor 
levity of the occasion. 








Jewelers Gold Bars Withdrawn and 
Exchanged at New York 
(Week Ended July 8, 1922) 

The U. S. Assay Office reports: 


Gold bars exchanged for gold coins. $447,443.34 
. ) w) 

Gold bars paid depositors..........++ 112,969.82 
560,413.16 


Pil 2.248 sot ou es sepa nan sees 
Of this the gold bars exchanged for gold 


coin are reported as follows: 
Exchanges 


Date 
i Cer 
SE RE OR Pe ter ee 42,308.63 
ET SN en een ee 171,532.60 
OI aid Cae g i tousucadie 82,696.44 
A SE cee 87,457.44 
Juls peace 


$447,443.34 











July 12, -1922. 


x <r 


a ae* 
seca te 
"cae a- 


THE JEWELERY’ 


CIRCULAR 





A meeting of the directors of the Na- 
tional Jewelers Board of Trade will be held 
tomorrow (Thursday) at the organization’s 
headquarters, 15 Maiden Lane. 

Jules Schwab, of Jules Schwab & Co., 
importers of Parisian novelties, 377 Fifth 
Ave., returned last week from a _ three 
months’ business trip to Europe. 

The Deman Chain Mfg. Co., 162 W. 34th 
St.. announced last week that hereafter 
George H. Thomas, of Chicago, will repre- 
sent this concern in the middle west. 

Julius Kaufman, of Goodfriend Bros., im- 
porters of pearls and precious stones, 542 
Fifth Ave., arrived in this city recently on 
the steamship -lquitania, after having been 
abroad for two months, 

Louis and Jack Baumgold, of Baumgold 
3ros. & Co., diamond cutters, 71 Nassau 
St., have returned from a yisit to the Euro- 
pean diamond markets. They made the re- 
turn trip on the steamship Homeric. 

Lawrence Gunn Sloan, European director 
of the L. E. Waterman Co., arrived in this 
country on Monday for a short stay. While 
here, he will make his headquarters at the 
offices of the Waterman Co., 191 Broadway. 

F. C. Backus, secretary of the National 
Jewelers Board of Trade, 15 Maiden Lane, 
accompanied by James McDermott, in charge 
of the rating department, have gone to Prov- 
idence, R. I., where they will visit the 
Board’s offices. 

A charter of incorporation was filed at 
Albany, N. Y., last week, by Gildany & 
Rogers, authorizing this concern to make 
jewelry in this city. The capital is $100,000 
and the incorporators are M. J. and G. 
Gildany and J. M. Rogers. 

A. Roseman, 9 Maiden Lane, sailed yester- 
day (Tuesday) on the Lyons for Hamburg. 
He was accompanied by his wife and will 
visit Carlsbad, Antwerp, Amsterdam and 
Paris. Mr. and Mrs. Roseman will return 
the latter part of September. 

Nathan A. Sachs, importer of diamonds, 
9 Maiden Lane, sailed for Europe last Sat- 
urday on the steamship Nieuw Amsterdam. 
Mr. Sachs expects to be abroad about six 
weeks, during which time he will visit the 
European diamond markets. 

S. Pollack, manufacturer of Japanese 
rings and diamond mountings, 73 Forsyth 
St., announced last week that his place of 
business would be closed from July 7 to 
July 21, during which time Mr. Pollack 
will enjoy a vacation in the mountains. 

Otto Goetzke, who was formerly with 
M. B. Bryant & Co. for over 10 years and 
C. Church, who was also with the same 
concern for about 16 years, have engaged 
in business under the firm style of Church 
& Co., 336 Mulberry St., Newark, N. J. 
They will manufacture rings, 

According to an announcement made last 
week, Harry Tropin, manufacturing jeweler, 


356 Grand St., has purchased the shop of 
Leonard Montalto at 2 W. 47th St., where 
he will manufacture diamond platinum 
mountings. Mr. Tropin will still maintain 
his present office at 356 Grand St. 

Irving E, Goldsmith, of Ingomar Gold- 
smith & Co., cutters and importers of dia- 
monds, 180 Broadway, is a passenger on the 
steamship Paris, which sailed for Europe 
last Wednesday. Mr. Goldsmith has gone 
abroad for the purpose of visiting the Eu- 
ropean diamond markets and expects to re- 
main in Europe two or three months. 

The betrothal reception of Miss Rose 
Franklin, daughter of Mr. and Mrs. Isidore 
Franklin, the former of the firm of I. 
Franklin, 106 Fulton St., to Herman Stein- 
berg, was held Sunday evening, July 2, at 
the Hollywood. The occasion was an 
elaborate affair and during supper the guests 
were entertained by a number of operatic 
stars. The jewelry trade was well repre- 
sented by a number of jewelers and there 
were also out-of-town guests. 


According to an announcement made sev- 
eral days ago the Tick Tock Jewelry Shop, 
50 Church St., has been sold out to Maurice 
Ackerstein, who will retain the above trade 
name, Samuel Lyev and Abraham Gilden, 
the former owners, have no further connec- 
tion with the above firm and have dissolved 
partnership by mutual consent. Both Mr. 
Lyev and Mr. Gilden intend abandoning the 
jewelry business and have taken up the 
manufacture of a patent safety gas jet of 
which Mr. Gilden is the inventor. 

Philip Hersch, an old and well-known 
character in the jewelry trade and first 
vice-president of the New York Jewelers’ 
xenevolent Association, will celebrate his 
70th birthday on July 22. Mr. Hersch, it 
might be mentioned, is actively engaged in 
several worthy and well known charitable 
organizations in this city. He is held in 
high esteem by his many friends in the 
trade. A celebration will be held in honor 
of Mr. Hersch’s 70th birthday and will be 
participated in by his many friends. 

Emanuel Jacobson, veteran diamond mer- 
chant, who died recently, left a will made 
March 21, 1921, leaving $375,000 and the 
residuary estate to his wife, Stella Jacob- 
son of 300 West End Ave. The value 
of the estate is not disclosed. He gave 
all his stock in the United Diamond Works, 
Inc., to his stepson, Donald Klopper, and 
left income on $25,000 to his sister, Hattie 
J. Danziger, of 590 West End Ave. 
Mr. Jacobson made minor bequests to rel- 
atives and left $1,000 each to St. Joseph’s 
Hospital and the Society of Concord, 
Syracuse, N. Y., the Jewish Orphan Asylum 
of . Rochester, and the Montefiore Home. 
Mt. Sinai Hospital, Jewish Protectory and 
Hebrew Sheltering Guardian Society of 
New York. 


The Merchants Association of Greater 
New York has been compiling figures for 
several weeks of the various industries lo- 
cated in the five boroughs of the City of 
New York. THE JEWELERS’ CircuLaR pub- 
lished several weeks ago an interesting ar- 
ticle showing the number of establishments 
handling jewelry, diamonds and other kin- 
dred lines in this city. Since then the 
Merchants Association has obtained addi- 
tional figures which indicate that in Brook- 
lyn, there are 57 establishments affiliated 
with the jewelry and kindred lines, employ- 
ing a total of 895 people with a total yearly 
output of $6,813,788. In the Bronx, there 
are five establishments making jewelry and 
kindred lines employing 23 people. The 
total value of the output of these estab- 
lishments is $222,070. 


A semi-monthly meeting of the New York 
Jewelers’ Benevolent Association was held 
recently at Maennerchor Hall, 207 E. 56th 
St. Despite the warm weather, the meeting 
was well attended and considerable im- 
portant business was transacted. At the 
opening of the meeting, it was announced 
that Samuel Elraff, a member of the or- 
ganization, had died. Mr. Elraff had been 
suffering for a number of years with can- 
cer of the throat and recently underwent an 
operation. He was buried on June 20 in the 
organization’s plot at Washington Cemetery. 
He is suivived by a widow and three chil- 
dren. During the meeting there were sev- 
eral interesting reports rendered on the ar- 
rangements being made for the 35th anni- 
versary jubilee. According to the present 
plans, it is expected that this affair will be 
held in one of the large local hotels on Sun- 
day, Feb. 11, 1923. The reports submitted 
indicate that reservations for this affair are 
coming in fast and that they are close to 
the 1,000 mark. The affair promises to be 
one of the largest ever held by any indi- 
vidual organization of its kind in the in- 
dustry. Jt was also reported that for the 
convenience of the members a new and more 
suitable meeting room has been secured in 
the Chatham & Phenix building at 67 W. 
125th St. near Lenox Ave, The meetings 
will be held in this place the second and 
fourth Thursdays of each month. Plans 
for acquiring a club house for the associ- 
ation are fast being completed and it is ex- 
pected that within a few months, the com- 
mittee in charge will acquire a_ building 
suitable for the association’s needs. The 
organization is now issuing each month an 
elaborate four page bulletin, containing 
news items of interest to members of the 
society. 

The Belove Watch Case Co. has opened 
a downtown office in Room 43 at 7 Maiden 
Lane, which is in charge of William Bern- 
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stein. The concern’s factory at 23 E. Broad- 
way has been enlarged. In the future, W. 
H. Lancton will represent the Belove Watch 
Case Co, in the middle and far west. Mr. 
Lancton is also carrying a line of rings for 
Echelman & Brinker. 

George Davidoff has opened a jewelry 
store at 11012 Jamaica Ave., Richmond 
Hill, N. Y. 

It has been announced that Harry Win- 
nick, for the past seven years with Fred 
Kaufman, 80 Maiden Lane, has severed his 
connections with that firm. 

John Facciola & Co., 5920 New Utrecht 
Ave., Brooklyn, have filed a voluntary peti- 
tion in bankruptcy in the United States 
District Court, that Borough. 

Mack Levin, formerly with the Anchor 
Jewelry Co., Inc., has joined the sales force 
of Folmer Prip, 90 Nassau St., and will 
represent them in this city and on the road. 

Nat Godick, foreign buyer for Whitelaw 
Bros., importers of diamonds and makers 
of diamond jewelry, 68 Nassau St., left for 
Europe yesterday (Tuesday) on the steam- 
ship Berengaria. 

Alfred Ganz, representing Hirshorn, Smith 
& Newman, Ine., in Chicago and vicinity, 
has been at the main office at 21 Maiden 
Lane, this city, arranging his stock. Mr. 
Gans left for his territory on Monday. 

The business of Anderson & Sundelin was 
incorporated at Albany, N. Y., last week 
with authority to engage in the jewelry busi- 
ness in this city. The capital is $10,000 and 
the incorporators are E. I. Anderson, A. A. 
Sunderlin and J. Hill. 

Samuel Lenkowsky, of Samuel Lenkowsky 
& Son, importers of diamonds, 71 Nassau 
St., accompanied by his‘ wife, sailed for the 
European diamond markets last Saturday 
aboard the steamship Majestic. Mr. and 
Mrs. Lenkowsky expect to be abroad about 
two months. 

The many friends of Abram Weill, father- 
in-law of Marcus Goldsmid, of the Associ- 
ated Manufacturing Jewelers, 35 Maiden 
Lane, were grieved to learn last week that 
he had passed away. Mr. Weill was buried 
last Friday from his late home at 225 El- 
bertson St., Elmhurst, L. I. 

Involuntary bankruptcy proceedings were 
instituted in the United States District Court 
on Saturday, July 1, against Vincenzo Sarno, 
a jobber in jewelry at 17 W. 42nd St. The 
petitioning creditors are Barrasso & Blasi, 
Inc.. for $250, Union Coral Mfg. Co. $250 
and F. & L. Gentile Co., $238. 








Shortly after 3 o’clock, one morning re- 
cently, a show window in the jewelry store 
of W. R. Kirk, N. 5th St., Steubenville, O., 
was broken with a brick. The thief stole 
Jewelry valued at about $300. The police 
have learned that a suspicious character had 
been loitering around the Kirk store for a 
number of days and are of the belief that 
this man may have committed the robbery. 
The authorities are endeavoring to locate 
him. This is the third time within the past 
few years that Mr. Kirk’s store has been 
visited by robbers. 
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TRADE CONDITIONS 


Newark jewelry factories have been closed for 
the past two weeks for the semi-annual overhaul- 
ing of engines, machinery, etc., and comparatively 
few salesmen have been out since July 1, so that 
altogether it is one of the dullest times of the 
year. Word received from salesmen who are out, 
however, and reports from other sources during 
the past ten days, have caused the jewelry manu- 
facturers of Newark to be mote optimistic than 
they have been. While there has been no im- 
mediate improvement in conditions, it is more 
generally felt than heretofore that with the open- 
ing of the new season’s business there will be 
a decided turn for the better. Salesmen report 
stocks low on the kind of goods that retailers have 
the greatest demand for, but because many re- 
tailers are overstocked with diamonds and certain 
high-priced stock that is not moving fast, the re- 
tailers have put off holiday stock purchases as 
long as possible. With increased volume of busi- 
ness in many lines it is felt that a larger demand 
for jewelry may confidently be expected, and that 
this will very soon result in larger orders for the 
manufacturing jewelers. 





E. Betz, of Newark, has been issued a 
patent on a razor blade holder. 

Arthur M, Theurer and his wife are en- 
joying their vacation with Dr. Otto Seibert 
in Cincinnati. 

Curtis R. Burnett, of the American Oil 
& Supply Co., presided at the Fourth of 
July exercises held at the City Hall. 

E. S. Astley has returned from a trip 
south in the interest of Champenois & Co., 
manufacturing jewelers at 50 Walnut St. 

Fred M. Van Houten left Monday for a 
trip through the middle west in the interest 
of Kohn & Co., manufacturing jewelers at 
Camp and Orchard Sts. 

The Aronson Novelty Co. is the trade 
name filed for the fraternal jewelry business 
conducted at 138 S. 14th St. by Harry J. 
Aronson of the same address. 

Oscar W. Kohn, of the jewelry manu- 
facturing concern of Kohn & Co., Camp and 
Orchard Sts., and his wife are enjoying the 
month of July camping at Heald Pond, Me. 

Otto Goetzke, who was formerly with 
M. B. Bryant & Co. for over 10 years, has 
engaged in business with C. Church, who 
was also with M. B. Bryant & Co., over 
16 years. They will trade as Church & 
Co., 336 Mulberry St., and will manufacture 
rings. 

Mr. and Mrs. Harry C. Larter, of 605 
Mt. Prospect Ave., will leave early in Au- 
gust for Sebec Lake, Me., where they will 
enjoy the remainder of the Summer. They 
will be accompanied by their daughters, the 
Misses J. E. Larter, Martha Larter and 
Susanne Larter, arid by one of their sons, 
Robert Larter. 

George A. Allsopp, of Allsopp Bros., man- 
ufacturing jewelers at Camp and Orchard 
Sts., and also a member of the Newark 
3oard of Education, was a member of the 
committee in charge of the joint outing of 
the Universalist Church of the Redeemer, 
the First Congregational Jube Memorial 
Church and the First Christian Church of 
Irvington, to Asbury Park, representing the 
Universalist Church. 

Incorporation papers have been filed for 
the Permanent Industrial Exposition, Inc., 
whose offices are at 800 Broad St. The au- 
thorized capital is 7,500 shares of common 
stock without par value, and 15,000 shares 
of preferred stock to the amount of $1,500,- 
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000 at $100 per share. The incorporators 
are Louis V. Aronson, Corbett McCarthy 
and Alexander Harris, each of whom are 
recorded as having taken four preferred 
shares and 10 common shares. The object 
for which the Exposition was incorporated 
is to conduct a permanent industrial exposi- 
tion, exhibit and displays of goods made in 
Newark, of such value and interest as to 
attract buyers and sellers. It is proposed to 
erect a building at an estimated cost of 
2,000,000 to house the exhibits. The site 
it is hoped may be secured is on S. Broad 
St. opposite Lincoln Park and measures 400 
by 200 feet. It is part of the site purchased 
at the time of the 250th anniversary of the 
founding of Newark for a proposed memo- 


‘rial building. The plans for the memorial 


building did not materialize and the city has 
been in possession of the property ever 
since. An effort is now being made to have 
the city sell the site at auction. If this is 
done the new exposition company will try 
to bid it in, 
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Mr. and Mrs. Frank Ehrenfried and Mr. 
and Mrs. Alfred O. Bald returned to Buf- 
falo on Thursday from the State convention 


at Saratoga Springs. Mr. Ehrenfried is the 
new chairman of the committee on resolu- 
tions, while Mr. Bald begins his ninth term 
as secretary. 

John J. Diebold, Jefferson Ave., jeweler, 
received the condolences last week of busi- 
ness associates in the loss of his father, Jo- 
seph Diebold, who died on July 3 in his 68th 
year. He was born in Germany and came 
to this country in 1872. He had been in 
declining health for the past two years. 

An automobile driven by Clayton Bennett, 
of Cuba, N. Y., dashed over the sidewalk 
in Union St., Olean, on the afternoon of 
July 3 and ran into a showcase in front of 
the J. M. Harris jewelry store. The case 
was wrecked. The driver was arrested, but 
released upon payment of the damages. 

Charles G, Oecelheim, of the Leininger- 
Oelheim Co., accompanied by his wife, left 
Friday night for a trip to western Canada, 
which he expects will take him as far as 
Winnipeg, Man. He expects to be away for 
three weeks, the bulk of which time will be 
enjoyed in fishing in Eagle Lake, in the 
Rainy River district of northern Ontario. 

Detectives Maloney, Fallon and Bower 
last week received a check for $100 from 
the Jewelers Security Alliance as a re- 
ward for recovering several hundred dollars’ 
worth of jewelry stolen from the store of 
Charles M. Jerge, 2184 Fillmore Ave. A 
negro convicted of the robbery was sentenced 
recently to serve five years in Auburn 
penitentiary. 

L. M. Campbell, one of Canandaigua’s 
leading jewelers, and president of the Busi- 
ness Men’s Association in that city, is taking 
an active part in arranging for a “Golden 
Rule” picnic which the association will hold 
late this month. The event will be held in 
connection with a series of “Golden Rule” 
sales being staged by the association and is 
for the purpose of promoting good fellow- 
ship between local merchants and rural resi- 
dents. 











THE JEWELERS’ CIRCULAR 






























The Claim 


One of the jewelry monthlies in its last issue published a 
statement that 35% to 40% more advertisers used that 


publication. 
The Facts 


During the last six months, January to June, inclusive, 


619 Advertisers Used The Jewelers’ Circular 
432 Advertisers Used The Monthly 


Over 43% More Individual Advertisers Use 


The. Jewelers’ Circular 


as a medium for their announcements to the trade. 


The overwhelming preference of these advertisers for 
THE JEWELERS’ CIRCULAR and the fact that many 
of them use THE JEWELERS’ CIRCULAR exclusively 
clearly indicate that the majority of advertisers who wish 
to reach the jewelry trade give first choice to a weekly pub- 
lication. 

Benefit by the experience of the majority of advertisers 
in this field—keep your house before THE JEWELERS’ 
CIRCULAR readers with steady week after week 
advertising. 


In volume of advertising THE JEWELERS’ CIRCULAR for 
many years has published more advertising than the six monthly 
jewelry journals COMBINED, and nearly three times as much as 
any one of them. 


Here are the figures for the last six months: 


The Jewelers’ Circular 2653 Pages of Aidienticien. 
The next largest paper 978 Pages of Advertising. 








The Jewelers’ Circular 


The one big medium between the buyers and sellers in the 
jewelry trade. 
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stock of Hinote & 


The damage to the 
Bell, jewelers’ supplies, Union St., occasioned 
by the recent fire in their establishment, 
has been fixed at $2,500, caused mostly by 


water. The firm will resume business at 
once at the old stand. 

Ben Barnett, one of the old-time jewelers 
on Poydras St., is renovating and otherwise 
giving his beautiful store a general over- 
hauling. Mr, Barnett’s establishment is one 
of the handsomest in the city, and he takes 
pleasure in maintaining it in that condition. 

A convention of the Louisiana State Re- 
tail Jewelers’ Association has been called 
for Aug. 16 and 17 in New Orleans, where 
it was held last year. Henry Hausmann is 
president and Joe Miller, secretary. Indica- 
tions are that there will be an unusually 
large attendance. 

2. Mattes, department manager, also 
secretary of Leonard Krower & Son, who 
was critically ill for the past few weeks 
has returned to his desk. The various 
travelers of Mr. Krower’s establishment are 
completing their lines and will start shortly 
on their Fall trip. 

The beautiful loving cup presented by the 
New Orleans Daily States as the first prize 
in the Bathing Revue at Spanish Fort on 
July 3rd, was specially manufactured for 
that event by Coleman FE, Adler, Canal 
St. jeweler. It is exquisite both in design 
and finish, and is said to be one of the hand- 
somest of its kind ever produced in this 
city, 

M. Dorenfield, for many years connected 
with the firm of Leonard Krower & Son, 
Inc., has tendered his resignation which 
took effect July 1. Mr. Dorenfield intends 
going into the novelty business for his own 
account. Luke Rawls, formerly represent- 
ing a Chicago house, has accepted the posi- 
tion with Leonard Krower & Son, Inc., to 
travel through the State of Texas. 

E. A. Mugnier, manager of W. E. Taylor 
Co., Inc., 115 Exchange PI., has returned 
from an extended trip through Texas and 
the border States. He reports business 
fairly good in spite of recent floods, which 
have done much damage in the Rio Grande 
valley. There the cotton crop growth has 
been greatly retarded, but planters expect to 
recover to a considerable extent although 
the crop will be both late and short this 
year. In center Texas, Mr, Mugnier finds 
conditions different. The crops are fine and 
large, and there is every manifestation of 
a fine I’all business. 

Hausmann, Inc., encourages its employes 
to invest their surplus earnings in homes 
and renting property, and that they have 
been doing this the following will show: 
Emile Bernard, manager of the sales de- 
partment of Hausmann’s establishment, for 
instance, has purchased a fine piece of prop- 
erty, 50 by 120 feet, on Napoleon Ave. near 
Broad St., one of the handsomest residential 
thoroughfares in the city, upon which he has 
begun the erection of a duplex apartment 
which will be ready for occupancy Oct. 1. 
He will occupy a part of the building him- 
self, leasing the remaining part. Joe 
Hecker, salesman for the Hausmann’s, hav- 
ing bought some lots on Pine St., near 


THE JEWELERS’ 


Zimple St., is building a duplex thereon 
for renting purposes. Henry Wasgowski, 
credit manager in the same establishment, 
has purchased a piece of ground adjoining 
the Hecker property, upon which the owner 
wili construct a duplex to be in readiness 
for occupancy by October. William Pohl- 
man and Thomas McAuly, employes, also 
of the Hausmanns, have bought ground on 
Upperline and Minturn Sts., and will build 
thereon during the early part of next month. 








Canton, O. 





TRADE CONDITIONS 

A general improvement in the jewelry industry 
in the Canton district is reported by jewelers, fol- 
lowing a survey made the past week by_a repre- 
sentative of. THE JEWELERS’ CIRCULAR. June nat- 
urally an active month proved exceptional for the 
trade this year and in some instances stores report 
twice the volume of business this year compared 
tc the same month a year ago. Diamonds are 
moving better than in many months and sales are 
more frequently. Watches are active, especially 
women’s white gold timepieces. Crystal and silver- 
ware are making big gains. Collections are re- 
ported better and industrial plants continue to 
operate on capacity schedules, each week seeing 
more factories in operation. 


Otto Jackson, watch repairer and jeweler, 
has opened a shep in Cleveland Ave. SW. 

Unusually attractive window displays were 
featured by the leading downtown jewelers 


last week in observance of July 4th. All 
shops closed Independence Day. 
J. E. Kay, recently conducted a most 


successful auction at the store of the Suran 
& Sanes Jewelry Co., Youngstown, O. He 
is a State licensed and bonded auctioneer. 

Effective July 1, jewelry stores of Canton 
now close at 5 p. M. This policy will hold 
good during the months of Ju'y and August. 
Stores will remain open on Saturday even- 
ings until 6 P. M. 

Smith & Eggli, have succeeded the 
owners of the Sharer jewelry store at Alli- 
ance, O. Guy Smith is now optometrist in 
this shop and has one of the most com- 
modious sections to be found in the city. 

The Marion Art and _ Pottery Store, 
Marion, O., opened Saturday on W. Center 
St. The new shop will deal exclusively in 
pottery ware, gifts and some jewelry and 
will be under the management of E. R. 
3arnhouse, Marion, 

C. A. Post, well known Canton jeweler 
who for many years conducted a shop in 
Tuscarawas St. E., on July 10 opened 
a larger and more up-to-date store uptown 
in Court Ave. NW. He plans the addition 
of an optical department. 

J. A. Zang, Alliance, O., was named treas- 
urer of the Alliance Merchants Association, 
at a recent meeting held in the Chamber 
of Commerce. <A _ progressive policy will 
be instituted by the board. A social com- 
mittee has been appointed to work out a 
better business campaign, 

Frederick Morgan, whose effort failed to 
establish at Akron, O., a second floor jewelry 
and gift shop, is now identified with a prom- 
inent Cleveland, O., jewelry house. He is 
well known to the trade in the Canton, Akron 
district and for many years was associated 
with the Walter H. Deuble jewelry house 
at Canton, O. 

Articles of historical interests were dis- 
played in jewelry shops at Marion, O., last 
week in connection with Marion’s centennial 
celebration, Included in the various displays 
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were approximately 53 collections of Marion 
County Indian relics, owned by different 
Marion County residents and said to contain 
approximately 15,000 specimens. 

E. T. Cusack, Canton jeweler, now at his 
new location 2nd St. and Cleveland Ave, NW 
reports his business in June showed a gain 
of 200 percent over June in 1921. His new 
shop is attractive, N. A. Jacoby has been 
installed as optician. His section is very 
attractive and workshops of both the optical 
department and jewelry section are complete. 

Incorporation papers have been granted the 
Rubin & Fredland Co., Canton, capitalized at 
$10,000, with Leon Rubin and Anna Rubin, 
both of East Liverpool, O., as the incorpor- 
ators. It is announced that Mr. Rubin and 
his partners have acquired the stock and 
fixtures of the Merritt Jewelry Co. in the 
Courtland Hote! building, and also has pur- 
chased a lease at 333 Market Ave. N where 
on Aug. 1, he will open a first class jewelry 
and art shop. This store will be located in 
Canton’s busiest downtown retail district and 
is the third jewelry store to move north on 
Market Ave. in the past few months, The 
Merritt store has been in existence for the 
past two vears and has been under the 
management of W. L. McQuiston, who it is 
understood will be retained by the new 
owners. Mr. Rubin expects to complete all 
details for the store opening this week. 








Notes from West Virginia 


John Stortz has sold his jewelry store on 
Main St., Point Pleasant, W. Va., to his 
son, Leo Stortz. 

Opposition to the proposed American 
Valuation plan as embodied in the Fordney 
tariff bill on the ground that it will in- 
crease the present high cost of living was 
expressed by the West Virginia Retail Mer- 
chants Association in resolutions adopted 
at their annual convention here, held recently 
at Huntington, W. Va. 

The interests of E. F. Randolph in the 
Randolph & Aukenthaler jewelry store on 
Second Ave., Williamson, W. Va., have peen 
purchased by Richard Aukenthaler. The 
store was the result of a merger three years 
ago, Mr. Aukenthaler having opened a store 
in Williamson in 1914 and Mr. Randolph 
in 1897, the Randolph jewelry store being 
one of Williamson’s first business enterprises, 
Mr. Randolph will devote his time to his 
other interests. 








Report from Moscow Journal on Russian 
Gold and Silver Standardization 


Lonvon, June 30.—A Moscow journal says 
that the project of a decree on the standard- 
ization of gold and silver has been adopted. 
According to the project the production of 
gold and silver; and also the possession of 
precious metals and trading in them is 
premitted everywhere within the frontiers of 
the Russian Republic. 

The Assay control will be organized by 
the Financial Department which will form 
a body for the purpose, The project pro- 
vides for the following standards: for arti- 
cles in gold 56: 72: 8&2: 92 and 94; for 
articles in silver, 76: 84: 88: 91: and 95. 
False marking of metals and also the owners 
of shops where falsely marked goods are ob- 
served will be subject to legal proceedings. 
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A RELIABLE THIN WATCH 


ILLINOIS WATCH COMPANY 


SPRINGFIELD 


Plinvis 


“The Last Word in Quality” 


THIS HANDSOME, EXTREMELY THIN, 21 JEWEL 
HIGH GRADE MOVEMENT IS ADJUSTED TO 
TEMPERATURE, FIVE POSITIONS & ISOCHRONISM. 


FURNISHED ONLY IN 14k SOLID GOLD CASES. 


To the consumer $150.00 to $200.00 


ILLINOIS WATCH COMPANY 


SPRINGFIELD 
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Chicago Notes 


Ben Hirsch, Heyworth building, is in St. 
Louis this week visiting with his family. 

C. E. Pettit, Chicago manager for B. A. 
Ballou & Co., is enjoying a couple of weeks 
resting in Michigan, 

William E. Clow, Columbus building, is 
visiting with friends at Mount Vernon and 
Canada for three weeks. 

Marshall Pierce, of the Block-Weinfeld 
Co. passed the last week in Milwaukee, 
visiting with friends and resting. 

Charles E. Howes, of E. L. Logee & Co., 
is passing a couple of weeks with his family 
at Lake Poygan, Wis., resting and fishing. 

Rud Noel, Columbus building, is enjoying 
his week-ends fishing in the northern woods 
of Wisconsin. 

Ernest Block, of the Louis Stern Co., re- 
turned to Chicago last week, after passing 
the last three weeks in the east visiting with 
relatives. 

Charles Borchers, Heyworth building, mo- 
tored with his family last week to Daven- 
port, Ia., to enjoy a few days there visiting 
with friends. 

Franklin Meyers, of Rasmussen & Meyers, 
motored with his family to Little Rock, 
Ark., where he will enjoy a month visiting 
with his son. 

All 10 representatives of the C. H. 
Knights-Thearle Co., are in Chicago for a 
week getting their lines ready before start- 
ing out on their Fall trips. 

Joseph T. Brennan, of Buss-Lithicum & 
Thorson, left last week on a business trip 
to the Pacific Coast and expects to be gone 
for an indefinite time. 

Jack Spector, diamond merchant, Colum- 
bus building, is enjoying a much-needed rest 
at Ottawa Beach. He expects to return to 
Chicago in about a week. 

C. H. Spencer, vice-president of Norris, 
Alister-Ball Co., left last week for Three 
Lakes, Wis., to join Mrs. Spencer. He ex- 
pects to enjoy a week there resting. 

Robert M. Shipley, of the Vail Jewelry 
Co, Wichita, Kans., passed through Chi- 
cago last week on his way home from the 
cast, where he was visiting the markets, 

W. N. Brooks, Columbus building, left 
last week for northern Ohio, to join his 
family who are visiting at the old home of 
Mr. Brooks, He will be gone for a month. 

Milton Pence, 401 Heyworth building, left 
last week with his wife to motor through 
Wisconsin. He will be gone for two weeks 
and will stop at several of the lakes to fish. 

Louis H. Green, Chicago manager for the 
Charles E. Hancock Co., returned recently 
from a four-weeks’ trip through the south. 
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He reports having had a very successful 
trip. 

E. J. Brown & Co., manufacturing jewel- 
ers, have moved from the 14th floor of the 
Masonic Temple to room 806 Columbus 
building, where they have considerable more 
space. 

P. N. Nelson, of Nelson, Spencer & Co., 
has returned from a four weeks’ business 
trip through the south and west and reports 
he found business good and conditions great- 
ly improved. 

H. M. Teeple, Chicago manager for Fer- 
rero, sailed last week on the steamship 
Grant to visit his factory in Geneva, Swit- 
zerland. Mr. Teeples expects to remain 
there for about a month. 

A. Russell, president of the J. C. Herkner 
Jewelry Co., Grand Rapids, Mich., passed 
through Chicago last week on his way home 
from southern Illinois, where he passed a 
week visiting at his farm. 

C. R. Damuth, of Red Field, S. Dak., 
visited many friends in the trade here last 
week en route home from Toronto, where 
he went for a couple of weeks and attended 
a meeting of the Kiwanis Club. 

Berny Drach, of Block-Weinfeld Co., left 
recently on a four weeks’ business trip 
through Michigan. Harry Lossau, of: the 
same firm, also left last week for a nine 
weeks’ trip through his western territory. 

Miss Jennie Jackson, silverware buyer for 
The Emporium, San Francisco, passed the 
last week in Chicago, visiting friends and 
calling on the markets, en route to the east, 
where she will remain several weeks looking 
over the markets. 

Lawrence Lester Yanpolski, diamond 
broker, has taken out his citizens papers 
here and is now a full-fledged American. 
He has also changed his name to Lester 
Lawrence, and has opened an office in room 
506 Columbus building. 

E, I. Imhoff, Heyworth building, has re- 
signed his position with the Mason Box Co., 
of Providence and Attleboro Falls, and no 
longer represents this concern. Mr. Imhoff 
represented this line in connection with the 
R. & G. Co., of Attleboro. 

Goldsmith Bros., manufacturing jewelers, 
who have been located at 803 W. Madison 
St. for the past three years, moved last week 
to room 1507 Heyworth building, where they 
have approximately the same amount of 
space, but are more centrally located, 

Ed. Cohn, of A. H. Cohn, returned last 
week from a seven weeks’ trip to the Pa- 
cific Coast, and Abe Green, of the same con- 
cern, also returned from an extended trip 
through Texas. Both report business fairly 
good and conditions very encouraging. 
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M. W. Silverberg, of Stein & Ellbogen 
Co., returned from a motor trip through 
Michigan. He was for a week at Whitehall, 
putting in the entire time fishing, which 
proved to be very unsuccessful as far as the 
fishing went, as he was unable to land even 
a small fish. 

A lawn party was thoroughly enjoyed by 
the entire force of L. H. Schafer & Co., 
which was given by Mr. Schafer at his home 
at Lombard, IIl., on Thursday evening of 
last week. Mr. Schafers’ cherry orchard 
proved to be one of the most interesting fea- 
tures of the party. 

C. F. Baumrucker, of Jones & Baum- 
rucker Co., returned last week from Beaver 
Lake, Wis., where he motored to enjoy the 
week-end with his family. G. A. Arbogast, 
also of this concern, returned recently with 
his wife from a short pleasure trip to some 
of the lakes in Wisconsin. 

Friends of G. Reinert, of the Norris, 
Alister-Ball Co., will be pleased to learn 
that he is getting along very nicely, but will 
not be able to leave the hospital for some 
time. Mr. Reinert received a fractured skull 
and several bruises while riding in a Yellow 
cab, which was hit by another machine at 
63rd and S. Park Ave. Mr. Reinert is con- 
fined at the Washington Park Hospital. 


Announcement was made last Monday by 
Mr. and Mrs. Harry J. Kusel, of Chicago, 
that their daughter, Miss Lea Kusel, will 
be married to Sidney Cohn, son of A. H. 
Cohn, wholesale jeweler, located in the 
Heyworth building, on Thursday evening, 
Aug. 3, at the Webster Hotel. Mr. Cohn 
is associated with his father in business and 
has called on the trade outside of Chicago 
for the past two years, and in that time has 
made a host of friends. 


O. J. Sehnert and G. E. Trebing will re- 
sign their positions with Moore & Evans 
this month to establish themselves in the 
wholesale and mail order jewelry business. 
They have been successful in securing a 
desirable location on the fourth floor of the 
Heyworth building and will be open for 
business about Aug. 1. The name.of the 
firm has as yet not been decided upon, but 
it is thought it will be known as Sehnert & 
Trebing. 3oth Mr, Sehnert and Mr. 
Trebing are well known in the trade, Mr. 
Sehnert having been associated with Moore 
& Evans for the past 20 years, and was in 
charge of their manufacturing department. 
Mr. Trebing has been connected with Moore 
& Evans for the past 26 years and has been 
their general manager for many years. 
Good luck and best wishes of the entire 
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trade are extended to both in their new 
undertakings. 

Emil Noel, accompanied by his family, left 
last week for a month’s rest at Colorado 
Springs. 

I. Bach, of Bach & Co., returned to his 
desk last week after a couple of weeks’ rest- 
ing in southern Michigan. 

G. Fred Perry, of the Ford-Perry Co., 
returned to Chicago last week, after a month 
in the east visiting the factory. 

F. N. Whitney, of the Hadley Co., is 
calling on the trade through the south and 
will be back here in about a week. 

Einar Nelson, 37 S. Wabash Ave., re- 
turned from a short rest to Oconomowoc, 
Wis., where he motored with friends to fish. 

Lorin Lossau, of the Hart Jewelry Co., 
left last week with his father for Pelician 
Lake, to enjoy a couple of weeks resting 
and fishing. 

Charles P. Crane, of Crane & Purdy, ac- 
companied by his mother and sister, is visit- 
ing all the places of interest west to the 
Pacific Coast, 

The Deman Chain Mfg. Co., New York, 
announced last week that hereafter George 
H. Thomas, of this city, will represent the 
concern in the middle west. 

H. F. Taber, secretary-treasurer of the 
Norris, Alister-Ball Co., returned from a 
short visit to his Summer home in northern 
Michigan, where he enjoyed a rest. 

Sympathy was extended to W. A. Kauff- 
man by the trade last week on account of 
the death of his father, who passed away on 
July 5, after an illness of seven weeks. 

F. J. Spellman, south and western repre- 
sentative of the Towle Mfg. Co., and O. F. 
Samuelson, Pacific Coast representative, left 
last week on an extended trip over their re- 
spective territories. 

Charles Van Vliet, manufacturers’ repre- 
sentative who enjoyed the past two months 
visiting with relatives in Germany, arrived 
in Chicago last week and reports having 
had a very wonderful time. 

Joseph Brown, of Joseph Brown & Co., 
428 S. Wabash Ave., and Benjamin Roth 
have formed a partnership under the name 
of Roth & Brown, and will conduct a large 
wholesale and retail jewelry business in 
suite 607 Mallers building. 

Among the visitors in Chicago last week 
were: Jack Pugh, of Pugh Bros. Jewelry 
Co., Pittsburgh, Pa.; A. Rovelstaad, Sr., 
Elgin, Ill.; Mr. McFadden, of McFadden- 
Armstrong Co., Toledo, O.; Ed. Williams, 
Bloomington, Ind.; William Keulman, An- 
tioch, Ill. 

Miss Sadie Monyek, of Ziething & Co., 
Newark, accompanied by a friend, passed 
through Chicago last week en route to Yel- 
lowstone Park, where they expect to remain 
for a couple of weeks’ resting. While here 
Miss Monyek visited Victor B. Hume, who 
has charge of their Chicago office. 

Howard C. Rowbotham returned last week 
from the east, where he had just completed 
arrangements with Berland & Schanfein, 
ring manufacturers of New York city, and 
the Long & Koch Co., manufacturer of gold 
jewelry at Newark. Mr. Rowbotham has 
also moved his office into room 401 Hey- 


THE JEWELERS’ 














worth building, where he has better facili- 
ties to handle his new lines. 

Word was received at the Chicago office 
of the A. Wittnauer Co. that H. A. Schulze, 
representative of this concern, is confined at 
the St. Anthony Hospital at Rockford, and 
will have to have his tonsils removed. Mr. 
Schulze was calling on the trade in Rock- 
ford when he became ill and it was neces- 
sary for him to go to the hospital. 

H. L. Schroeder, recently employed by M. 
A. Mead & Co, to represent them through 
the central west territory, returned his sam- 
ples last week from Columbus, O., with a 
letter stating that upon advice from his 
physician he would have to take an imme- 
diate rest to avoid a nervous breakdown 
such as he suffered some years ago. 

A bandit recently came to grief on his 
second job in Chicago. While attempting 
to hold up the restaurant of Angelo Markos 
at 2407 N. Halsted St., he was shot and 
killed. Earlier in the day he called at the 
store of Max Klein, 2449 Lincoln Ave., The 
Lincoln Loan Bank, and succeeded in carry- 
ing away about $400 in cash and $600 in 
diamond jewelry which had been left as 
pledges. During the holdup, he had double 
this amount of jewelry in his possession, 
but heeded the plea of Klein that most of 
this jewelry belonged to very poor people 
and he agreed to take only half. Two other 
men captured at the time he was shot had 
some of the jewelry with them and one of 
the rings was on the dead bandit’s hand. 
Police and detectives have recovered all of 
the jewelry and jt is believed most of the 
cash will be returned. 








Canada Notes. 





The National Silverware Co., Liberty 
Silverware Co., Eastern Silverware Co., 
and Brown Optical Co. are registered at 
Montreal. 

George S. Porte and David H. Porte of 
Sydney, N. S., doing business under the 
style of the Eastern Jewelry Co., have as- 
signed to the Canada Permanent Trust Co. 

J. H. Walker Ltd., of Toronto, has been 
incorporated with $20,000 capital to manu- 
facture jewelry, fancy goods, etc. James H. 
Walker, Georgina F. Walker and Donald 
E. Henry are provisional directors, 

The increasing popularity of platinum 
jewelry resulting in the placing on the mar- 
ket of imitations and goods plated with 
platinum, which the public cannot distin- 
guish from the genuine article, has drawn 
the attention of the trade to the necessity 
of amending the Marking Act so as to in- 
clude platinum goods, When the act was 
passed requiring gold and silver articles to 
be marked so as to show the quality of the 
goods, platinum was but little used for the 
manufacture of jewelry, but there is now 
every reason why it should be placed on 
the same footing as regards marking as 
gold and silver. It is understood that the 
trade will ask for legislation to that effect 
at the next session of parliament. 








The front part of J. E. Cohen’s jewelry 
store at Steubenville, O., has been completely 
remodeled. The display windows have been 
made smaller and in this manner the space 
in the store has been greatly increased. 
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George Hale, for years with the Meyer 
Jewelry Co., has opened a retail store at 15th 
and Genesee Sts. 

John Kelly, of the Edwards, Ludwig, Fyl. 
ler clock and silver department, is making g 
trip through Missouriiand Kansas. 

George H. Edwards, of the Edwards, Lud. 
wig. Fuller Jewelry Co., is touring in Estes 
Park. He made the trip there by automo. 
bile. 

Herbert Reichman, of the Reichman Bros, 
Co., New York, was recently in Kansas 
City. He reports that business is better 
throughout the territory. 

The S. E. Dunn Jewelry Co, has discon. 
tinued its 12th and Wyandotte Sts. store 
and will concentrate all its business in the 
store at 12th St. and Broadway. 

Travelers for the Woodstock-Hoefer 
Watch & Jewelry Co, are starting out on 
the road, after their June vacations. In ad- 
cition to taking their vacations, the travelers 
did their restocking. 

Visitors in this territory in the last week 
were: Herman Tholen, Hays, Kans.; Mr, 
Roberts, of Hester & Roberts, of Lawrence, 
Kans.; G. W. Sourk, Goff, Kans.; W, E. 
Crellin, Chillicothe, Mo.; M, J. and M. C. 
Inerney; C. W. Mitchell, of the Mitchell 
Jewelry & Music Co., Carrollton, Mo.; Gene 
Weber, Lexington, Mo. 

The Hoefer Jewelry Co.’s traveling force 
left Monday to cover its territory. The 
group is made up this year of L. J. Baker, 
covering Kansas and Oklahoma; E. W. 
Locke, Iowa, Kansas and Missouri; “Gene” 
Whitehead, Nebraska, Colorado, Wyoming 
and South Dakota; J. G. Hoylar, Texas, 
Louisiana, New Mexico and Arizona, 

Jewelry buyers here are counting on the 
business which the Priests of Pallas cele- 
bration this Fall will bring them. The 
Priests of Pallas parade was given each Fall 
for many years. Several years ago it was 
discontinued, but it will be given again this 
Fall, and will, it is thought, bring a good 
deal of additional business to the city. 

The Jaccard Jewelry Corp. has made the 
trophies for the Men’s Amateur Champior- 
ship Tournament of the Kansas State Golf 
Association to be held at Fort Leavenworth 
from July 18 to July 21. Several large cups 
were made, among them the championship 
cup, the sunflower cup, the Fort Leaven- 
worth cup and the consolation cup. These 
are on display in the Jaccard company’s 
windows. 

J. H. Mott, of the J. A, Mott Optical Co, 
is the second optometrist of the city to close 
his office on Saturday afternoons. He began 
this plan on Saturday, July 8. It has been 
definitely decided to do this during July and 
August, and if satisfactory to continue 
throughout the year. Mr. Mott feels that 
help should have recreation. In order ‘0 
accommodate workers, the store is now ope 
at 8 o'clock in the morning. It is closed at 
5 o'clock. There is some talk that other 
optometrists of the city will also close 
Saturday afternoons. 








The Schaefer Jewelry Co., 502 Ligget 
building, Detroit, Mich. has been mcor 
porated with a capital of $10,000. 
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Robert Nichols, of Gottfredsen & Nicoll, 
Kenosha, Wis., visited the offices of the E. 
H. Warnke Co., Milwaukee manufacturing 
jewelers, last week, 

Announcing his intention to enter the 
jewelry business at Rochester, Ill., Homer 
Pierce, former manager of the co-operative 
store at Peshtigo, Wis., has resigned and 
moved to the former city. 

Mrs. Angeline Theleman, mother of Fred 
J. Theleman, manufacturing jeweler, Man- 
hattan building, Milwaukee, died last week 
at Roosevelt Hospital. Funeral services and 
interment were held at Milwaukee, 

Beaver Dam, Wis., jewelers displayed in 
their windows the trophies awarded by the 
local post of the American Legion for the 
Fourth of July parade. The loving cups 
were manufactured by the jewelers, who 
acted as officials in the awarding of prizes. 


A jewelry store and residence building is ' 


under construction at Muskego Ave. and 
Mitchell St., Milwaukee. The building will 
be of brick, one story, and 27 by 64 feet. 
Architect W. F. Neumann is in charge of 
the plans. The owner’s name has been with- 
held. 

John Salick, of the Salick Jewelry Co., 
Watertown, Wis., and Miss Marie Callahan, 
Columbus, Wis., were married this week at 
Columbus. Mr. Salick is the junior mem- 
ber of the Salick Jewelry Co. and is well 
known among the jewelers of southern Wis- 
consin, 

J. M. Bostwick, 84-year-old pioneer jewel- 
er, president of the Bostwick Jewelry Co., 
Kenosha, and president of the Wisconsin 
Chair Co., is reported rapidly convalescing 
from a serious operation. Mr. Bostwick, 
notwithstanding his advanced age, has al- 
ways been active in business and this week 
visited the trade in Milwaukee as evidence 
of his recovery from his recent sickness. 

The Retail Merchants’ Board of the Fond 
du Lac Association of Commerce plans to 
make automobile trade tours during August 
through Fond du Lac territory. Literature 
will be distributed, boosting the Fond du 
Lac county fair. Practically all the retail 
merchants of the city will accompany the 
association on the trade tours. Leading 
jewelers have signified their intention of 
entering the tour, 

H. E. Stouthamer, jeweler, is a member 
of the board of directors of the Upper Third 
Street Savings and Loan Association, Ber- 
lin Arcade, 308 North Ave., Milwaukee. 
This week the association was granted a 
charter by Marshall Cousins, State banking 
commissioner, to conduct business under a 
capitalization of $5,000,000. Prominent 
jewelers of the Upper 3rd St. district are 
members of the association. 

More than 200 hundred boys left Milwau- 
kee, July 4, for Sturgeon Bay, Wis., to pick 
cherries in the David Goldman orchards in 
Door county. Captain Carl Brosius, of St. 
John’s Military Academy, accompanied the 
boys and is in charge of the camp. Last 
year the Goldman orchards yielded 25,000 
crates of cherries. David Goldman is presi- 
dent of the David Goldman Co.., Inc., one 
of Milwaukee's leading jewelry houses. 
Milwaukee jewelers, members of the Up- 
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per 3rd St. Advancement Association, in 
bannered automobiles, boosting the city and 
the association, drove to Hilgren Spring 
Park, Cedarburg, Wis., for the annual out- 
ing and picnic of merchants on Upper 3rd 
St., Milwaukee. Prominent jewelers, of- 
ficers of the association, addressed the meet- 
ing at the annual dinner served at the 
springs. A ball game and other athletic con- 
tests featured the afternoon’s entertainment 
program. 

Postal receipts at Milwaukee scored a 
larger increase over those of a year ago 
than any other monthly increase in the his- 
tory of the Milwaukee post office. Last 
month’s receipts amounted to $331,126, 
whereas those of the same month in 1921 
aggregated $270,995. This was an increase 
of 23 per cent. Postmaster Frank B. 
Schultz ascribes the increase to the fact that 
general business is improving, which tends 
to increase the amount of parcel post par- 
ticularly. 

A sharp rap at United States senators fa- 
voring the McCumber tariff bill, who have 
charged that merchants are opposing the 
tariff bill in an effort to obtain cheap for- 
eign-made articles through importers, is con- 
tained in a letter filed at Washington with 
Wisconsin representatives by Albert T. 
Freidman, president of Edward Schuster & 
Co. department stores, Milwaukee. The 
Milwaukee merchant’s letter of protest was 
called forth by speeches last week delivered 
by Senator McCumber, North Dakota, and 
Senator James E. Watson, Indiana. 

Fred J. Theleman, manufacturing jeweler 
of Milwaukee, located in the Manhattan 
building, has purchased the entire stock of 
platinum and white gold mountings from 
Charles Kuesel, who recently retired from 
business in this city to make his home in 
California. Mr. Kuesel was an exclusive 
wholesaler of diamonds, pearls and mount- 
ings, located in the Enterprise building, ad- 
joining Kuesel Bros. Co., wholesale jewel- 
ers. The extensive stock of mountings has 
been purchased by Mr. Theleman, who is 
planning to develop a large mounting trade. 

Milwaukee jewelers, members of the Re- 
tail Credit Men’s Association, are assisting 
in plans for the national convention of the 
association to be held in Milwaukee, June 
19 to 23, 1923. Executive and sub- 
committees will be named following a di- 
rectors’ meeting early in the week. Frank 
Cleveland, secretary of the convention divi- 
sion of the Association of Commerce; Fred 
Gerretson, of the Gerretson Co., and J. A. 
Fetterly, of the Kiwanis Club, addressed the 
lasting meeting of the credit association, 
mapping out an outline of plans for the com- 
ing national convention. 

Milwaukee jewelers are making appro- 
priate displays of yacht club trophies this 
week. Milwaukee is the mecca for all Wis- 
consin sports and a large number of cups 
are manufactured in Milwaukee jewelry cir- 
cles yearly. The numerous yacht clubs in 
lakes and parks districts of the northern 
woods all come to the city for their prizes. 
The Rank & Motteram Co, Grand Ave. win- 
dows have been devoted to a display of 
trophies manufactured for the Pewaukee 
Yacht Club, and the Cedar Lake Yacht Club. 
Miniature, well-turned models of yachts, 
Evinrude motor boats and ice boats feature 
the display. Louis Esser Co. and the Alsted- 
Kasten Co. have similar displays. 





Louis Lang enjoyed July 4 on a motor 
trip through southern Ohio. 


Maurice Phillips, of the Richter & Phillips 
Co., passed July 4 enjoying camp life on the 
Little Miami River. 

Mr. and Mrs. A, G. Schwab have left fot 
Atlantic City, where they plan to remain the 
balance of the Summer. 


A. C. Jacobs motored to Michigan City, 
Ind., to see the boxing match there on July 
4, and had a very pleasant journey, finding 
the roads in excellent condition, 


A. C. Wallenstein returned home Sunday, 
July 2, after a five weeks’ trip on the road, 
glad to get in for a little rest, as traveling 
was not pleasant during the hot days. 

I. Oppenheimer, of Oppenheimer & Co., 
found the diamond business in States north 
of Cincinnati good during his recent trip, 
from which he returned shortly before 
July 4. 

Ralpk: Richards, of Klein Bros. Co. travel- 
ing staff, was the only member who was 
near enough to Cincinnati to run in for the 
holiday, and he did so, returning to his ter- 
ritory the next day. 

Gus Peck, of Peck, Selmeier & Peck, is a 
busy traveler, zs he has again gone away 
on a three weeks’ trip to States in the mid- 
dle west. He left Wednesday, July 5, stay- 
ing home long enough to enjoy the 
holiday. 

The robbery of Samuel Savin’s store, 36 
E. 6th St., several months ago, was recalled 
during the week when a suit was filed 
against the store by Solomon Keilin for the 
loss of a ring which he had left to be re- 
paired. He claims it was among the loot 
taken by the robbers. The suit is for $270. 

Miss Marcedas Voss, daughter of the job- 
ber of that name, is temporarily in charge 
of the Juvenile Court probation work han- 
dled by the Catholic Bureau of Charities in 
the absence of the regular officer. Miss 
Voss had been doing volunteer work along 
that line before the regular officer left on 
a vacation and she has been complimented 
on the way she has stepped into the work 
and accomplished results. 

Julian Schwab, of A. G. Schwab & Sons, 
was surprised during the week when he 
stepped into the lobby of a hotel at Franklin, 
O., to be greeted by two dozen of his friends 
who had motored there to give him a little 
birthday party, the occasion being his 40th 
birthday. Following the dinner the friends 
further surprised him by handing him the 
bill for the meal. Mr. Schwab is president 
of the Wholesale Jewelers’ & Manufac- 
turers’ Association, which organization sent 
the best wishes of the members to its pre- 
siding officer. 








Fire of undetermined origin destroyed an 
entire business block in the center of Nanty- 
Glo, Pa., a mining town, about 15 miles 
north of Johnstown last Thursday, entailing 
a loss of $125,000. The fire was discovered 
in a grocery store on First St. In a few 
minutes the flames had communicated to ad- 
joining buildings, Among the places badly 
damaged was the jewelry store of Hunter 
Bros. 
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EVANSVILLE, 
eee I: Pe _ Bear 


TRADE CONDITIONS 
retail jewelers of Evansville 
southern Indiana report that 
good during July and that they look 
continue brisk the remainder of 
the season. They say that this year has brought 
in as large, if not larger volume of trade up to 
this time this year as last year. Collections are 
holding their own very well and dealers say that 
not only their local trade, but their out-of-town 
trade as well, is holding up. They are looking 
for a very brisk fall trade. Wholesale jewelers 
say that they find no room to complain at the 
state of trade and that they believe their fall busi- 
ness will show a gain over the corresponding 
period of last year. 
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E. A. Rhodes, retail jeweler at Chrisney, 
Ind., was a business visitor at Rockport, 
Ind., last week. 

William Artes, of the Chas. F. Artes, Inc., 
has returned from a visit with friends at 
New Harmony, Ind. 

jen Kruckemeyer, of Kruckemeyer & 
Cohn, retail jewelers, 407 Main St., has re- 
turned from a business trip to Indianapolis. 

I. Gans, formerly head of the I. Gans Co., 
wholesale and retail jewelers here, has re- 
turned from a visit with relatives at Cin- 
cinnati. 

J. Harry Poole, formerly engaged in the 
pearl button manufacturing business at 
Rockport, Ind., was a business visitor here 
last week. 

Herman Vollmer, retail jeweler at Prince- 
ton, Ind., was a business visitor in Evans- 
ville a few days ago and reported that he 
has enjoyed a very good business this sea- 
son. 

Hovey H. Tislow, retail jeweler at Peters- 
burg, Ind., and Salem P. Hammond, for- 
merly engaged in the jewelry business at 
that place, were in Evansville a few days 
ago on business. 

Theodore Bitterman, of Bitterman Bros., 
retail jewelers of 204-206 Main St., is ex- 
pecting to buy a good many Wabash River 
pearls during the present season. He has 
been buying pearls for a number of years 
and in his day has paid out a good sized 
fortune for these gems. 

Chris. Hewig, traveling salesman for A. 
Bitterman & Son, wholesale jewelers of 204- 
206 Main St., writes that he is enjoying a 
very good Summer trade and that his sales 
have been larger this year than last and that 
indications point to a good business this 
coming Fall and Winter. 

Reports from Mt. Carmel, IIl., state that 
there is considerable activity among the 
mussel camps along the Wabash and White 
rivers and that a good many men are en- 
gaged in the industry this season, although 
the wages paid the men are not as large as 
during the war. It is expected enough shells 
will be gotten out this Summer to enable 
the pearl button factories in southern Indi- 
ana and southern Illinois to operate steadily 
for the next several months. 

Dr. Paul D. Strong, 56 years old, oculist, 
who was engaged in business at 504 Upper 
2nd St., here, for a number of years, died 
at his home on Friday night, June 30, of a 
complication of diseases. He was sick but 
a few days. Funeral services were held 
from the family residence here on Monday, 
July 3, and the services were under the 
auspices of Major Fee Camp, Spanish- 
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American war veterans. Dr. Strong was a 
veteran in the Spanish-American war, and 
for several years before this he was in the 
United States regular army. He was well 
known to his profession in southern Indiana 
and stood high. He is survived by his 
widow, Mrs. Rose Strong, who for a num- 
ber of years has been at the head of the 
local society for Prevention of Cruelty to 
Animals, and one son, Maurice, who recent- 
ly was graduated from the United States 
Naval Academy at Annapolis. The late Dr. 
Strong and his wife were present at the 
graduating ceremonies. Dr. Strong had 
been a member of the Knights of Pythias 
for a number of years and stood high in the 
order. 











An attempt of the larger retail stores in 
the downtown district to have all establish- 
ments close at 1 o’clock during the Summer 
Saturday afternoons, has failed to meet with 


an unanimous response. Some of the 
jewelry and optical establishments fail to 
see why they should change their closing 
hours and disappoint a Saturday night trade 
they have spent years in building up. The 
Windsor Jewelry Co. will remain open un- 
til 9:30 o’clock, as will the Hoosier Optical 
Co. Virtually all the smaller establish- 
ments will continue night closing. Most of 
the larger wholesale houses, however, will 
close at 1 o'clock, the practice for some 
time, 

Just at the present time there appears to 
be a lot of little interesting jewelry novel- 
ties that are being received in Indianapolis 
and which are especially pleasing to the 
women. One is the long chain of little 
beads wound around the wrist and arm into 
a bracelet. Then women are wearing two 
matched jewels in different settings. 
Jeweled vanity cases, made of gold or silver 
and some enameled, are being sold freely. 
Buttons with tassels of brilliants and rhine- 
stones or fringes of tiny pearl beads are 
being sold. Opals are coming in for a good 
deal of attention, some being mounted in 
gold framework setting and strung together 
for unusual necklaces. 

Friends of James P. Goodrich, formerly 
governor of Indiana, and now a member of 
a special mission to Russia sent by Herbert 
Hoover, have received word from the for- 
mer governor to the effect that the Soviet 
Government permitted him to see a collec- 
tion of the old Russian crown jewels, worth 
about $5,000,000. According to the letter 
received from Mr. Goodrich, the jewels 
are stored in secret underground chambers 
and even the outer guards do not know 
what they are guarding. The crowns of 
the former Emperor and Empress are kept 


in plush cases in vaults. A large diamond, 
the 


said to weigh 244 carats, is set in 
royal scepter. “We gazed at diamonds, im- 
mense rubies, magnificent emeralds and 


other marvelous stones until my eyes fairly 
ached.” the letter said. “I never expect to 
see any such sight again.” 








It is reported that C. A. Hackett, Bloom- 
field, Nebr., has sold out to a Mr. Gippespie. 
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TRADE CONDITIONS 
Louisville jewelers report that business has been 
about the same with them during the past week, 
The usual Summer quiet period goes on uninter. 


rupted. Cocler weather last week brought more 
shoppers out on the streets and into the stores 
and business generally was slightly better than it 
has been for some days. All the local jewelers 
were closed for the Fourth of July holiday and 
many employes were let off the Monday before the 
holiday, as there was not much trade to take care 
of. General industrial conditions are better at the 
present time than they have been for several 
months. Unemployment has_ eased considerably 
and more money is changing hands. There has 
heen a great increase in bank clearings, During 
the menth of June clearings averaged $1,000,000 a 
day increase over the same week last year. Col- 
lecticns are easier and money is more plentiful and 
is moving faster. All these indications point to 
a good Fall and Winter season for local jewelers 
and all are taking an eptimistic outlock : 


Nolte C. Ament, of Lemon & Son, has 
gone to Signal Mountain, Tenn., for three 
weeks, 

William C. Kendrick, of William Kend- 
rick’s Sons, has returned from French Lick 
Ind., where he enjoyed a vacation. 

Louis C. Seng, who for many years has 
operated a manufacturing jeweler’s business 
at 327 W. Jefferson St., has sold his store 
and equipment to Charles L. Seng and Frank 
J. Pfalzeh, who will continue to conduct the 
store under the firm name of Seng & Pfalzer, 

The Market Street Merchants’ Association 
will hold its annual outing at Fontaine Ferry 
Park July 25, it is announced by Mitchell 
T. Roth, of David Roth’s Sons, who is sec- 
retary of the association. Many prizes, in- 
cluding an automobile, a kitchen cabinet and 
a pony, will be distributed among the winners 
of the various games and contests which will 
be open to the public. 

About 16 dealers in optical goods, many 
of whom are jewelers, formed the Kentucky 
delegation to the national convention of the 
association at Indianapolis. Among them 
were H. G. Pierce, H. C. Ulmer, Elmer 
Schmitt, T. M. Howe, T. J. Howe, C. W. 
Collie, S. T. Hemp, John P. Becker and 
Mrs. Becker, L. J. Backus and Mrs. Backus, 
all of Louisville; J. M. Irmen, Bowling 
Green; A. S. Hendrick, Lexington; J. J. 
Byrne and V. W. Lawrence, Danville; W. 
A. Metzger, Lexington; C. H. Bowen, Win- 
chester; Shelby S. Van Hoy, Shelbyville; 
H. V. Shively, Campbellville, and Joe Brown 
of Ashland. Many of those who attended 
the convention motored up. 

G. F. Geiger & Son, Inc., are displaying 
an immense loving cup of imported ham- 
mered sterling silver which was presented as 
a golf trophy to the National Fertilizer Asso- 
ciation by the Commerciale des Potasses 
D’Alsace at the tournament at White Sul- 
phur ‘Springs, June 12 to 17. The cup 18 
known as the Alsatian Potash Trophy. It 
is 21 inches in diameter across the mouth of 
the cup and, with the base, is 23 inches high. 
The onyx base is a 10 inch cube. The whole 
cup weighs 125 pounds. It is insured by the 
fertilizer association for $6,000. A_ small 
replica, exact in every detail, seven inches 
high, becomes the permanent possession of 
the winner, while the large one is in his 
keeping one year. The cup is attracting 
much attention as a window display. 











Fred M. Bryan has opened a jewelry store 
at Alhambra, Cal. 
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Albert 
Mills, New York, is here on a business trip. 

Nathan Baranov and family, San Diego, 
came to Los Angeles to spend the Fourth 
of July. 

E. Gerson, 415 Title Guarantee building, 
has gone to Gilman Hot Springs for a few 
days’ rest. 

S. P. Dayton, 714 Title Guarantee build- 
ing, closed his business and took a vacation 
over the Fourth of July. 

Philip Sternberger, of the T. J. Bruner 
Co., has returned from a very satisfactory 
business trip to San Diego. 

George Smith, San Francisco, western 
representative of the Keystone Watchcase 
Co., has been here for a few days. 

Walter Thompson, head of the watch de- 
partment of Brock & Co., is still absent from 
the store. Mrs. Thompson is ill and he is 
remaining at home on that account. 

O. T. Hodnefield, optometrist at 610 S. 
Broadway, has sold his jewelry business in 
Venice to L, A. Day, formerly manager of 
the Globe Optical Co., Salt Lake City. 

David Miller, of the diamond department 
of the E. Bastheim Co., went to Santa Bar- 
bara to spend the Fourth. Leon Juda, of 
the same company, went to San Francisco. 

Chester Montgomery, of Montgomery 
Bros., was married on June 14 to Ethel 
Forbes Patridge, Redlands. The bride was 
formerly prominent in society in Salt Lake 
City, Utah. 

George J. Germain, manager of the FE. 
Bastheim Co., leaves July 6 for a two weeks’ 
vacation. He will first go to Feather River. 
After a rest there he will return home via 
Del Monte on the Coast. 

Frank E. Randall, buyer in the jewelry 
department of the E. W. Reynolds Co., en- 
joyed the week-end on-a motor trip to San 
Diego with a company of friends. He re- 
ports having had a very pleasant time. 

Miss Violet I. Turner, who has been of- 
fice manager for E. Gerson for the last three 
years, was married on July 8 at the Church 
of the Angeles, Garvanza, to Guy M. 
Searcy, Covina. The young couple have 
gone to Carmel-by-the-Sea for a two-weeks’ 
honeymoon, after which the bride will re- 
sume her position with Mr. Gerson. 

The following out-of-town jewelers have 
been in town recently: M. Fornes, E. B. 
Lang, Venice; Mr. Asher, Santa Ana; M. 
A. Stallmeyer, Fulllerton; Raymond Finch, 
Covina; J. H. Padgham, Santa Ana; C. J. 
McCormick, Redondo; Rey Cole and Mr. 
Walker, Glendale; Walter Lawrence, Bur- 
bank; Charles E. Perham and R. F. Wins- 
low, San Pedro; J. H. Blanchard, Ocean 
Park; F. J. Randall, Bishop; and Nate 
Baranov, San Diego. 

C. S. Dustin, of Montgomery Bros.’ sales 
force, is a brother of Silas Dustin, widely 
known as Curator of the National Academy 
of Design, New York, and a member of the 
Westport, Conn., colony of artists. The 
artist has resigned his position and is com- 
ing to Pasadena to make his residence there. 
He is expected in a few days and will live 
temporarily with his brother. He has a con- 
tract with a large New York firm of art 
dealers for paintings of western landscapes. 
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James A. Montgomery, of Montgomery 
Bros., has just returned from an extended 
and interesting tour to and through Arizona. 
He first visited the Grand Canyon, then went 
via Flagstaff to the Petrified Forest. He 
visited Jerome, the great copper center, and 
went thence to Prescott, and from Prescott 
to Phoenix, returning home via Blythe. Dur- 
ing much of the time the thermometer aver- 
aged above 112 degrees. Nevtheless, the 
trip was of such interest that he feels well 
compensated for the unpleasantness he ex- 
perienced. 











S. H. Friend, of this city, is visiting Los 
Angeles, 

Wholesale jewelers of San Francisco re- 
mained open all day for business on Monday, 
July 3, but were all closed on July 4. 

Mr. and Mrs. J. H. Spiro have motored 
to Los Angeles accompanied by their guest, 
Miss Ethel Dattelbaum, of New York, to 
whom they are showing California, 

John E. Summers, salesman for H. C. 
Van Ness & Co., is now visiting the eastern 
factories. Arthur Van Ness, with Carter 
Gough & Co., is back in New York, visiting 
headquarters. 

William Davidson was fortunate enough 
to secure several fine oil paintings from the 
collection formerly owned by the William 
C. Ralston estate. They hang in his office 
and are much admired. 

Morris Jacoby, jeweler of Portland, Ore., 
who has been here with his wife, and Ernest 
C. Dahlin, of the J. S. Lewis Co., Ogden, 
Utah, who has been here with Mrs. Dahlin, 
have all started homeward. 

J. L. McComas, bookkeeper for J. H. 
Spiro, has returned to the office after hav- 
ing been away for about a year. His 
friends are congratulating him on having 
recovered from the illness which attacked 
him a year ago. 

Ernest Barnett, brother of the late W. S. 
Barnett, passed away in San Francisco on 
June 16. The deceased had been the repre- 
sentative of Joseph Mayer, Inc., of Seattle, 
Wash., for some time past, and was greatly 
liked by the trade. 

E. C. McKeen, Coast manager for the 
Waltham Watch Co., was delighted to be 
greeted by the Bay breezes when he returned 
from a visit to the Waltham factory, late in 
June. “It was very hot, but business seems 
to be improving in the east,” he stated. 

Some splendid speeches were made at the 
last meeting of the Wholesale Jewelers and 
Silversmiths’ Association. Edson Adams, 
the president, was in the chair, 35 members 
were in attendance and the chairmen of the 
various committees all spoke ably and to 
the point. 

Louis J. Strauss, formerly of the Cali- 
fornia Jewelry Co., has taken quarters on 
the ninth floor of the Mutual Bank building 
with Emil Fisher, watch and clockmaker, 
who has long been located there. Mr. 
Strauss will begin business about July 10. 

American disabled veterans of the World 
War have been holding their national con- 
vention here. There were only two wearers 
of kilts in the whole parade and one of 
them was Frederick Watson, advertising 
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man for A. I. Hall & Son, who served 
overseas with the Canadians, 

Chan Fat, Chinese salesman for A. I. 
Hall & Son, has just returned from an ex- 
tended trip to Yokohama, Shanghai, Hong 
Kong and Canton, In all he traveled 15,500 
miles and is stated to have accomplished a 
number of things during ‘his absence, of 
even more importance than mileage. 

Jewelers visiting the trade during the 
past week include: C. P. Jacobs, Vallejo; 
A. G. Prouty, Napa; Ernest Mueller, 
Eureka, accompanied by Mrs, Mueller; 
Bert Warner, of the Warner Co., Fresno; 
F, Marvin, of the John Hood Co., Santa 
Rosa, accompanied by Mrs. Marvin, and 
Harry Kajita. 

Behrend’s Jewelry and Optical store, 
opened recently at 2674 Mission St., is an 
ornament to the Mission district. The in- 
terior of the establishment makes an ex- 
cellent background for the’ display of mer- 
chandise. The side walls are covered with 
eucalyptus panels and the bases of the show 
cases, etc., are marble. Mr, Behrend moved 
to the Mission district from 1551 Fillmore 
St., where he had been established for the 
past 15 years. 

Harry Edward Freund, national organizer 
for the National Jewelers’ Publicity Associa- 
tion made an address on “Jewelry as an 
Essential in Every Man’s and Every 
Woman’s_ Life” before the Wholesale 
Jewelers and Silversmiths’ Association on 
June 28. Every minute of the address was 
interesting and the assembled members of 
the association were much impressed with 
Mr. Freund’s reasoning, which was to prove 
that jewelry is an essential not a mere 
luxury. The meeting took the form of a 
luncheon at the Commercial Club. 








Pacific Coast Notes 





L. W. Ross, Hdpo, Ore., is reported to be 
closing out his business. 

K. Nozawa, Visalia, Cal., has published 
notice of the sale of his jewelry business 
to Yosaburo Nozawa. 

The magnificence of Brock & Co.’s new 
building at 515 W. 7th St., Los Angeles, is 
the subject of much admiring comment in 
the California trade, many visiting jewelers 
having seen it. 

A. E. Lawrence has sold out his jewelry 
business at 136 W. Main St., Santa Paula, 
Cal., to the Helfert Jewelry Co. Josef 
Helfert, the proprietor, is an expert repair 
man. He has been living in Santa Monica. 

P. J. Benson and Mrs. Benson, jewelers 
of Roseville, Cal., have let the contract for 
their new building work on which is to be 
rushed. The couple started in business in 
Roseville about a year ago and have pros- 
pered. 

Lindon G. Leavitt, Eugene, Ore., has 
bought out the Harry D. Sharp jewelry 
store on West Pine St., Lodi, Cal. Mr. 
Sharp, who has been in business in Lodi for 
the past 10 years, has now gone on a vaca- 
tion with Mrs. Sharp. 

The A. A. Goodyear jewelry house in 
the King building, West Main St., Santa 
Paula, Cal., arranged a special display of 
jewelry, silverware and watches, etc., for 
the opening in the new store. Old friends 
and new were invited to the opening. 
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The Popular Cushion 
Shape Watch 


Among the big sellers in the South Bend 
line this season is the 12 size, Extra-Thin 
“‘Carlton”’ illustrated above. 


This distinctive, cushion shape model in 
green gold filled of 25-year quality is just 
another instance of the style appeal which 
South Bend Watches offer to the retail 
jeweler. Retails at $39 and up according 
to grade of movement. 


Many jewelers have told us that we have 
in the South Bend line the most pleasing 
variety of case and dial combinations to be 
found on the market and that this is today’s 
greatest stimulus to increased sales. 


Let us send you illustrated folder which 
will show you how we are trying to live 
up to our ideal of offering the most distinctive 
watch beauty coupled with the greatest pos- 
sible accuracy at the price range where most 
sales are possible. 


SOUTH BEND WATCH COMPANY 
SOUTH BEND, INDIANA 


For Years, Makers of Standard Railroad 
Watches 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tus 
Jewevers’ CircuLar regarding any advantageous 
device or plan which they are utilizing in cen- 


























nection with their business 














If I Were Opening a New 
Jewelry Store 





Written Expressly for The Jewelers’ Circular 




















[> secure lists of the members of all local 
business men’s clubs—the Rotary Club, 
Kiwanis Club, Chamber of Commerce, 
Optimists’ Club, Exchange Club, and so on— 
and I’d look up the addresses of these mem- 
bers in the local city directory and send 
letters to the wives of all these members 
telling them about my new store and inviting 
them to come around to the opening, Of 
course I could tell from the directory just 
who in the clubs were married and who were 
not. I’d see to it that each letter was in- 
dividually typed, with the name of the per- 
son to whom it was addressed appearing 
at the start of the letter, and 1’d see to it 
that the stationery used was dignified —the 
sort of stationery that would impress tlie 
recipients of the letters with the idea that 
my store was aristocratic and dignified, a 
fine place in which to purchase jewelry. 

I'd have fresh cut flowers in my show 
windows every day. I’d do this because 
flowers appeal to all women who, naturaily, 
would constitute the bulk of my trade, and 
because flowers add immensely to the at- 
tractivene:s and freshness of a jewelry 
window display. 

I’d use fresh cut flowers about my store 
frequently, too, because the scent of the 
flowers would make the store more attrac- 
tive to women and because the appearance 
of the flowers would give an air of pros- 
perity to my establishment. Personally I 
consider that the more prosperous an air a 
Jewelry store has, the more business it will 
get. People who buy jewelry like to buy it— 
aS 2 general rule—in stores which indicate 
that they are successes. People have more 
confidence in purchasing jewelry in such 
establishments, 

I'd see to it that every one of my sales- 
people was prosperously dressed, free from 
any appearance of anxiety, well fed and 
genial. To my mind there’s nothing will 
kill a prospective’ jewelry sale so quickly 
and certainly as a glum, forlorn, cadaverous 
salesman, 





I’d see to it that my repair department 
lived up to all the promises it made. When 
the department promised a customer that 
his watch would be repaired and all ready 
for him by Thursday noon of the follow- 
ing week, I’d see to it that the customer 
could get the watch at that time if he called 
for it or I’d fire the man who made the 
promise and then didn’t live up to it. I'd 
make my repair department acquire a repu- 
tation for promptness and always living up 
to its promises which would extend all 
through the city and which would, in- 
evitably, bring to the department a .tre- 
mendous amount of business. 

I’d not try to force goods upon my cus- 
tomers. I’d sell customers the things they 
wanted to buy and not the things I wanted 
to sell them. If I didn’t have the desired 
goods in stock, I’d get them. I’d make a 
reputation for my store as being the most 
obliging in the city in this respect. And 
in this way I’d eliminate the inevitable 
friction which occurs when a salesman by 
good “salesmanship” makes a customer take 
something the latter doesn’t want and will 
never be satisfied with. 

I’d see to it that either the store’s manager 
or myself was always on the job in the 
store, mixing with the customers, becoming 
acquainted with them and letting the trade 
see that the store had a real head, that we 
were not high and mighty, and that we were 
anxious to please. In this way I’d give the 
store a personality which would help in 
getting more business and which would be 
something the store couldn’t acquire so 
easily if the manager and myself kept our- 
selves hidden from the customers all the time 
or assumed an attitude indicating that the 
customers’ little troubles and grievances 
were no concern of ours. 

T’d join the !ocal Chamber of Commerce 
and such business men’s clubs as would 
welcome me into membership. I’d be one 
with the other business men of the city. ['d 
not stand aloof from them. I’d meet them, 


become friends with them, let them know 
what business I was in and where I was 
located and I’d not be above asking the men 
thus met to come around and visit my store 
at any time. To do this would give my 
store and myself a permanency in the city 
which would help business. And all the 
friendships thus made would also help. busi- 
ness considerably, 

I’d go after all the lodge emblem busi- 
ness in the city. I’d find out what the 
leading lodges of the city were and then 
secure a good stock of emblems of these 
lodges and give these emblems a good dis- 
play in my show window and in the store, 
I’d secure lists of lodge members, if it was 
possible to do so, and send them personal 
letters telling about my big stock of lodge 
emblems and urging them to come around 
to the store and see the emblems for them- 
selves. I’d see to it that every person in 
my employ who was a lodge member wore 
a big emblem of that lodge. I’d join a 
lodge myself and wear the emblem every 
day. 1’d get in touch with the lodge leaders 
and make them prices on quantities of em- 
blems which they could resell to their mem- 
bers at a profit. By doing all this I would 
impress my store upon the lodge men and 
women of the city as being headquarters 
for lodge emblems. And in this way I 
would not only be working up a good busi- 
ness for this particular line of jewelry but 
would also be assuring that these lodge 
people would patronize my store whenever 
they were in the market for any other kind 
of jewelry. 

I’d go after the sporting cup and medal 
business. I’d get in touch with the physical 
directors of the local gymnasiums and 
and schools and become friends with these 
people, show that I was interested in their 
activities and in all local sports and in this 
way assure for my store the purchase of 
the medals and cups in which they were 
interested. I’d also give a cup or two my- 
self for the leading sporting events of each 
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HAWKES 


HAWKES AMBER BONBON DISH 


with incrusted gold border and gold plated handle 


—an article you will reorder again and again! \ 


, \ 
This item is one of the quickest selling items in (\ 
the entire Hawkes line. y ( 

U 


It is a pleasing amber shade, decorated with a 
gold border and fitted with a removable handle ‘ 
of plated gold. The housekeeper will find a 
thousand uses for it and like it better each time 
she uses it. 


No. 3666 
Handled Bonbon Dish, 614” 
Diameter. Mosaic Amber and 
Gold. $4.00 each, net. 








You will increase your sales—to people who 
are shopping for their own homes, as well as 
those seeking gifts for others—if you order a 
few of these Bonbon Dishes and display them. 
The profits are large and the shipments prompt. 
So send in your order now. 


T. G. Hawkes & Company 


Corning, N. Y. 


Pacific Coast Office: 140 Geary St., San Francisco, Cal. 
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Neatest Waldemar or Sautoir Pencil on the market. Finished 
engine turned, chased or plain in Sterling Silver. 12K 1/20th, 
14K Gold filled and 1/10th Silver plate. 


























r } We also make the largest 
LARGE MEDIUM SMALL line of lingerie clasps in the r | 
t world—all sizes, shapes and | . 
| C=)» designs. Made in 10K, 14K, e : 
ca 10K 1/20th Plate and Sterling, 
/ 4 7 brocaded, engine turned, en- e_ SS j 
! graved, pierce lined and 


striped inlaid. Note lingeries 7] 
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| newest pat. hinged Lingerie | 

| 

2 5 8 





Clasp with a double hump. | 

No rivets. Will firmly hold JO 

the thinnest piece of silk as 
o-—-> well as the thickest lingerie. | eam 
Co”! 6 ~ 0. R. Johnson Co. | 

Auburn, Providence, R. I. 
OUR WORKMANSHIP AND QUALITY ARE UNSURPASSED. ASK YOUR JOBBER FOR SAMPLES. 


CAUTION 


Do not jeopardize a nice new line of jewelry by showing it in shabby or inferior displays. 























Our large assortment of fine trays will help you secure desired results. 


RUECKERT MANUFACTURING COMPANY 
Displays for Jewelry, Silverware, Watches, Optical Goods 
162 Clifford St.. PROVIDENCE, R. I. i iaiiiaiaaaaiit 


Alfred H. Bullion Co., 220 Post St., San Francisco 





9-13 Maiden Lane, New York 
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Storekeeping Department. 


season. 1|'d have attractive window displays 
of cups and medals as they were purchased 
from my store and I’d see to it that cards 
attached to such medals and cups told just 
what events they were to be awarded for. 
By doing this I’d be focusing the attention 
of all the sports lovers of the city on my 
store. I'd be making a reputation for my 
store as being a live wire, enterprising insti- 
tution of which the city could be proud and 
in this way I’d be making sure that a large 
part of all the enterprising young sports 
lovers in the city would patronize my store 
when in the market for engagement rings, 
or other articles of jewelry. And _ this 
business would be quite well worth while 
and would lead to more business in the 
future. 

I’d get in touch with the chairmen of the 
boards of directors and the presidents of all 
the leading business and financial concerns 
in the city and tell these men about the 
splendid gold pencils, fountain pens, etc., 
which | regularly carried in stock and which 
would make splendid gifts to directors and 
to employes. There is always a lot of this 
business in most cities during the course 
of a year and there’s no reason why I 
shouldn’t go after it and get it instead of 
being contented to sit back and wait for 
such of it as might drift into my store. 
And by doing this I would be impressing 
my store and my enterprise upon these suc- 
cessful business: men and this would, un- 
doubtedly, result in valuable patronage from 
them from time to time. 

I'd go after the trade of the club women 
of the city because it is generally the wives 
of the most prosperous men of the city— 
the women who have money to spend—who 
belong to such clubs and who, therefore, are 
fine prospects for the jeweler. I’d do this 
by means of window displays giving statis- 
tics about local women’s club membership, 
by means of photos of the clubs used in 
my window displays and by means of per- 
sonal letters to the club members. I’d get 
the names of the club members from the 
annual programs which are issued by most 
women’s clubs and which generally contain 
the names and addresses of all the mem- 
bers. I’d get these programs from various 
members of the clubs who were already 
patrons of my store. I’d watch my trade 
paper carefully for notices of business- 
building stunts which I might use and I’d 
use these stunts from time to time, I’d 
try not to pass up any really worth while 
ideas | found in my trade paper and in this 
way I’d do the enterprising, different things 
which would set my store apart from the 
other jewelry stores in the city and attract 
attention and get talked about and, in this 
way, get more business. 

And aren’t there ideas in all this which 
other jewelers could use with good results? 
Here’s hoping so, anyhow! 











It was announced last week that Harry 
D. Sharp, Lodi, Cal., has sold his jewelry 
Store to Linden G. Leavitt, Eugene, Ore. 
Mr. Sharp had been in business in Lodi for 
10 years where he will remain but is still 
undecided as to what line he will engage in. 
Mr. Leavitt has been in the jewelry busi- 
ness for a number of years. 
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Three-Minute 
Selling ‘Talks 
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Remember Him Who Provides the 
Vacation 

A CATCHY thought was found in the 

window display created by a New 
York State jeweler who decorated his main 
display window with one or two smokers’ 
sets and a few distinctive articles appealing 
only to men. In the center of the window 
he had this sign painted in clear yet artistic 
letters : 


Vacation Appreciation Gifts 


Did “he” give you a good vacation? 
Then thank “him” with a gift. 
‘ 3, i 
x ok * 
A Silver Suggestion 

UITE appropriate with the new building 

activities so evident throughout the 
country in the appearance of so many new 
private homes, one jeweler displayed an 
assortment of silverware suited for home 
use. In the center of the window was a 
chest of silver and surrounding it two at- 
tractive silver vases, two silver plates and 
a miscellaneous assortment of special silver 
pieces in the way of forks, spoons and so 
on. At the rear and on the sides of the 
window reposed a series of seven photo- 
graphs mounted and representing pictures 
of newly constructed bungalows and private 
homes. A painted sign completed the dis- 
play with these words: 


New Silver for New Homes 


Needless to say this exhibit was timely 
and gained attention from all.—C. T. H. 
x k x 
Cuff Links and Summer 

NE of the best seasons of the year for 

the featuring of cuff links is during the 
early Summer season and many are the op- 
portunities offered the alert jeweler to carry 
out selling emphasis toward such products. 
One jeweler had a shirt sleeve of silk con- 
taining cuff links of an attractive nature 
arranged so that it would hold a sign 
pointing to a display of his assortment of 
such articles. This sleeve added a bit of 
reality and better aroused the desire for cuff 
links in the added visualization so produced. 

Another jeweler co-operated with a fel- 
low haberdasher so that he was able to 
arrange an advertisement concerning the 
cuff links he had to offer right alongside 
of a display advertisement the haberdasher 
inserted descriptive of a shirt sale. This 
proved an effective combination and repre- 
sented merchant co-operation of a type to 
be encouraged. 

A third jeweler with limited space dis- 
played a series of cuff links in a small win- 
dow and created attention value by including 
a small desk calendar. From the uppermost 
date which was visible and indicating a day 
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in July a ribbon was run to a card display- 
ing a pair of links suggested for that par- 
ticular time. From other parts of the cal- 
endar pad ribbons also appeared and first 
were threaded through a leaf taken from 
the calendar and then also terminating in 
a card indicating appropriate links for the 
time shown.—C. T. H. 


e.9 2 
A “Going Away” Suggestion 


N_ easy-to-arrange display can be 

brought about by placing in your win- 
dow a selection of articles, such as scissors, 
vacuum bottles, alarm clocks, blotter-hold- 
ers, calendars, inexpensive writing sets, and 
other such products along with a sign read- 
ing along the following wording: 


Practical Little Gifts for Those You 
Visit at the Shore 


This pat suggestion not only proves a 
good display on behalf of the store, but 
contains every element of direct sales per- 
suasion in its practical offering—C. T. H. 


* * * 


The Late Summer Good for Fraternal 
Emblems 


66 ANY time during August and Septem- 
ber is a good period to display fra- 
ternal emblems, and particularly those of a 
Masonic variety,” advises one jewelry man- 
ager in northern Connecticut. “While many 
rings and emblems of all types are sold in 
the Spring, there are many who complete 
their degrees at that time and find their 
funds depleted to an extent where the ac- 
quisition of such emblems is not convenient. 
Therefore, I find it quite valuable to make 
a supplementary display along in August 
and September, when I find that a good 
many of those who graduated in the Spring, 
so to speak, find themselves reminded to a 
purchase.” , Ne 


The Joke’s on the Irish 


/ 





Newark, N. J., July 8, 1922, 
Technical Editor, THE JEWELERS’ CIRCULAR. 


Dear Mr. Nattan: I notice some one 
changed your name last week, while you 
were away at the New York State Retail 
Jewelers’ Association’s convention, at Sara- 
toga Springs, for under the title of the in- 
teresting talk which you gave us at Asbury 
Park, June 19th, published on the first Store- 
keeping page of the JEWELERS’ CIRCULAR, 
July 5, the name Robert F. Nathan appeared, 
instead of your own unique surname, Robert 
F. Nattan, which I do not see how any one 
can mistake, as it contains three pairs of 
letters and is readable backward as well 
as forward—N-A-T-T-A-N. 

So you see you are guilty of misleading 
advertising against which you have been 
preaching for so many years and the name 
printed last week is surely an odd one for 
an Irishman. Your articles, however, which 
I have been reading for 20 years are just 
as helpful under any name but I thought 
you were entitled to just credit, and hence 
this letter. 

Very sincerely, 
(Signed) Conrap BrotHerty, Treasurer. 
American National Retail Jewelers’ Assn. 
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This cut or single 


FRE cuts in all emblems x 
2 Genuine Diamonds 


4/100 Each 





14 Kt. White Gold Top, encrusted on HOPE 
RUBY, all emblems, extra heavy mounting 


To Retail $25.00 each 
Can also be had in Hope Blue Sapphire (Blue Lodge) 


Insert this ad in your local papers and get results. 
Cut furnished free. 


Mail us your business card and a catalogue will be mailed to 
you. Terms January Ist. 


Buffalo Jewelry Mfg. Co. 


“The Mail Order House” 
Brisbane Building Buffalo, New York 























GREATEST 
BARGAIN 
EVER 
OFFERED 


No. 





3002X — “Le-Flis” 


aocular, French Make, very 
powerful, extra fine qual- 
ity thruout — retail value 


$45.00. Our Price, $16" 


x 
Power Genuine Prism Bi- 




















No. 3003X—Guaranteed 10K. Gold Filled Cable Temple Spectacles 
fitted with O-Eye size Periscopic Convex lenses; all 


focus numbers. 


Pe Ns bs nuueeknksosGus su ousenuwseuseseeeses $4” 


NEW ERA OPTICAL CO. 


Write for Catalog and Save Money. 


123 W. Madison St. 


CHICAGO 
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Thay sell ell the goods 
EWELERS’ Show Case and Window 
Display Trays that reflect the full value 


of the merchandise they contain. Every arti- 
cle made from the best material obtainable. 


Learn about our wonderful complete line. 
Write for price list and FREE Catalog 
No. 26. 


Western Tray & Case Co. 
Established 1864 
429 Plum Street, Cincinnati, Ohio 


Jewelers’ Show Case and Window Display Trays 
Wholesale Jewelers’ Trunks, Telescopes, Trays and Cases 

















The Three 


Piece Watch Case 


Eliminates the danger of injury when showing or rcgulating the movement. 


‘FRONT 
Dustproof by 
Made in Variety of Shapes—Gold or Platinum 


Order Through Your Watch Importer. 
THE BETTER ONES SELL THEM 


Patented by Peerless Watch Case Co.” new York 
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BACK 











BOTTOM 
Interlocking Dove Tails 


TOP 











GREEN AGATE 


Our fall lines, now ready, contain among many 
other new designs, the popular green agate ladies’ 


rings, 


with and without diamonds. 


See them 


in our samples carried by 


803 Heyworth Bldg., Chicago, Ill. 


...140 Geary St., San Francisco, Cal. 


. .334 Fifth Ave., New York City 
. ..50 Columbia St., Newark, N. J. 


M. ALEXANDER 


50 COLUMBIA ST., 


NEWARK, N. J. 
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Talking It Over 











Written Expressly for The Jewelers’ Circular by Ralph P. Anderson 














BVIOUSLY, not all jewelers are good 

letter writers. Expertness in the man- 
aging of a jewelry store and skill in the 
writing of letters are two types of talent 
that are seldom found in a single individual. 
But letter writing is one art in which skill 
may be developed, and it is hoped that this 
article may be of practical value in helping 
jewelers to overcome some of the com- 
monest faults in letter writing. 

In analyzing the letter, issued by a 
jeweler, that is commented on in this article, 
I have kept in mind, first, the customer’s 
viewpoint, and, second, the viewpoint of the 
critic. 

The letter given below was sent out by 
a Western jeweler. The letterhead was en- 
graved on the best quality of bond paper. 
It was multigraphed, but was not a very 
good job in that respect. The prospect’s 
name and address were filled in, but the 
ink was of a different color than that used 
for the body of the letter. Here is the 
letter : 


Mr. John Blank, 
Blankton, Calif. 

Dear Sir or Madam:—As I was 
going over the books this morning, 1 
noticed that you had not purchased 
anything from us for some time. So 
I decided to write you a personal letter 
in order to find out in what respect our 
service was unsatisfactory. 

We value your patronage and if there 
is any way that we can better our 
service so as to make it more satisfac- 
tory to you, we want to do so. 

We have many items in stock at this 
time that would be of special interest 
to you. We invite you to call and in- 
spect them, 

We hope to see you in the store soon, 
and beg to remain, 

Sincerely yours, 
Dor JEWELRY STORE. 


First let us take into consideration the 
physical appearance of the letter. As men- 
tioned above, it was engraved on fine paper, 
but was poorly multigraphed and_ badly 
“filled in.” It is a puzzle why successful 
stores will use the best in letterheads and 
yet, in order to save a few cents, will send 
out those letterheads ruined by miserable 
mechanical work. I am familiar with this 
particular store and know that it is 
strictly a “quality” store and that its 
service is up to a high standard. Its letter 
no more represents it than a salesman 
dressed in dirty overalls would fittingly 
represent it. 

It is a mistake to make a letter personal 
in tone when it is so obviously a form 
letter. The reader feels, perhaps subcon- 
sciously, that an attempt is being made to 
deceive him. I do not mean that he looks 
upon every form letter in that light, but 
that he knows the form letter is not a 


personal one and only laughs at an attempt 
to make him think it is otherwise. Personal 
letters should be typewritten. There is 
nothing to be ashamed of about sending out 
a form letter, so why try to disguise it? 

“Dear Sir or Madam” is a poor saluta- 
tion. Where the letter goes to individuals 
of beth sexes, “Dear Friend” or “Dear 
Customer” would be preferable. 

It is bad psychology to suggest in the 
first and second paragraphs that the store’s 
service is’ unsatisfactory. Perhaps the 
service has always been satisfactory. There 
are any number of reasons other than poor 
service for a customer to not enter a store 
for some months. But this letter encourages 
the customer to find fault, for the letter 
might well be construed as an admission 
of unsatisfactory service. 

“Be specific’ is a good thing to keep in 
mind when writing a letter. This jeweler 
should have listed some of the most interest- 
ing “items in stock.” In a list of five or 
six articles, there would probably be at 
least one that would interest the reader 
sufficiently to bring him into the store. 

But the biggest fault of this letter is 
that it is written entirely from the store’s 
viewpoint. The writer did not give suffi- 
cient thought to making the letter a service 
to the customer. “We” is used six times, 
“T” is used three times, while “our” and 
“us” do their share. This is the natural 
result of the letter’s selfish viewpoint. The 
word “you” is used plentifully enough, but 
a sprinkling of “you’s” does not inject a 
true “you” interest. 

There should not be a 
singular to plural. Either or “we 
should be used throughout. If “I” is used, 
the letter should be signed by an individual, 
whereas the store name is more appropriate 
for “we.” 

I'very group of words should be analyzed 
carefully in writing an important letter. If 
“Mr. Doe” had done that with his letter, I 
think he would have eliminated “so as to” 
and replaced it with “in order to,” which 
certainly sounds smoother. 

(To be continued.) 
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Jewelry Featured in Unique Costume 





HE French Opera Trades Ball given by 

New Orleans club women during the 
Mardi Gras of 1922 was the most popular 
function of the season. This entertainment 
was given for the benefit of the fund to re- 
build the historic French Opera House de- 
stroyed by fire some time ago, and in connec- 
tion therewith prizes were offered for the 
most representative and original costumes of 
the 20 various business establishments partici- 
pating in the event. Mdny unique and ex- 
ceedingly clever costumes were presented, 
but it remained for Miss Marie Lacroix, 
representing White Bros. Co., 624 Canal 
St., to carry off the first prize of $250, being 
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adjudged the most novel and representative 
of all. 

It will be noted in the picture, pub- 
lished herewith, that the waist represented 
a big blue diamond, glittering with silver- 
leaf tinsel. On the front of the triangular 
skirt was a gold-leaf wedding ring, 13 inches 
in diameter, with the picture of bride and 
groom therein; while on one of the other 
sides of the skirt was a ribbon wrist watch, 
7 inches in diameter, the watch in gold 
leaf, the ribbon in silver. On the third 
side of the skirt was a man’s gold watch, 
12 inches in diameter. On the two 
front corners were two chubby cupids with 
bow and arrow as shown in the photo. The 
head piece represented a golden swan, The 
entire height of the waist and skirt was 46 
inches, the base of the triangular skirt 46 
inches in diameter, and the diameter of the 

















DESIGNED FOR A MARDI GRAS 


CELEBRATION 


COSTUME 


waist was 40 inches. The whole was made 
of paper mache. The coloring was very 
rich, pure gold-leaf being used on the skirt, 
the background of which was royal purple, 
making a striking effect as it appeared when 
worn by the young lady before the spot- 
lights. It might be added that Miss La- 
croix had the whole costume put over her 
head when worn, the costume being sup- 
ported by shoulder straps making it very 
easy to carry. Miss Lacroix wore silver 
slippers and dainty Turkish lace bloomers 
which made a_ pleasing combination. 
Miss Lacroix is socially popular, nine- 
teen years of age, graceful and ‘very attrac- 
tive. The costume was designed by 
Charles R. Owen, advertising and _ sales 
manager of White Bros. Co., who deserves 
much credit for his originality. 








A Skin Specialist 





The Wife—“Isn’t that your eye doctor?” 

The Husband—“I thought so till he sent 
me his bill. He’s a skin specialist.”"—Boys’ 
Magazine. 
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Hoke-Phoenix White Finish 


Gives True Platinum Color 


Hoke-Phoenix White Finish for white 
gold, silver, etc., gives a true platinum- 
color finish that will not tarnish or 
change color. Can be used for either 
light flash or heavy deposit. 


Use it with any electro plating equip- 
ment—batteries, lamp board or dynamo. 
Impossible to go wrong if directions are 
followed. 


Economical to use: $5.00 package will 
finish several hundred small articles. 
Contains no gold, platinum or nickel. 
Cannot be surpassed for protective coat- 
ing for road or show case, for covering 
solder marks, coating inside of settings, 
finishing silverware and novelty goods. 


Ask Your Dealer to Show You 


SAM W. HOKE, Mcr. > 


JEWELERS’ TECHNICAL ADVICE COMPANY 
Room 4, 20-22 Albany Street New York City 


We make the wonderful Hoke Phoenix Platinum and 


Gold Melters and Hoke-Jewel Bench Torch Outfits. 








Flannel Rolls and Bags 


For Your Fall Trade 
Made in All Colors. Order Now 


SAMUEL B. MAHLER 


Jewelry Cases, Trays and Displays 
Complete line of Dennison’s Cards and Tags 


21-23 Maiden Lane New York City 
Room 611 


Prices and Samples Submitted 




















LATIN 


Gold—Silver— Platinum 
SILVERWARE REPAIRED 


Replated and restored like new 


MESH-BAGS REPAIRED 


Replated and Relined—Same as new 
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Advance Estimate furnished if desired. 


ERVICEE 18 N. State st 
aaaeen CHICAGO 








Wire Mesh 


Silversmiths 


and 


Cut Glass 


Manufacturers 
N. Y. Wire Frame Co. 


; 703 Second Avenue 
Bs Now Yeuk 








Jewelry Repairing 
Special Order Work 


A trial will convince you 


SOL. LEVINTON 


90 Nassau St., New York ates 











The Protection Ring Guard 


Has No Points to Catch or Scratch 
EASY TO PUT ON 


Made in 14K Yellow and White 
Gold 


The Lion Safety Pin Clutch Co. 
81 Nassau St., New York 





Pat. Feb. 20, 1917 Pat. May 25, 192 











STONE ENGRAVERS 
AND 
ENCRUSTERS 
of Super-Quality 
Speedy Service 


NOVELTY STONE ENGRAVERY 


49 Maiden Lane New York 











PIONEER PLATING CO. 


GOLD, SILVER AND NICKEL PLATERS 


CENUINE PLATINUM PLATING 


64 FULTON STREET NEW YORK 


Telephone Mesh Bags 
Beekman 5772 Repaired and Refinished 

















ARTHUR JOHNSON MFG. CO., Inc, | 
: 14-16 Church St., New York 
ee 
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Opportunities for the Clerk 





Many in the Jewelry Business for the Studious 


Written Expressly for The Jewelers’ Circular 
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— > got into the young men 
these days? They seem to be lack- 
ing in those necessary factors which are 
an absolute requisite for success. Instead 
of taking an interest in their work and 
studying all sides of their jobs, they are 
thinking of other things. About the only 
studying they do is how to do as little work 
as possible while watching the clock. And 
yet they expect to receive a fistful of money 
at the end of the week. Wherein does the 
idea square with the principles of success?” 

Words to this effect are heard in a 
variety of places these days, coming from 
employers and heads of departments, It 
is a pretty severe indictment of the modern 
young man. We do not like to believe such 
an accusation, and we go to great length in 
an effort to find some ready-made excuse 
which will let the accused down easy. In 
the last analysis, employers blame it on 
current conditions, saying that it is a kind 
of evil back-wash from the war, which will 
pass away in due time. 

Maybe it will. But that does not mean 
that success can be attained without ex- 
penditure of personal effort, thought, study 
and preparation. In fact, the employe of 
the immediate future will have to be “on 
his job” every minute of the hour and 
every hour of the day if he expects to win 
the prize at the end of the trail. 

The young man who has identified him- 
self with the jewelry business has oppor- 
tunities galore, which, if embraced, will 
bring him both liberal financial compensa- 
tion and make him an indispensable mem- 
ber of the firm, If a man has got the germ 
of success in his make-up, he shows it in 
his youth. But, as a rule, the young man 
who has the germ of success in his system 
is impetuous and inclined to get out from 
under in the performance of petty details, 
which to him have all the ear-marks of just 
so much useless red tape blocking the path 
of progress. 

Considering business details in this light 
is wrong, and it may prove to be your un- 
doing in reaching the goal of success. 
Business details are not red tape. They 
are important corollaries of business suc- 
cess, and unless these details are performed 
in a most efficient and able way, the growth 
and development of the firm will be ham- 
pered and retarded. 

Take advantage of details. They are the 
stepping stones which lead successward. 
Master the details, marry yourself to them, 
bring some heavy thinking to bear upon 
them. Who knows? Mayb® you can so 
improve upon them that they will no longer 
be details, but become prime factors in the 
expansion of the firm. Try it. It is one 
of the methods others who have won out 
made use of. 

Some young men have the dried-up no- 


tion that by changing employers every now 
and then they are marching that much 
nearer to personal prosperity and success. 
Not always. As a rule, instead of a 
march, this sort of action is a retreat, Be- 
cause the Sparkle Gem Co. pays $5 more 
than your firm does means very little when 
you get right down to a consideration of 
the hard-rock principles pertaining to suc- 
cess, 

Think long and deeply before trans- 
planting yourself to a job that pays a few 
dollars more, because it looks easier and 
you fancy yourself making a success of 
things in having that much more coin to 
spend on “the only girl.” 

There is no jewelry gold mine—no place 
“best” to go into the business. Take the 
work nearest to hand and do it better than 
anybody else, and you will get on! 

Some years ago somebody penned a piece 
of alleged wisdom to the effect that Oppor- 
tunity knocks at a man’s door but once. 
If you have this sample of bone-headed 
thought in your possession, and if you have 
been following it, get rid of it, Throw it 
out the window, take your hands out of 
your pockets and quit loafing around with 
one lazy ear cocked up to hear the knock. 

You will never get hold of Opportunity 
that way. Buckle down to your job, and, 
if you have nothing more than a grain of 
the sense given geese, you can make op- 
portunities for yourself. You can make 
them every day in the week—right where 
you are. The world may owe you a living, 
but it is up to you to collect the debt. 

Beware of the disgruntled employe of 
some other concern, who shoots a lot of 
talk at you to the effect that employers are 
against their employes winning success. 
The man who talks to you in this fashion 
is either trying to sow seeds of discontent 
for some selfish reason or else he is an ab- 
solute fool. That HE HAS NO interest 
in your welfare is evident. Give him a 
wide berth. 

We are living in the most complex age 
in the history of the world. Business is 
no longer conducted along simple lines. 
Almost every enterprise you can think of 
has wide ramifications. Consequently, em- 
ployers are only too anxious to push prom- 
ising employes ahead. If you deserve ad- 
vancement and show that you can stand 
responsibility, you will not be tied down to 
monotonous details very long. And when 
the call comes and you are weighed in the 
balance, see to it that you are not found 
wanting. Be on the old job, and have a 
sane understanding of the position ahead. 
So fortified, you will win out every time. 

The men holding down responsible posi- 
tions in most concerns are promoted em- 
ployes. Here, the general manager started 
as a handy boy. There the managers of 
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the different departments came up from the 


ranks. But it is useless to aim for these 
high places if you believe in watching the 
clock and doing as little work as possible. 
Work and persistence are what count. 

Have you ever stopped to analyze yours 
self, in order to find out if you possess the 
mental equipment that will enable you to 
make good? Try it. You will be sur- 
prised at the results. But be merciless in 
your self-examination, for you cannot af- 
ford to let yourself be fooled. You want 
to know exactly what it is that handicaps 
you, if you feel that you are not advancing 
rapidly enough. 

Is it ignorance of certain things? That 
is no handicap. There are more sources 
of knowledge at your disposal today than 
ever before in the history of civilization. 
Success or failure, what you want to be 
or what you will not be, rests entirely with 


you. 

You cannot blame your employer if 
you do not collect the debt the world 
owes you. He is only too willing to meet 


you half way, but you have got to show 
him that you are willing and ready to 
“carry on” with your part of the contract. 

Go to it! Master your job from A. to Z. 





To Sell More Parasols and Umbrellas 





[‘ competition with many other stores, the 

Arnold Jewelry Co., Pine Bluff, Ark., 
was recently awarded first prize by a com- 
mittee from the Advertising Club of that 
city for having the best window display in 
Pine Bluff during Style Show and Spring 
Opening Week. A score or more live mer- 
chants entered special window exhibits, in- 
cluding several other jewelry stores, but the 
exhibit of the Arnold Jewelry Co. was 
easily adjudged the winner, owing to its 
originality and forcefulness. 

The window exhibited by Arnold’s was 
a bathing beach scene, and crowds were con- 
stantly lined up about the window watching 
the pretty Miss inside in her Coney Island 
costume. She was advertising silk umbrel- 
las, and constantly twirled one over her 
head, although she was languidly reclining 
on the sand, presumably watching the sad 
sea waves roll in toward her. The um- 
brella that she had opened and which she 
held between her and the crowd outside on 
the sidewalk was bright-hued, and at inter- 
vals she would take up a differently-colored 
umbrella, open it, then wink over the edge 
of it, as she bashfully raised one eye just 
above the top of the umbrella. The girl 
was dressed in a green bathing suit, with 
cap and shoes to match, and wore a diamond 
garter, jade earrings, solitaire, wrist watch 
and a diamond dinner ring. Sand covered 
the floor of the window, and also on the 
sidewalk outside in front of the store. 


The window drew many spectators, as no 
one knew who the pretty Miss was, and all 
were especially anxious to get a good look 
at her, yet she kept her face hidden behind 
an umbrella all of the time. 

The stunt was staged by the store to in- 
crease the sale of parasols. 

Other Pine Bluff jewelry stores having 
attractive window displays that week were 
Gottlieb’s, Stearns’ and Kahn’s. 

R. S. West. 
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How to Make Your Advertising 


Profitable 
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E shall endeavor to make this necessarily 

brief talk as practical as possible and 
shall consider (1) the function of retail 
jewelry advertising, (2) the appropriation, 
(3) the copy, (4) practical business meth- 
ods which have been adopted successfully 
to meet outside competition. We shall see 
how the jeweler in the north, south, east 
and west uses his advertising space, and I 
shall even take you with me in spirit to 
Japan and show you how the energetic Jap- 
anese jeweler uses printer’s ink. 


The Function of Retail Jewelry 
Advertising 

Retail advertising, generally speaking, has 
been defined as salesmanship on _ paper. 
This definition is given a contra-distinction 
to that of general publicity, the chief pur- 
pose of which is to impress the public in 
a general way with the desirability of the 
product advertised and to make it easier 
for the retail advertiser to sell that product. 
Consequently, it will be seen that it is ad- 
vantageous for the retail advertiser to co- 
operate with the general advertiser when a 
worthy product is advertised. Advertising 
gives life to a business—makes it grow and 
flourish. Life has been defined as the prin- 
ciple by which a thing moves itself. A 
business without advertising does not move 
—it does not grow—it has no life—it is 
dead. 


Retail Advertising as a Factor in Building 
Up Good Will 

Jewelry advertising, above all, must be 
calculated to win the confidence of the pub- 
lic, for in this way only will a jeweler build 
up that most important business factor 
known as good will. A jewelry business 
without good will is like a ship without a 
rudder. The courts throughout the country 
lay great stress on the importance of good 
will. , 

What is this intangible thing which we 
call good will? It has been defined legally 
as “an advantage, acquired by an establish- 
ment, beyond the mere value of the capital, 
stock, funds or property employed therein, 
in consequence of the general public patron- 
age and encouragement which it receives 
from constant or common celebrity, or repu- 
tation for skill or affluence, or punctuality, 
or from other accidental circumstances or 
necessities, or even from ancient partialities 
or prejudices.” 

Good will is something which is actually 
created by a jeweler in his own individual 
way through the instrumentality of honest 
advertising and effective store service. But 
good will must be nurtured and tenderly 
cared for. It is like a sensitive plant, likely 


to perish if neglected. Your advertising 
must be keyed to the class whose good will 
you wish to get and to hold. Honest and 
continuous advertising, backed by the right 
business policy, will insure your good will 
against loss, and will give it a value which 
may be turned into cash at any time. 


Effect of Organization on Retail Jewelry 
Advertising 

This organization assembled here today, 
which has developed in six years from what 
some short-sighted persons considered a 
mere perishable embryo, has been a most 
powerful force in making retail jewelers’ 
advertising educative and effective in build- 
ing up good will. This statement is 
founded upon personal observation, as I 
have watched for many years the waging 
of a great battle of business on the field of 
advertising. 

Before the days of organization we did 
not know that our interests were one. We 
were fighting against each other instead of 
for each other and with each other against 
outside competition, and against question- 
able methods. Now we stand _ together, 
shoulder to shoulder. We assemble in an 
open forum and are no longer afraid to 
tell to others in our trade things that are 
for our own common good. 

Organization teaches us how to meet 
mail order competition with greater effi- 
ciency. We no longer fear the mail order 
lion. 

You remember the reply of the minister 
who was asked one day by his sons why the 
lion did not eat Daniel. He said because 
the most of Daniel was backbone and the 
rest of him grit. That is why the mail 
order “lion” will not devour our trade. Be- 
cause now most of us is backbone and the 
rest of us grit, and grit and backbone can 
withstand almost any onslaught. 

In order to meet this outside competition 
we must hold on to advertising with bulldog 
tenacity. We must not expect the rewards 
at once, for they do not come after the 
first inning, but only after the game has 
been played with good judgment. A natu- 
ral-born merchant has told us that adver- 
tising is no place for a quitter. We agree 
with him. You must stick. A little man 
grows big by advertising, and a big man 
grows bigger. Now, having seen the neces- 
sity and advantages of advertising, let us 
consider the cost. 


How to Figure the Cost of Advertising 

We can calculate our advertising appro- 
priation from the gross receipts of the pre- 
vious year or from the anticipated gross 
receipts of the present or ‘ensuing year. 


This amount will naturally vary according 
to conditions. 

Some advertisers have been able to map 
out a pretty fair advertising campaign on 
a basis as low as 2 or 3 per cent., while 
others have disbursed as much as 10 per 
cent of the gross business without decreas- 
ing the annual net profits. 

Those, however, who never figured their 
appropriation in this way will find it advis- 
able to start on a 5 per cent basis, calculated 
from the gross business of the previous 
year. 

You can spend this money wisely in only 
three ways; for regular newspaper advertis- 
ing; that is, indirect advertising, for direct 
advertising, through the use of the mails, 
and for display cards and decorative sup- 
plies for your show window. 

Jewelers in some territories find it profit- 
able to use space on theatrical curtains. No 
amount of the appropriation, however, 
should be spent on programs of any kind, 
except the ordinary theatre programs, which 
are published regularly and have a certain 
amount of value. 

Money disbursed for church program ad- 
vertising should be put in the same class 
with donations, etc., and charged up to ex- 
pense. It is sometimes difficult to refuse the 
requests of the solicitors of church program 
advertising without giving offense, but if 
you say your advertising appropriation has 
been entirely exhausted in other mediums 
these solicitors will not consider your re- 
fusal as personal or prejudicial. 

You must make it clear that it is simply 
inconsistent with your policy to advertise in 
programs. 


Selecting the Newspaper—Avoiding Waste 
Circulation 
Three-quarters of the appropriation should 
be spent in newspaper advertising. When 
more than one daily newspaper is published 
in your town, you must, of course, do your 
utmost to select the one which is read most 
extensively by the clientele you wish to 
attract to your store. Consider quality of 
circulation, however, rather than quantity. 
Remember that the paper which pulls a 
large number of replies is not always the 
paper with the strongest purchasing power 
behind it. There is such a thing as “hall 
room circulation,” which is waste. If the 
appropriation is large enough, use all papers. 


A Practical Advertising Campaign 
The methods of a well-known concern in 
a Southern city with a population of about 
155,000, furnish an excellent example of 
how a successful advertising campaign may 
te conducted. This firm uses three daily 














Retail Advertising Department. 











papers in its home town and a dozen 
country newspapers. During the wedding 
months the firm uses double-column ads 
ranging in size from five inches to 12% 
inches. Sometimes a space of eight inches 
triple-column is used. 

During the dull months the usual custom 
’s to run single-column ads of about five 
inches. A contract is made to run the ad 
every day in the morning paper and the two 
afternoon papers are used alternately. 

The advertising is arranged into a reg- 
ylar schedule of subjects for the entire 12 
months and as the business grows, the ap- 
propriation is increased, 

The best results have been obtained by 
advertising specific articles; that is, one 
thing at a time, with prices. In this way 
the reader’s attention is not diverted from 
one article to another, but is kept continu- 
ally focused upon a single piece, whether 
it be a watch, half a‘dozen silver teaspoons 
or something else. 

The advertising is always reinforced by 
attractive window displays, which are made 
to work in harmony with the newspaper 
advertising. If, for example, fruit knives 
are advertised, the show window is attrac- 
tively arranged and filled with these articles 
in handsome lined cases. A neat card is 
also shown in the window, giving the price 
and the description. 

We must bear in mind that it will be 
more resultful to use a small amount of 
space frequently, rather than use a large 
amount of space only rarely. Frequent ad- 
vertising with frequent change of good copy 
is intensive advertising. 


Choice of Position 


It will not, of course, be possible for 
everybody to secure the best position in the 
newspaper. Everyone cannot have space 
near the top of column with no other ads 
over it. : 

This brings to mind the story of the 
Irishman who had invited several friends to 
his home for dinner. He began to carve a 
huge turkey, and everybody called for a leg. 
His response was typical of his race. He 
said: “Gentlemen, do you think I am carv- 
ing a spider?” So, too, the publisher can- 
not be expected to give the best part of the 
paper to everybody. 


The Copy 


As newspaper space costs considerable 
money every word used in that space should 
be weighed well. Remember we are deal- 
ing with the human mind. We want to 
move men’s wills to act in accordance with 
our own will. That is the psychology of 
the situation. ; 

In other words, good copy should accom- 
plish four things. First, attract attention; 
second, interest; third, convince; fourth, in- 
duce the reader to purchase. This induce- 
ment to purchase comes only after there is 
created in the mind of the reader the desire 
to possess the thing advertised. Plain lan- 
guage moves the mind most quickly to 
action. Hence we should use words that 
are familiar to the reader. Unfamiliar 
words must first be mentally translated 
into familiar words before they make the 
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right impression. .. Therefore by using famil-... 


iar words there will be no waste. 

It is clearly evident, then, that the purpose 
of the advertiser should be to secure the 
maximum results with the minimum ex- 
penditure of mental effort on the part of the 
reader. 

Give the reader facts, arguments and 
prices. Say much in few words. 

A good illustration will attract attention, 
but it is not enough simply to attract atten- 
tion. Favorable attention must be attracted. 
A well-dressed salesman will attract atten- 
tion, but without selling ability the attention 
which he attracts will be of no avail. An 
advertisement, like an efficient salesman, 
must have character. Character stamps 
your advertising upon the mind of the 
reader and fixes it there. Put plenty of 
human interest in your retail advertising. 
A trade-mark and a slogan will help give 
character to your advertisement. 

Copy that is too technical will miss the 
mark. A watch, for instance, having cer- 
tain noteworthy features in its mechanical 
construction should be accurately and mi- 
nutely described, but the description should 
be so clear and so popularly put that it will 
not require a horologist to understand it. 


Do Not Advertise Jewelry as a Luxury 


It seems to me that too much emphasis has 
been laid on jewelry as a luxury. If we 
hypnotize ourselves into the belief that 
jewelry is a luxury, we hamper ourselves 
in advertising our stock, 

What is a luxury to one person is a neces- 
sity to another. In one instance some time 
ago, the courts allowed a woman $48,000 a 
year to supply necessaries. 

Veil pins, scarf pins, belt buckles, hair 
ornaments, handy pins, collar supporters, 
sleeve pins, hat pins, and many other things 
should be advertised as dress requisites, not 
as luxuries. They are necessaries, and you 
should advertise them as such to the well- 
groomed individual. 

What was a luxury some years ago is 
now a necessity. 

In this way you will be doing educative 
advertising which cannot be done without a 
thorough knowledge of your stock. This 
means that we must thoroughly investigate 
the merits of a product before we attempt 
to advertise it, and bring out a product’s 
salient meritorious features, if it has any. 
We must use our faculty of analysis. It 
will thus be apparent that correct advertis- 
ing has an educative effect upon ourselves. 
Hard work will be necessary, but nothing 
worth while is ever accomplished without 
some effort. 


Jewelry Advertising No Place for Comedy 


Comic cuts are sometimes used in jewelry 
advertisements. Jewelry advertising is no 
place for comedy. The place for that is the 
theatre and the funny papers. Even if 
comic cuts do attract attention they will 
simply amuse, and I take it that sensible ad- 
vertisers do not wish to spend their money 
to amuse the public. The comic section of 
the papers can do that much better than you 
can. 

The main thing to remember, therefore, in 
writing your copy is this: You must write 
advertising copy which will compel the at- 
tention and: hold the interest of the reader 
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in.a paper which that-reader_buys-primarily 
for his amusement and information and not 
simply to read the ads. Your ad is butting 
in, and it must butt in with such tremendous 
force that the reader will be forced to see 
it and forced to read it. 


Meeting Outside Competition 


Certain mail order houses and establish- 
ments outside of the jewelry trade which 
carry jewelry stock as a side line have 
given the public very erroneous and un- 
savory impressions regarding the jewelry 
trade. The public has been made to believe 
that the jeweler is a refined robber, and 
that his prices are exorbitant. 

Now, we can do particularly strong edu- 
cative work in our advertising and store 
service by proving to the public that our 
prices are very reasonable, quality consid- 
ered. The public must be made to recog- 
nize the jeweler as an artist and artisan, 
not merely a vendor of trinkets. 

A practical method of meeting outside 
competition was adopted some time ago in 
Albany, N. Y. 

A concern outside the jewelry trade ad- 
vertised watches at $4.98, in Barnum & 
Bailey style. Their advertisement was 12 
inches deep and 17 inches wide. The an- 
nouncement stated that such watches 
couldn’t be duplicated at a jewelry store 
at less than $10 to $15. All the jewelers in 
Albany were not sleeping when the attempt 
was made to thrust this falsehood upon 
the public. Two enterprising firms of that 
place got together and went the outside 
competitor one better, by offering watches 
at $3.95, in a large and well-set advertise- 
ment. One of the jewelry firms from Fri- 
day morning until Saturday afternoon, dis- 
posed of 342 watches, while the other got 
rid of about 400. 

Simultaneously with the publication of 
the ad, the jewelers made window displays 
showing the watches, and several timely 
cards bore the price and very significant in- 
scruptions such as: ““Remember, we are 
jewelers, not gunsmiths, and our guarantee 
is worth something to you.” “Don’t be 
misled by false statements. You will only 
have to suffer in the future for it.’ “You 
can fool some of the people some of the time, 
but you can’t fool all the people all the 
time. Remember, our price is $3.95, not 
$4.98.” 

This kind of advertising was a stroke of 
strategy at the right time. It might be in- 
teresting to read to you the text of that ad- 
vertisement. It was as follows: 

“Friday and Saturday only—Aug. 27 and 
Aug. 28. Don’t buy an unknown, unreliable 
watch; it will prove a source of annoyance 
to you, and no conscientious dealer who ap- 
preciates your trade will offer one for sale. 
Most watches advertised as being of $15 
or $20 value contain fake movements and 
fake cases. The cases are marked 20 years, 
15 years and 10 years, but you are lucky if 
they retain their wearing qualities for over 
a year. You ought to know that any watch 
will run for 10 days from any time you buy 
it, but you are foolish to spend your money 
for a timepiece guaranteed only for that 
length of time. For 40 years we have been 
watch-making and watch-selling, and all the 
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a feature of Wadsworth (Cases 


Avoids the necessity of sending watch 
to harness maker for new strap 


In Wadsworth strap cases the straps are fastened to case 
and buckle with pin bar lugs each equipped with small 
plungers. With an ordinary pin, press down the plunger 
in each end of the bar (see illustration) and the bar will 
come out. The old straps can then be replaced by new ones, 
the entire operation requiring less than a minute. 


THE WADSWORTH WATCH CASE CO. 


“Makers of Watch Cases Exclusively” 
DAYTON, KENTUCKY 


OFFICES 
New York Chicago San Francisco 
17 Maiden Lane 31 N. State Street 150 Post Street 
- . 
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Secretary 
Institute of America, and Chief, Time Section, United States Bureau of Standards, 
Washington, D. C., before the 13th Annual Convention of the N. Y. State 
Retail Jewelers’ Association at Saratoga Springs, N. Y., July 4, 1922. 


Certification Committee, Horological 














I is indeed a great pleasure to me to have 
the privilege of appearing before you on 
this occasion. This wonderful old city is 
famous as a watering place. In fact, more 
than a entire century ago, this resort was 
famous over the entire world. Many con- 
ventions have been held here which shaped 
the destiny of the nation. To hold your 
meeting in this historic city on this patriotic 
occasion augurs well for its success. 

My subject for today is a timely one, one 
in which every jeweler of the nation is in- 
terested. Furthermore, the time will soon 
come when every individual throughout thé 
nation will be interested and fully informed 
upon this subject, the certification of watch- 
makers. ; . 

There has been so much said and printed, 
however, about the Horological Institute of 
America and its certification work, that I 
fear that there is very little which I might 
say about this subject without being ac- 
cused of repetition. This speaks for the 
popularity of the subject. In the short time 
I was with you yesterday afternoon two dif- 
ferent speakers discussed the institute briefly. 
But, to begin with, let me state that my 
friend, Ed Lilley, once said in a similar ad- 
dress. “The Horological Institute of Amer- 
ica is a big, broad-minded, unselfish, abso- 
lutely-on-the-level proposition.” It is a na- 
tional organization formed for the purpose 
of aiding the horological interests of the 
trade, especially from a scientific and tech- 
nical standpoint. There are a number of 
ways in which the institute proposes to be 
of service to the trade. The way in which 
we are trying hardest to aid the trade at 
this time is by certifying watchmakers. By 
this I mean that a watchmaker, by the pay- 
ment of a small fee, can be examined by the 
institute as to his ability as a watch repair- 
man, 

There are three grades of certificates rep- 
resenting different steps of advancement. 
The first or lowest grade is known as Junior 
Watchmaker ; the second as Certified Watch- 
maker, and the third or highest as Certified 


Horologist. The three grades of certificates 
will make provision for certifying every 
watchmaker of value to the trade, and at the 
same time will provide ample distinction be- 
tween the ordinary workman, the excellent 
workman, and the rare expert. As Bob 
Nattan here once said, it will permit a man 
to determine whether he is 10 karat, 14 
karat, or 18 karat. 

It has been less than a year since we be- 
came actually organized, but we are already 
issuing certificates. At the time of our meet- 
ing in Washington on May 10, we had re- 
ceived 64 applications for examination and 
had issued 10 certificates. Following that 
meeting the names of these men, together 
with their employers, and addresses were 
published by the various trade magazines 
as “The Horological Honor Roll.” The ef- 
fect was seen immediately. Since that time 
the total number of applications received has 
almost doubled. We now have applications 
from 114 men. The watchmakers and jewel- 
ers of the country undoubtedly are much in- 
terested, and all sections of the country are 
represented. Within the next couple of days 
the Certification Committee will hold an- 
other meeting to pass on the work of sev- 
eral dozen more men whose examinations 
have been completed. Then you can expect 
an addition to the Horological Honor Roll. 
Furthermore, you can expect to see these 
new lists of certified men hereafter every 
month. How long will it be before you will 
see the names of your watchmakers in the 
Honor Roll? I am sure that for some of 
you it will not be long. New York has been 
well represented in these examinations, and 
I desire to congratulate you upon your pro- 
gressive spirit. It speaks well of the jewel- 
ers of your State and your State organiza- 
tion. 

A watchmaker is examined in his own 
home town with no inconvenience. The re- 
pair work of his examination is done at his 
own bench. What easier method of exami- 
nation can he desire? Certainly no watch- 
maker can refrain from taking the examina- 





tion because of “too much bother.” There 
is one thing, however, which it is necessary 
to keep in mind. Each watchmaker to be 
examined must apply for the lowest grade 
certificate first. After he has passed the 
examination for the lowest grade, he can 
then apply for the second grade examination. 

As opposed to this method of having each 
man start with the lowest grade, a few have 
suggested that we let a man apply for what- 
ever grade he may choose. We do not want 
to appear to be headstrong on this question. 
On the contrary, we feel that we have a 
very open mind regarding it. There is one 
thing sure, however, and that is this: To 
date, the present method is undoubtedly 
working out the better. It was adopted only 
after careful consideration of the question 
by a number of capable men. This question 
is so important that I want to take the time 
to discuss it in detail. Some of our ap- 
plications are from men who, if permitted, 
would likely apply directly for the second 
grade examination, and yet their work shows 
that before they can pass the second grade 
examination they will need to improve them- 
selves on their weak points revealed by a 
former examination for the lowest grade. 
In fact, some of them have shown that they 
are lacking considerably in meeting the sec- 
ond grade requirements, and obviously are 
not aware of their short comings. It is in- 
advisable to permit a man to take an ex- 
amination in which he will fail. Failure to 
pass an examination would result in chagrin, 
dissatisfaction, and loss of interest, rather 
than study and renewed effort. This-would 
work against the best interests of both the 
individual watchmaker and the trade. Start- 
ing with the lowest grade will cause a 
watchmaker to keep up his enthusiasm. It 
will avoid unnecessary failures and their 
attendant evils. From the standpoint of the 
watchmaker he should not be sensitive about 
starting with the lowest grade examination. 
To obtain the highest grade certificate of 
which he is capable should be the goal of 
each watchmaker, and he should pursue the 
path which will be most apt te lead him to 
that goal. To attempt to jump a brook 
when failure seems probable, and at the same 
time refuse to use two stepping-stones al- 
ready provided, seems unwise. Watch- 
makers should not be sensitive about using 
the stepping-stones. To get across the 
brook safely is the proper goal. The Horo- 
logical Institute of America has provided 
the stepping-stones in the form of inter- 
mediate certification grades. The trade is 
interested only in whether or not a watch- 
maker finally becomes certified to the limit 
of his ability, and is not interested in 
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By request of the Jewelers Vigilance Com- 
mittee, and to assist this Committee in its 
endeavors towards the highest ethics in the 
Jewelry Trade, we are discontinuing the name 
of “Pallador” for our 18 Kt. Palladium White 
Gold and_ substituting the name _ of 
“ALBADOR.” 


Our action in this case is to co-operate with 
the Jewelers Vigilance Committee to prevent 
the possible stamping of White Gold Jewelry 
in some way which might lead the consumer 
to a belief of buying Platinum Jewelry. 





The alloy and its working qualities remain the 
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‘““ALBADOR”’ 
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Newark, N. J. 
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whether he crosses the brook in one step or 
many. The institute believes that the pres- 
ent method of taking the grades in order is 
the best. 

There are a number of reasons why the 
certification of watchmakers is desirable and 
can be used to advantage by both the retail 
jeweler and the watchmaker. It will aid the 
jeweler in selecting an employe. By em- 
ploying certified men a jeweler will be able 
to give better work and protect the public 
from untrained botchers who frequently 
prey upon the ignorant. It will add to the 
prestige of his store, as well as to the entire 
trade. This is extremely valuable, as a 
jewelry store’s success always depends upon 
its reputation for doing reliable repair work. 

In like manner, it will be of great value 
to a watchmaker to have a certificate. It 
will aid him in applying for a position. His 
customers will be better satisfied and will 
seek his services. His employer will be able 
to charge higher prices. Therefore, the 
watchmaker will be worth more to his em- 
ployer and may justly expect to receive 
larger compensation. Everybody concerned, 
including the jeweler, the customer, and the 
watchmaker, will be better satisfied. A num- 
ber of jewelers have told me that in a short 
time much of the good trade will go to the 
establishments which employ certified men. 
Do you want to repair only seven-jewel and 
cheap foreign-made watches? The high- 
grade stores and good watchmakers will ap- 
preciate and utilize the possibilities of cer- 
tification. That this statement is true is 
shown by the fact that for many of our ap- 
plications the employers themselves have 
paid the examination fees and have supplied 
new watches to be repaired in the examina- 
tion. These firms recognize what a tremen- 
dous asset it will be to them for the public 
to know that they employ certified men, 

The foregoing statements refer to the cer- 
tification work of the institute, which is its 
prime work. On the other hand, like any 
other association, the institute has mem- 
bers. Membership in the institute should 
not be confused with certification. It is true 
that each of these cost money, but they are 
just as dissimilar as membership in a lodge 
is different from life insurance issued by the 


lodge. Membership in the institute is open 
to any individual, firm, or corporation. 
There are several kinds of membership, 


costing from $5 per annum up. Edward 
Hufnagel, of Mount Vernon, president of 
your national association, and your own fel- 
low member, is chairman of the Member- 
ship Committee. He can tell you how many 
members we have, but at the last time I 
heard there were about a couple of hundred 
of members, including two firms who had 
paid in $1,000 each. 

_ Then there is the educational work of the 
institute. The watchmakers of the country 
are not as well trained as the institute deems 
advisable. It takes considerably over a year 
as 4 minimum to make good watchmakers, 
and we have some fine schools who are do- 
ing this very thing. On the other hand, in 
some of the horological schools, the course 
of study is too short, and the boys leaving 
these particular schools are not good work- 
men, Many jewelers who have had bitter 
experiences with the output of these schools 
condemn all horological schools alike. This 
Is not just. The horological schools are 
about the only way the trade has for re- 
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cruiting new watchmakers. Perhaps you are 
all familiar with this point, but because I 
have made a special study of this subject I 
wish to emphasize the fact that the trade is 
losing its workmen fully four times as fast 
as they are being produced. The trade 
should recognize this fact. It also should 
recognize that the watchmakers of the fu- 
ture must come from the horological schools. 
Some men foolishly criticise engineering 
schools. The trade should combat any prej- 
udice against recruiting watchmakers by 
means of the horological schools, and I wish 
to urge you to aid the good schools as much 
as possible. Also that you urge the stu- 
dents to remain in school until they have 
graduated. The boys should not be induced 
to leave school when they are barely able 
to do simple repair work.. To induce a boy 
to leave school under these conditions is 
working against the best interests of the 
trade, as well as those of the boy. The 
Horological Institute is making progress in 
solving the school problem, and as time goes 
on I am sure you will see that important 
results are being accomplished. We want 
the schools with short courses lasting only 
a few months to make them sufficiently long 
so as to develop good watchmakers. At our 
meeting last May it was decided to recom- 
mend “that no school grant a diploma or 
certificate of graduation to any student who 
has not spent sufficient time in school to 
qualify him to pass the examination pre- 
scribed by the institute for the grade of 
Certified Watchmaker.” Now this does not 
mean that each boy leaving the horological 
schools in the future will have our certificate 
of the middle grade. Far from it. This 
means that we merely urge each school not 
to give a diploma of graduation until he is 
trained to the equivalent of our require- 
ments for that degree; furthermore, it does 
not take into account the boys who were 
induced to leave school before they gradu- 
ated. So that everybody may know what 
schools are carrying out our request, the 
institute agreed to “establish and maintain 
a list of approved schools based on the stand- 
ards adopted for conferring the certificates 
of the institute.” 

The educational work of the institute is 
progressing in other ways. For example, if 
a watchmaker wants a list of books to study 
to fit his particular needs, the institute will 
supply him this information. These steps, 
and others which will be carried out later, 
we believe will be beneficial to each member 
of the trade, and the institute invites your 
support, both moral and financial. You 
should not only become members of the in- 
stitute but also urge watchmakers to be 
certified for their own good and that of the 
trade. 

I now wish to turn from the question of 
certified watchmakers to that of certified 
watches. As you very probably know I am 
employed by the Bureau of Standards in 
Washington. In a private capacity I have 
been doing practically all of the certification 
work of the institute. Some of the certifica- 
tion work is of such a character that it falls 
within my regular duties at the Bureau of 
Standards, but considerable of it is outside 
the prescribed field which the Bureau may 
undertake officially. This extra work which 
I have been doing, has been done merely 
for the benefit it would bring to the trade. 
My interest in the institute was aroused by 
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my contact with the work the Bureau of 
Standards has been doing for the trade for 
several years. This is the testing and cer- 
tification of watches, and is independent from 
the certification of watchmakers. It con- 
sists in testing a watch, and if its perform- 
ance meets certain requirements, in issuing 
a certificate of precise timekeeping for the 
watch, 

The Bureau’s work is of a very practical 
kind. It is not in the nature of a prize 
contest like the European tests, but a com- 
mercial test. It is based upon the standard 
of the well-known American railroad watch. 
The certificate given the watch is called a 
“Railroad Precision Certificate.” It stands 
for the fact that the watch is well adjusted, 
and is fully as good as the average new 
railroad watch. It is a distinct advantage, 
for example, to supply a customer with a 
12 size watch that is as well adjusted and 
as good as a 16 size railroad watch. They 
can be supplied to exclusive trade at a 
premium. 

Watches can be submitted for test by any 
individual, retailer, importer, or manufac- 
turer. There are a number of houses in the 
country who are sending watches to the 
Bureau for test. This privilege is open to 
you as well as the others. If you do not 
desire to submit the watches for test your- 
self, it is possible for you to buy certified 
watches from the manufacturers. Further- 
more, several importers in New York are 
at present making plans for supplying some 
of their trade with watches certified by the 
Bureau of Standards. The retailers who 
are selling those certified watches report 
that to do so adds to the prestige of the 
store, and supplies a special profit. In clos- 
ing, may I repeat that the opportunity of 
obtaining certified watches is open to every- 
body, but like a treasure chest, is of value 
to only those who utilize it. 





Wrist Watches 





LTHOUGH there is rather little said 

today about the wrist watch, it never- 
theless represents a product well worth 
pushing. The Summer season lends itself 
appropriately to this article and it can profit- 
ably be included in the window display. As 
a suggestion as to what can be accomplished, 
one jeweler, with the aid of an ordinary 
sign and a few specimen watches, won quite 
a bit of attention. The watches were placed 
about his display window, each one resting 
before a postcard which was stood upright. 
The postcard contained an attractive view 
of either a mountain, lake or shore resort. 
The sign which attracted considerable atten- 
tion contained these words: 





Who Has a Watch? 


A common Summer cry—in camp, at 
the shore, out on the water. The man 
with a wrist watch never disappoints 
the host. 











There is a suggestion in this window dis- 
play, for there are interested jewelers who 
can, in recognized points of interest, work 
up a unique Summer display. 


C..%. &. 
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The United States Patents That Have Ex- 
pired and the Registered Trade-Marks.] 








UNITED STATES PATENTS 


Issue of June 27, 1922 


1,420,715. ENGRAVER’S CLAMP. 
LinniG, Peru, Ill, Filed Aug. 6, 1921. 
490,426. 12 Claims. 

In an engraver’s clamp, a base, a_ stationary 
jaw having an aperture mounted on said base, a 
plurality of rods projecting from said jaw, an 
auxiliary jaw movably mounted said rods, a 





Cuarwes E, 
Serial 


on 








threaded bolt loosely attached to said auxiliary 
jaw and passing through the aperture in said 
stationary jaw, a nut on said bolt, a threaded 
bolt rotatably mounted in said base and a nut 
having a projection therefrom which engages said 
auxiliary jaw with auxiliary means for securing 
said movable jaw in angular positions relative to 
said stationary jaw. 

1,420,897. JEWELRY. Cart GeEorGE WETZEL, 
Kokomo, Ind., assignor to Charles E. Hodgen, 
Kokomo, Ind. Filed Feb. 9, 1921. Serial 
443,564. 7 Claims. 


A fastening device of the character described, 
consisting of a male member comprising a head 
with an 


provided opening and a bail projecting 


A. 





from said head and formed with an eye, and a 
female member adapted to receive and cover the 
head and bail of the male member and to secure 
the projected eye in position to receive a ring or 
like means. 


1,421,148. COLLAR BUTTON AND CLASP. 
THEOpoRE B. Becxiey, New Orleans, La. 
Filed Sept. 18, 1920. Serial 411,038, 4 
Claims. 


A device of the class described having a sup- 
porting bar, clasp arms on opposite sides thereof, 





said bar having a slot therein, a stud extending 
from one of the arms to pass through said slot, 
said stud having a shoulder to engage the bar, and 
Separable fastening means between the stud and 
the other arm including a turnable head on the 
latter arm. 


1,421,314. PROTECTOR FOR COLLAR AND 
CUFF BUTTONS. Frank F. Scuuttz, New 
at 
2 
1) Ww! 
3 49 
York. Filed June 7, 1921. Serial 475,641. 
4 Claims. 


A shirt button which comprises a base portion, 
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a split shank mounted thereon and formed of two 
parts, and a flexible strip of material adapted to 
be spaced along substantially its entire length 
above the base portion, said strip having lugs 
adapted to engage with one portion of the split 
shank and to be fastened thereto to fasten the 
strip of the shank portion. 


1,421,329. GEM. Horace H. WEtcu, Chicago. 
Filed Jan. 5, 1921. Serial 435,075. 8 Claims. 

An article of jewelry to be worn on the person 
including an artificial gem, said gem comprising 
a hollow body and a sufficient number of loose 





brilliant display elements housed and movable 
in said body to give to the gem as a whole the 
appearance of internal mobility upon movement 
of the article, said body being sufficiently trans- 


lucent to render visible therethrough the moving 


brilliant display elements. 

1,421,339. GEM SETTING. Josepu Zatowitz, New 
York. Filed Aug. 10, 1921. Serial 491,172. 
5 Claims. 

In a gem setting for clusters, a body having 
tapered seats in an annular series and a central 
tapered seat, the peripheries of said seats meeting 
each other to form projections located between the 





seats and adapted to be upset to secure the stones 
in said szats in position, the outer of said projec- 
tions being cut away to provide V-form projections 
and point projections in line radially with the 
centers of said seats and the center of the setting. 





UNITED STATES TRADE-MARKS 

[The following trade-marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1905, and are published in compliance with Section 
6 of said Act.] 





Trade Marks Published June 27, 1922 


Ser. 142,998. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS). Nortnu AMERICAN WatTcH 


Co,, Mansfield, Ohio, Filed Jan. 31, 1921. 


Particular description of goods.—Watchcases and 
Watchcase Guards Made of Gold, Gold-Filled Ware, 
and Precious-Metal Ware. 

Claims use since July, 1916. 

Ser. 158,243. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) James McCreery & Co., 
New York. Filed Jan. 21, 1922. 





Particular description of goods.—Clocks 
Claims use since Jan. 16, 1922, 

Ser. 162,014. (CLASS 27. HOROLOGICAL IN- 
STRUMENTS.) Harry E, Jacost, Baltimore, 
Md. Filed April 10, 1922. 

No claim is made to the word “Trustworthy” 
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apart from mark shown on drawing. 
Particular description of goods.—Chronometers, 


“es 











ate OPK, 
SQ== Ss C= 
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4% > 
L.%,' 
Watches, Clocks, Wrist Watches, and Sautoir 
Watches. 


Claims use since March, 1907. 








How to Make Good Advertising 
Profitable 





(Continued from page 113) 








knowledge and experience that we have 
gained in that time is at your service. To- 
morrow we inaugurate the best watch sale 
Albany has ever known. The kinds we 
have secured for this sale are fully guaran- 
teed. They have an elegantly engraved 
dust-proof case and are stem wind and stem 
set, and our personal guarantee is behind 
this statement. They are beautiful and ser- 
viceable watches; all have high-grade works 
and cases. They have been examined and 
regulated by our own watchmakers—the 
most expert in Albany. Wide choice of pat- 
terns, sizes, dials, cases, etc. Sale starts 
8 a. m., Friday, Aug. 27, and positively 
closes Saturday, Aug. 28, 10 p. m.” 


Methods Used to Stimulate Trade and to 

Supplement Newspaper Advertising 

Jewelers often find it profitable to hold 
certain contests, which may be advertised 
attractively in the local newspapers. There 
are several contests which infringe the lot- 
tery laws in many States, such as guessing 
contests and package sales. Package sales 
have been held, where they do not infringe 
these laws, with much success. You are 
probably all familiar with them. 

Such contests, however, have been held 
to be illegal. So strict have the postal 
authorities become in regard to these 
schemes that they will not allow a publica- 
tion to go through the mails if that: publi- 
cation contains a report of them. It is 
claimed that all these schemes are an in- 
fringement of the lottery law which pro- 
hibits the securing of anything by lot or 
chance. In many States, it is true, these 
schemes may be tried with impunity. Some- 
times the law is on the statute books but is 
not rigidly enforced. It is well, however, 
always to be on the safe side, 

A scheme which is perfectly lawful and 
infringes no lottery law and is very effec- 
tive, consists of a.baby voting contest 

A good time to conduct this baby voting 
contest is just before Christmas. For one 
week give every mother of a child under 
two years, purchasing $2 worth up, or any 
amount you agree to decide upon, a ticket 
entitling her to half a dozen portraits of 
her baby at the local photographer’s. 

Instruct the photographer to mount one 
of each of these photographs on a large 
card and display this in your show window, 
with an inscription printed underneath call- 
ing attention to the contest. At the end of 
the week the opening of the contest actually 
begins. 

Offer substantial first, second and third 


, 
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prizes for the successful winners, and dis- 
play the prizes, suitably labeled, in the show 
window. Allow one vote for each dollar’s 
worth of goods purchased from you, or, if 
you want to make the contest more gen- 
eral, allow one vote for each 25 cents’ worth 
of goods purchased. 

Have the votes counted, if possible, by 
three or four prominent men. The more 
prominent the persons are, the better. 

When the winners are announced, notify 
the mothers and ask them to come to the 
store for the prizes. You should place in 
the show window single photographs of the 
winners. Besides these photographs should 
be placed cards containing the name of the 
baby and the prize won. 

This contest should be well advertised for 
at least a week prior to the week in which 
the babies are entered. Tickets may be 
printed for an order on the photographer at 
a nominal sum. You should also advertise 
during the week of entry that the voting 
will begin next Monday, or whenever it is. 
The voting ticket should be printed with 
blanks for the baby’s name and number. 

During the voting period make your ad- 
vertising as intensive as possible, and an- 
nounce the names of the tellers just as 
early as you can. This voting contest 
leaves absolutely no room for jealousy, and 
there will be little chance of charges of 
favoritism or partiality. Then, again, every 
mother gets at least a half dozen photo- 
graphs of her own baby. 

Everyone who has conducted these con- 
tests speaks favorably regarding them, and 
enthusiasm and no little excitement are 
aroused. It is specially effective in a small 
town where everyone is pretty well known. 








How Brown Did It 


ssTPHERE’S a new kind of alarm clock | 

believe I’d like,” I remarked to friend 
wife, as I sat looking through the pages of 
the last number of the Boost, and inspecting 
advertisements. “The advertisement cer- 
tainly reads all right, and they say it is 
for sale by all reliable jewelers, but I‘Il bet 
that according to that, all the jewelers in 
our town are crooks. I hardly ever knew 
any of them to have anything when it is 
just new on the market. They seem to think 
the best way is to wait until their custom- 
ers have all tried out any such thing be- 
fore they stock it.” 

“There is one jeweler in town who is not 
that way, I can tell you,” my wife re- 
sponded. “He runs a store around the 
corner of Third St., just off from Main. 
His name is Brown, and ‘he is very much up 
to date in his ideas and he almost always 
has at least a sample of the new things. I 
know I have found things there that I have 
just seen advertised in the magazines, when 
at the other jewelers they did not know 
what I meant when I asked for them.” 

There was no further conversation about 
the matter right then, but being interested 
in the ways and means of successful mer- 
chandising among jewelers, as well as being 
interested in that particular style of adver- 
tised alarm clock, I just thought I would 
investigate Brown’s shop and his ways of 
doing business. I dropped in their one 
rainy afternoon when there was no one 
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stirring around the shopping district, and 
even then I found Brown’s two clerks busy 
with customers. Brown himself, I discov- 
ered, seated at his desk with a pile of late 
magazines and trade journals in front of 
him. I found, too, that he was a Brown 
I knew pretty well by having met him at 
the Commercial Club meetings, though I 
had never known what his business was. 


“T wish I didn’t have anything to do but 
sit with my feet up on a roll-top desk and 
a good cigar and a pile of late magazines,” 
I kidded him. 

“You might do worse as a business stunt,” 
said Brown, motioning me a chair and 
handing me out a cigar. “Have a seat and 
put your feet on the desk and smoke a 
cigar and I'll give you the latest number of 
Sob Stories.” 

“No, thanks,” I said a little sharply, “I 
don’t read that mush, and I don’t have time 
to read any magazines during business 
hours.” 

Brown flushed up a little, but he soon 
broke into a smile and said, “I know it 
does look pretty foolish, but let me tell you 
that not the !east important part of my work 
is going through the new and popular maga- 
zines just as soon as they are out.” 


“It sounds like an easy job,” I suggested. 
“Does it have atiy connection with the way 
you have built up your business? They 
tell me you are running the only up-to-date 
jewelry store in town. My wife says you 
are the only jeweler who can be depended 
upon to have the latest things while they 
are new instead of after they get to be toa 
late.” 

“Your better half is right. I admit the 
accusation—with proper modesty. And it is 
because my store and stock are up to date 
that I am getting business away from 
some of the bigger Main street stores. 


“Here was a town with what everyone 
told me was enough jewelers. My friends 
told me I was a fool to start in here, espe- 
cially starting in on a side street without 
an outfit to match the others. These other 
jewelers were all good men, selling relia- 
ble goods, doing honest repair work. But 
I had an idea in my head, born of the 
fact that I discovered that people were 
frequently going into those other stores and 
asking for the things they saw advertised 
in the magazines and being shown other 
lines said to be just as good or better, but 
not finding what they really wanted. Your 
jewelers here were all doing business on 
principles 20 years behind the times. And 
the result of that was that people were 
going or sending to other towns for the 
things they couldn’t get here.” 

“I know how that was,” I interrupted. “I 
tried to get a dozen knives and forks for a 
wedding present, and I wanted a special 
make I had seen advertised in the maga- 
zines, and not one of our jewelers had it, 
so I got it from a concern in Salem.” 

“Of course,” ‘&greed Brown. “There 
was a lot of that business going out of town 
and it was increasing in volume all the 
while and the jewelers here couldn’t see it. 
I talked to one or two of them about it and 
asked them why they fought shy of the 
advertised lines, and they just told me that 
they could give their customers better values 
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in non-advertised goods. It did not seem 
to occur to them that they could not self 
their customers better values or any kind 
of values if these customers did not come 
to buy. 

“So I started in with all the lines people 
know about through the general advertising 
and I called attention to the fact that J 
had them. I used signs and window cards 
and newspaper advertising with cuts from 
the manufacturers and right away I began 
to study the leading magazines. Whenever 
I saw a new thing advertised that seemed to 
me meritorious I bought it. Of course ] 
went in light on new items until the de. 
mand developed, but I made it a point to 
have a sample. I knew perfectly well that 
when a well known house brings out a new 
number, it can be depended upon to be all 
right. It has the reputation of the house 
behind it and their guarantee of quality, 

“T knew that the pages of the good period- 
icals contain the advertising of house of re- 
pute and the advertising itself is practically 
guaranteed by the magazines. You know 
there are some manufacturers who are al- 
ways successful in making their lines sell, 
A man doesn’t take chances in stocking 
their goods. They stand behind their sale. 

“You see, when a fellow waits to stock a 
line after the demand on it becomes enough 
to make it absolutely necessary, he is go- 
ing to be too late to get the best business on 
the goods. By that time the public has 
found that they can get the goods else- 
where and not from him. 

“To get the new goods business, I got the 
new things on rush orders and I showed 
them right away in the windows with the 
magazine ads along with them so that 
people saw the goods in my windows almost 
as soon as thew saw the advertisements. 
And of course I announced in newspaper 
advertisements that I had the goods and I 
did everything I could to get to the people 
the knowledge that I had the goods, before 
they could send away for them. 

“You know, everyone is interested in 
anything new and that is why we all 
stop to read advertisements about a new 
thing. Women in particular are always 
looking for something new.” 

“They aren’t the only ones either,” said I 
“I’m pretty ready to try something new 
myself, just to see what it is like. 

“It is up to the new to be better than 
the old,” Brown replied, “or it will not get 
anywhere in popularity. If you look 
around my store you will find everywhere 
items you have seen advertised lately, many 
of them for the first time. And as you look 
around and notice these goods, you will 
remember the advertisements you have 
seen. You will think, ‘Oh yes, I saw that 
advertised and I’m glad of a chance to see 
what it is really like.’ It is easy to inter- 
est people in the things that are new. 
When you could not get them to stop and 
hear what you have to say about an old, 
staple article, they will give you every 
chance to speak your piece about a new 
thing.”. 

“You seem to know something about 
human nature, Brown,” I suggested. 

“Next to studying magazine and trade 
paper advertising, I guess I study human 
nature most.” 




















